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Curiosities in Government 


MEMBER of Congress said the other day that 

no change is likely to be made this year in the 

present system of taxation. This system 
which, of course, includes excess profits taxes, is be- 
coming more clearly recognized as a damaging clog 
on business. No intelligent observer needs to be told 
that the effect of such a tax is to dry up the waters of 
available capital and to help keep up prices, two evil 
results which act and react one upon the other. 

The truth is gradually leaking through to the 
public that the Government itself is one of the greatest 
of profiteers and one of the mightiest of influences in 
preventing price recession. Why is it necessary to 
continue collecting these enormous taxes long after 
war has ceased? The continuance is made necessary 
by the continuance of Governmental squandering. 
The Secretary of the Navy made lament the other 
day because he was compelled to drop 17,000 men 
from the navy-yard working force. In spite of this 
drop he has spent this year almost as much as it cost 
to run the entire Government of the United States 
a few years ago. That is to say, he has been using 
17,000 men, taking them away from the building of 
houses and railroads, from the making of clothing and 
shoes, from the producing of food and fuel, and devot- 
ing them to the manufacture of warships at a time 
when the whole world is talking of peace—and even 
after this drop he will still be spending hundreds of 
millions of dollars for great war machines, no one of 
which ever returns us a solitary cent of productive, 
economic usefulness. It is one of the Governmental 
puzzles of the day what we are building more war- 
ships for at the present rate of speed. 


After the signing of the armistice and during the 
early months of last year, fear was expressed lest there 
be too sudden a collapse in the labor market, from the © 
sudden cessation of war work and the return of mil- 
lions of men to the pursuits of peaceful times. The 
Government undertook to supply buffers and counter- 
checks against a collapse; but it greatly overdid the 
matter. It stood up so straight it fell over backward. 
Instead of a collapse or a recession in prices, there 
was a brief pause, and many prices again began to 
climb into new high levels and more oppressive 
totals, while the merry game of wage-grabbing 
by industrial holdups and strikes received a new 
impetus. 

The Government made a bad matter worse by con- 
tinuing the spilling of hundreds of millions of dollars 
of taxpayers’ money. Votes were considered and 
not the business interests of the country; and wage 
boards and commissions and the heads of every 
Government Department apparently competed in 
meeting the hoggish demands of groups of industrial 
holdups. 

All these tendencies and results were manifest 
months ago. Why has no effective action been taken 
by Washington to break the evil circle of cause and 
effect and to get things back to a sensible basis? 
The immediate reason, of course, is, both Republicans 
and Democrats are nervously and small-mindedly 
playing for the favor of small groups of voters, disre- 
garding the broad interests of the great mass of 
the public and of business men in _ particular. 
But this reason is not a justification. Instead 
of justifying, it condemns the whole performance 
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and urges the adoption of more public-spirited motives 
and sounder economics. 

The governments of other countries are a help to 
national business, not a clog, a hindrance, an inquisi- 
tive and meddling menace, a continuous threat, a dis- 
turber and a source of perpetual disquiet and appre- 
hension, with small constructive efficiency and small 
vision, of research. It is not complimentary to our 
collective common sense that our greatest industries 
have grown great in spite of the Government and not 
because of its help. We have an Interior Department, 
an Agricultural Department, a Labor Department, a 
Commerce Department; a Hoover in any one of them 
could have made a name for himself and could have 
made his department a power for good. But we have 
never had a Hoover in such a position. 

Why not? The business men of this country will 
keep on asking that question until they get an answer 
which satisfies their sense of reason and justice. 


A New Task for Salesmanship 


NOTHER task looms up before American sales- - 


manship. It is that of counteracting the inter- 
national bad manners of our statesmen and Govern- 
ment officials, and of regaining the good will abroad 
which Washington is continually frittering away and 
destroying. The incomprehensible performances of 
our so-called diplomacy arouse suspicion and dislike 
everywhere, an unfavorable attitude which is modified 
only where it is known and understood that the good 
will and the good intentions of the people of this 
country are often poorly expressed by our official 
representatives. 

Sometimes this matter is understood and is ex- 
plained to foreign peoples. For example, La Prensa, 
one of the great journals of South America, assured 
its readers that our recent blunt notes to Chili and 
Bolivia are ‘the fruit of diplomatic inexperience and 
do not reveal any political plan that should alarm 
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South America or give Argentina cause for suspicion.” 
It further says that “the American Government never 
cultivated a diplomatic mode of procedure and does 
not possess a diplomacy. Men of the United States 
generally speak on delicate international questions 
with the crudeness with which they treat internal 
politics. These notes are simply instances of in- 
advertence and lack of tact.” 

That is as much as to say ““Uncle Sam means well? 
do not mind his lack of good manners; his education 
and courtesy have been neglected.’ La Prensa un- 
doubtedly is right in assuming the good will of the 
people of this country. The last thing on earth we 
want is trouble with our South American neighbors. 

Those who undertake to sell goods abroad will find 
their tempers tested many a time by rasping criticism 
of many features of our war performance. This 
criticism will always be based upon misdeeds of our 
officials; it will be relieved, and the balance of the 
scales swung to the side of admiration and esteem, as 
the foreigner contemplates the things the American 
people did directly, such as the Red Cross and other 
field work, the relief supplies, the contributions for 
help of the wounded and of women and children, and 
other enterprises headed by men like Davison and 
Hoover. These are the relieving high lights; and 
patience and courtesy must add to this appreciation. 
But what is “salesmanship,” except patience and 
courtesy, expanded, broadened, put to practical use? 





Only Partial Justice 


LBERT L. ATWOOD, in the,’ course ef an 

extended article on ‘Branding ‘the Profiteer” 

in the Saturday Evening Post of April 3, says: ““The 

State and local investigations have shown that in the 

main the retailer has not been making undue profits.” 

He also specifically exempts the retail shoe merchant 
from an unjust charge of profiteering. 

For this relief, much thanks. 





to the general interest of merchandising. 


merchandising. 
There is great work to be done. 


Reach Out Your Hands! 


A point brought out in the ‘‘Next Step Forward” is the desirability of promoting local 
affiliation between retail shoe merchants and other merchants. 

Here is a work for the secretaries of all shoe associations; reach out your hands to your 
neighbors! Get in touch with the secretaries of the other associations in your town or 
vicinity. Write them and offer your help and that of your association in any work pertain‘ng 


Let the shoe associations take the initiative in this matter and see what theycan do. If 
other merchants are not organized, suggest to them that they do organize, make no mistake 
about it; no branch of the industry is in more need of organization at this time than retail 
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It is no more than justice. But Mr. Atwood does 
repeat and incorporate into his article a quotation 
of that vicious phraseology from a Government 
official: “If you walk into a shoe store and take up 
a shoe and find upon its sole, plainly stamped, ‘this 
shoe cost, when it left the producer, $3.75’; you will 
say, ‘I will be hanged if I pay $18 for it.’ ”’ 


This outrageous misrepresentation by inference has — 


always been roundly condemned. It is safe to say 
that nowhere in the United States was such a shoe 
put forth at such a price. It is not only false, but the 
next thing to brainless, as stupid in its way as that 
excited announcement of another Government official 
who telegraphed: “‘What would you consider a fair 
price for a pair of shoes>”’ 

What would he consider a fair price for a watch? 
What would he consider a fair price for a farm? 
Watches are for sale in every city at prices running 
from $1 to $1,000. And it is conceivable that the 
$1,000 watch might be the better bargain of the two, 
for certain purposes. 

Such announcements and such remarks afford a 
startling measure of the dangers to business from 
interference by those ignorant of their subject. 


Relieving Our Autocrats 


F we can ever get back to the accomplishment of 
constructive work in the Government, one early 
item on the schedule should be the limiting of both 
the labors-and the powers of our presidents. We are 


BOOT AND SHOE RECORDER 37 


working them to death with a load of details; and 
they are developing autocratic habits which are a 
matter of astonishment to mere constitutional kings 
and emperors. Has any president since McKinley 
paid much attention to what the public wanted, if 
the want ran counter to his personal opinion? 
Administrative details should be better distributed, 
with quicker methods of checking up defects and 
locating responsibility. Some of the detailed duties 
which we have loaded upon the president are like 
condemning a great banker to sign his name a million 
times to bank notes or sending a railroad president 
out to count the ties. He could be relieved of much 


‘detail, and the departments could at the same time 


be more readily cleared of fossils and barnacles. The 
president could be left more time for consideration 
and consultation on matters of real statesmanship 
and national policy. 

Restricting his powers need not at all approach the 
point of making him a nonentity or a figurehead. We 
should have a considerable distance to go before 
reaching that point. As matters stand, with his great 
powers the president has the disadvantage of every 
autocrat in being barred from the truth, perhaps 
gradually, but surely. Those who have his personal 
attention speak under duress, and will inevitably tell 
him what they think he wants to hear. In a general 
way, the position could be trimmed down a great deal 
and still there would be left power enough, honor 
enough and opportunity enough to satisfy any man’s 
reasonable ambition. ; 
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SENATORIAL INVESTIGATION 
On the McNary Resolution Started Friday, April 9 


Washington, April 7—The senatorial investigation 
of the high cost of shoes under the McNary Resolu- 
tion of March 2 was begun on Friday last, before a 
sub-committee of the Senate Committee of Manu- 
facturers. In making this announcement today 
Senator McNary of Oregon furnished data received 
from Victor Murdock of the federal trade com- 
mission bringing up to date that body’s recent report 
on the prices of leather and shoes. 

Senator Kenyon, a member of the sub-committee, 
announced that an effort would be made to have the 
treasury furnish figures on the income and excess 


profits returns of shoe manufacturers and shoe dealers. 

A report of the results of this investigation are to 
be made to the Senate, together with such recom- 
mendations for legislation as may be deemed neces- 


sary and practicable. The expense of such investiga- 
tion shall be paid out of the contingent fund of the 


Senate. 


FEDERAL RESERVE REPORT 


On Hide and Leather—Business Conditions 
from Boston and Philadelphia 


Washington, D. C., April—The Federal Reserve 
Board, in its monthly review of business conditions, 
says of the hide and leather industry: 

“In leather and shoes it is reported from District 
No. 1 (Boston) that there has been a slackening of 
demand which has affected hides, leather and shoes 
themselves, although in the finished product there 
is some difference of opinion, a number of houses 
reporting about stable conditions. Retail shoe mer- 
chants, however, are holding off on their Fall orders 
because they expect a reduction in prices. Some 
manufacturers report an oversupply of manufactured 
goods. 

“District No. 3 (Philadelphia) reports that tan- 
neries are operating at capacity, but that leather 
prices will not be affected for a good while to come. 
New business offered during the past month has been 
small in volume. Shoe conditions in Philadelpbia are 
conflicting. Demand has been good heretofore, but 


some manufacturers find that consumers are avoiding 
higher priced goods. Eastern buying has become 
somewhat slower, but Western and Southern demands 
are still strong. The supply of labor is not sufficient to 
enable full time production in many plants.” 


BRITISH SHOES FOR U. S. 


Trade Experts to Conduct Campaign in This 
Country 

London, April 6, 1920—The American Chamber 
of Commerce in London reports that the British 
Ministry of Supplies has decided on the decontrol of 
hides, calfskins and East India kips. This step is 
expected to lead to an increase in the price of leather, 
and, in consequence, to the price of boots and shoes. 

It is interesting to note that an organized campaign 
is shortly to be opened in the United States, conducted 
by specially selected trade experts, with a view to 
bringing British footwear to the notice of the American 


public. 


TO VISIT ORIENT 


One Hundred Members of en Sail on 
July 5 

Washington—A hundred members of Congress 
will sail for the Orient, July 5, to make a first-hand 
study of problems of the Pacific, and, also, to promote 
friendly relations with powers across the Pacific. 
American shoe and leather interests are increasing 
in this direction. 


INTER-RACIAL COUNCIL 


Leaders in Industry and Finance Discuss Labor 
Shortage 

New York, Apri! 8—That the present high cost of 
living is due primarily to a labor shortage of 5,000,000 
men in this country was the statement made here by 
Louis Marshall in addressing a meeting of the National 
Conference on Immigration, held under the auspices 
of the Inter-Racial Council on April 7. “‘Congress, in 
its consideration of immigration bills, has heard only 
the labor agitators’ side of the story,’”’ declared Mr. 
Marshall, “‘and labor has a selfish reason for wishing 
to keep out the immigrant.” 
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Another speaker, John E. Otterson, president of 
the Winchester Repeating Arms Company, said that 
the unskilled labor shortage is so great in this country 
that in many instances it has become necessary to pay 
unskilled labor a higher wage than that paid to skilled 
labor. 


*“RECORDER” EUROPEAN TRAVELERS 
RETURN 


Everit B. Terhune and Arthur D. Anderson 
Arrive in New York Today 


New York, April 10—The “Recorder’s’’ European 
Trade Investigators, Everit B. Terhune and Arthur 
D. Anderson, arrived at Pier No. 57, North River, 
New York, today, April 10, on .the steamer, The 
France, after an eight weeks’ trip, during which they 
visited principal cities, including Paris and Berlin. 
The primary object of their tour was to represent 
40 American shoe and leather manufacturers at the. 
Lyons Fair. 


VERMONT MEETING APRIL 13-14 


Program Nearing Completion—Two “Big Days”’ 
Are Scheduled 


The Vermont Shoe Retailers’ Association meets at 
Burlington at the New Sherwood Hotel on Tuesday 
and Wednesday next, April 13-14. An interesting 
program has been prepared and a large attendance 
is anticipated. 

Many of the officers of the Massachusetts Retail 
Shoe Merchants’ Association plan to be in attendance. 
All New England roads should lead to Burlington on 
April 13-14. 


N. S. R. A. NEWS 


Secretary Commissioner Mirkil Confers with 
President Orr at Cincinnati 


Secretary-Commissioner Mirkil went to Cincinnati 
on Monday at the request of President Orr to con- 
fer on association matters and in preparation for a 
directors’ meeting to be held in the near future. 
Before returning to headquarters, Mr. Mirkil will 
visit Milwaukee to consult with Chairman Caspari 
and his committee on matters pertaining to the 1921 
National Convention to be held in that city. 


PROGRAM COMPLETED 


For Tanners’ Council Spring Meeting at Atlantic 
; City 
The Program Committee of the Tanners’ Council 
of the United States of America, H. I. Thayer and E. 
G. Howes, have made arrangements for the speaking 
program for the general meeting of the Tanners’ 
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Council at Atlantic City, May 6, 7. United States 
Senator Walter E. Edge of New Jersey, author of the 
Edge Finance Corporation Law, will deliver an address 
at the banquet on the evening of May 7 on the subject 
of financing foreign trade. For years before entering 
the Senate, Mr. Edge was a very well-known figure 
in the foreign trade field. 

Another prominent speaker selected for the banquet 
is Hon. Mark Sheldon, high commissioner for 
Australia, who will discuss the subject of transporta- 
tion. 

Meeting of Export Men 


A special meeting of the export men of the industry 
is also being arranged and will he in charge of 
C. Wilson McNeely of Philadelphia, acting Chairman 
of the Foreign Trade Committee. Among those who 
will take part in the discussions at this meeting are 
Dr. C. W. A. Veditz, formerly U. S. Commercial 
Attache at Paris; Mr. H. G. Brock, Assistant Director 
of the U. S. Bureau of Foreign and Domestic Com- 
merce, and Mr. H. C. Thomson of Boston, one of the 
leading authorities of the country on foreign trade- 
marks. 


ARMY AWARDS 
For Boots and Puttees Have Been Announced 


The Leather Rubber Goods Branch of the Army 
Quartermaster’s Department has announced the 
following boot and puttee awards: H. R. Hoskins Co., 
75 pairs officers’ boots at $20 each; Hanan & Son, 87 
pairs: at $22; Colt-Cromwell Co., 18 pairs of puttees 
at $11 each; Johnston & Murphy, 28 pairs of puttees 
at $8 per pair. 

On Officers’ Boots 


The Leather Rubber Goods Branch has announced 
the following awards for 160 pairs of officers’ boots; 
Hanan & Son, 61 pairs at $22; Nettleton Shoe Co., 39 
pairs at $20.50, and Pels Company, 20 pairs at $16.50 
and $22. 


“INCREASED PRODUCTION CONVENTION’”’ 


National Chamber of Commerce Eighth Annual 
Meeting, April 27-29 

Seeing in increased production a means of restoring 
normal prices and conditions, the Chamber of Com- 
merce of the United States will make its eighth annual 
meeting, to be held at Atlantic City from April 27 to 
29, an “Increased Production Convention.” 

This subject is considered of such importance that, 
in working out a program for the meeting, every topic 
will be considered from this viewpoint. Lack of pro- 
duction, it is pointed out, is.one of the chief causes of 
the high cost of living, which can not be reduced until 
more goods are put on the market. 
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RICE fixing by investigators so far seems to justify 
prices as fixed by shoe merchants. An investigator 
recently remarked that New. York prices looked 

reasonable. Out in Indiana, where they make literature 
and president’, they have decided that prices may be 
fixed on ‘‘necessary” shoes, but that it isn’t necessary to 
fix prices on luxury shoes, which things are about the 
same as has been done in all the States that have under- 
taken to fix prices. Every price fixing commission has 
so far as has been reported, approved of the mark-up of 
35 per cent on shoes, which is the traditional, commonly 
accepted and commonly practised mark-up of retail shoe 
merchandising. 


Rebuke from John Slater 


Fixing prices by investigation seems to be fading. 
The Lever Act may soon pass to among the Blue Laws. 
Government investigations go on, with no results yet 
in sight. 

John Slater, president of the New York Shoe 
Merchants’ Association, rebuked the New York 
Globe for publishing statements about shoes 
‘*which emanate from men ignorant of true facts.”’ 

Attorney-General Palmer, chief of price investigators, 
by authority of Congress, is now subject to charges by 
Representative Tinkham of Massachusetts of responsi- 
bility for the high prices of sugar. The game of inyesti- 
gating the investigators goes on. 


New York Prices Seem Low to Investigator 


New York, largest retail shoe market in the country, 
offers the greatest variety of styles and prices ever, 
ranging from $1.00 for “rejects” for export, to $45.00 for 
custom-made sandals, with a war tax of $3.50. 

To fix prices on such a variety is a problem. Mr. 
Slater, president of the shoe merchants’ association 
recommends a mark-up of from 21 to 35 per cent on 
necessary shoes, and a mark-up on luxury shoes according 
to the judgment of the merchant. Colonel Caffey has 
taken temporarily the place of Arthur Williams, as food 
administrator and price fixer. 

The “flying squad” of investigators, from the United 
States Department of Justice, was lately in the city. 
W. A. Riley, chief of the squad, remarked that ‘‘prices 
seemed lower in New York than in other cities.” Inci- 
dentally, New York investigators are looking up hotel 
and restaurant prices, particularly “three prunes for a 
dime.” That investigation will tickle the salesmen who 
go to the big city. 


Some Actual New York Prices 


Some New York prices of the week are these: 
Saks & Co. offered 4,986 pairs of women’s and 
misses’ pumps and oxfords, 30 different styles, of 


J udgment on Prices 


Fixing Prices by Investigators Seems to Be Fading 
While Fixing Prices by Competition Is Rising 








nut-brown calf, dark-brown kid, white kid and 
patent leather, at $9.45 a pair. 

Hanan offered plain patent leather pumps, with 
‘*baby Louis heels,” at $14.50. 

B. Altman & Co. offered men’s oxfords at $10.50. 

The Adler stores offer calfskin oxfords at $10.00. 

The Walk-Over stores offered plain pumps, of 
patent and dull calf leather, at $8.00. | 

One store offered hickory calf boots, with double 
soles, at $10.00, as an after-Easter bargain. It said 
that new supplies of these shoes would cost $16.00. 















Another store offered men’s brogue oxfords, of 
shell cordovan, tan grain, brown grain and black 
grain leather, at $12.00 and $12.50 a pair. 

These are prices as they are, made in free and 
open competition. 

And for a final price fixer, the New York Times sug- 
gests that people go barefooted. 










John Slater Harpooned This Story 


The New York Globe published a whale of a story 
about shoes, April 6. John Slater, president of the shoe 
merchants, harpooned it thus: 

The Editor of the Globe: 

Regarding your article by Arthur D. Howden 
Smith, published Monday, April 5, headlines: 

**BROKE $12.00 SHOE LIMIT PLEDGE.” 

**MAKERS AND DEALERS PROFITEERING— 
says the member of the War Industries Board.”’ 

It is unfortunate that men of the stamp that a 
member of the War Industries Board is supposed to 
be, or stand for, should make such a statement. 

As the war bread is to the bread we eat now and 
as the limit of sugar is to the quantity we use today 

—as the amount of butter prescribed during the 
war is to the free limit of its present use on our 
tables,— 

So was the $12.00 limit-priced shoe to the foot- 
wear sold today. 

No man has the right to make such a reflection on 
the shoe business as carried on today, who cannot 
prove his figures. The limit of style—the limit cost 
of labor—the limit of the quality of the leather was 
the same as the war bread is to the wheat bread now 
used on our tables. 

I might go into this matter more in detail, but 
it seems almost a waste of time to contradict state- 
ments which emanate from men ignorant of true 
facts. 

Everyone made sacrifices during the war and men 
gave up positions of great monetary value to accept 
meager pay from the Government. Business also 
made its sacrifices, and the shoe business was not 
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Judgment on Prices. 


Price Fixing and Style Fixing Failed 300 Years Ago. 


behind in offering all it could for the benefit of the 
people, and it is very bad taste to use as accusations 
what was prompted by pure patriotism. 
Yours respectfully, 
NEW YORK RETAIL SHOE DEALERS’ ASS’N, 
John Slater, Chairman. 


Competition is the Real Price Fixer 


Is the shoe going onto the other foot? That’s the 
practical problem of price fixing of today. It’s before 
every merchant in the country. 

Competition is coming along. . It’s more potent 
in fixing prices than any investigations of prices. 
A buyers’ market is rising, where once the sellers’ 
had everything their own way. The buyers all 
along the line have the time and the opportunity 
to pick and choose, and to demand the best value 
for their money. 

It may be that the buyer seeks finer shoes, and is will- 
ing to pay the price. Or it may be that the buyer seeks 
the medium or the low-price lines. He has opportunity 
these days to get that which he desires. The production 
of medium and low-price shoes is increasing. 

The keen merchants are looking for better values in 
footwear, whether they seek ‘Style all the while” or 
shoes as staple as bread and butter. 

The news of the week brings stories of the building 
and equipment of splendid stores in large cities, and, by 
contrast, the advertisement of a store that is “going to 
sell shoes right off the rack.’’ Incidentally, a big New 
England mill is buying staple shoes to stock the store 
for its 50,000 employes. 

Competition comes along, in the merchandising, as 
well as in the making of shoes. Yet there’s no need of 
alarm. The regular stores make their sure way along 
the paths of trade, even though there be bargain base- 
ments below them and bargain parlors above them. 


The Public’s Education 


“To educate the public” is a popular topic. Very 
good. It means ‘Getting More Shoes Sold Right.” 

There will be a chance to give the public in- 
formation, that will be appreciated, about shoes 
that fit right, both the feet and the style. The 
recent report of the U. S. surgeon general showed 
that more young men were rejected for Army 
service for foot troubles than for any other cause. 
And the discussions about styles of women’s shoes 
are a matter of common knowledge. How much 
better would be the shoe trade if all shoes were 
fitted right? 

There are 47 other points, besides the fit of shoes to 
the feet, about which the public could be instructed, 
to the mutual benefit of the shoe trade and the public. 


What of Footwear Education These Days? 


For instance, there are two familiar topics, the care of 
the feet and the care of shoes. 

Incidentally, some of the leading inantiante of the 
country are doing a considerable amount of advertising 
in this direction already. 

Also, there is an unlimited opportunity to educate 
the public in “the artistry of footwear.” 


Even Yarns May be Investigated 


“Cotton yarns are to be investigated,” says a des- 
patch from Washington. The Tilson resolution pro- 
viding for it states that prices are excessive. An in- 
vestigation along that line may reach to fabrics used in 
shoes. So much for the theoretical side. Now for the 
practical. A Philadelphia merchant bought some shoes 
the other day. To the order he added this, “‘I’ll pay 
ten cents a pair more for the shoes, if you will put the 
very best linings in them.”’ So there is, on one hand, 
the Government investigating high prices, and on the 
other hand the merchant offering high prices in order 
to get high-grade goods. 


The Tanner’s Story 


“I do not see how prices can be fixed,”’ exclaimed the 
tanner. “I bought some skins for $17, and was satis- 
fied. Later, the skins dropped to $14, and I was dis- 
couraged. Still later, the skins advanced to $20 and I 
was happy. Those prices were made in the markets of 
China. I do not see how the American price fixers can 
regulate them.” 


The First Price Fixers Failed 


The first experiment in price fixing in America was a 
failure. It was made by the Pilgrim Fathers, who 
landed 300 years ago this year. They experimented in 
their usual thorough fashion. They fixed price of 
apparel and of labor, too. They also regulated styles. 
They punished one tanner, not because he was guilty, 
but just as a warning to others. 

The 300th anniversary of the landing of the Pilgrim 
Fathers will be celebrated this year. It would be worth 
while if the story of their experiment with price fixing 
were told again, as an example for price fixers and 
merchants of these days. 


Taxation Is More Costly Than Profiteering - 


Taxation is one cause of high prices. A writer in 
the ‘*Recorder,”’ April 3, estimated that taxes add 
30 per cent to the prices of shoes. There’s no need 
of the shoe trade undertaking to educate the 
public about taxes. The politicians will attend 


to the matter when the campaign opens next 


Fall. 
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Manager Endorses Commission Plan 


Has Increased Net Profits and Has Built Up Efficient Sales Force, 
Says Harrisburg Man 


By JAMES A. CRAWFORD 


PROPOS of the discussion as to the best method 
A of compensating the retail salesman, there has 
come to the office of the ““Recorder”’ a copy of 
an interesting letter from James A. Crawford, manager 
of the C. & B. Rodney store in Harrisburg, Pa., toC. J. 
Mensch, president of the Pennsylvania Shoe Re- 
tailers’ Association. The writer unqualifiedly endorses 
the commission method of compensation, saying: 
“First, as manager of the store, I receive a liberal 
weekly salary for my services. In addition to this, 
at inventory period I receive 


5% Per Cent for Salesforce 


‘*As to the retail salespeople under my charge, our 
method of handling them is this: 

“First we pay each a liberal salary weekly. Let 
me say here also that we consider cheap salespeople 
the most expensive in the end. We put each sales- 
woman on a commission basis, allowing her 514 per 
cent of her sales. 

“Clerk B, for instance, receives a weekly salary of 
$25. Suppose she sold the first week of the month 
$600, and in the second week 
only $400, at 54% per cent 





business over the previous 
period or year. This pre- 
vents me from ever losing 
sight of the fact that the more 
business I do, the more 
money I make. At the same 
time it compels me to adopt 
and maintain the very best 
policies in order that I may 
make that wanted growth. 
As an illustration, in the year 
1918 we did a $50,000 busi- 
ness and in the year 1919 we 
did a $75,000 business. This 
was an increase of $25,000, on 
which I received 2 per cent, 
or in round figures, $500. 


Five Per’ Cent of Net 
Profits 


“Second, at the end of 








Coco Brown Russia Women’s Oxford, Full 
Wing Tip and Perforations, Pinked and 
Imitation Foxing Around Heel, 34-inch 
Vamp, 134 inch Heel. 

& Co., New York. 


commission she would have 
made the first week $33; in 
the second week she would 
have “earned actually only 
$22, though she would have 
drawn the usual $25 that 
week. We do not pay these 
commissions weekly. We pay 
them at the end of each month. 
The sales for the month are 
totaled, figured on 51% per 
cent commission and from 
that is deducted the money 
they have drawn weekly dur- 
ing that month. The differ- 
ence is paid them. 

“Suppose in some poor 
month of the year their sales 
did not equal, at 5% per 
cent, the money they had 
drawn. In _ such _ instance 


Presented by Saks 








each period I receive, in ad- 
dition to the above, 5 per cent 
of the net profits of the business. This serves, as you 
can see, to help me keep profits in mind while I am 
stimulating growth, and to keep down operating ex- 
penses as far as possible. 

“You can see wherein the method above mentioned 
serves a two-fold purpose. First, it gives me an in- 
centive to do business and make a profit; second, it 
causes me to keep in mind all the while the years to 
come, and the future of our business. 

“It causes me as manager of the store to see that 
every customer receives proper attention and service; 
to see to it that everyone leaves the store in a frame of 


‘mind that will cause them to return again for more 


: shoes. 


that deficit is charged against 
the following month. 

“You can readily see under the above plan that 
each person at all times has an incentive to do busi- 
ness, and an incentive also to serve every customer in 
the very best possible way, it being to their own per- 
sonal interest, as well as that of the customer. 

“If the customers are satisfied with the services they 
render them, those very customers are sure to make 
other customers for that salesperson, and it is readily 
seen that by good service on the part of the sales 
people, they can develop in reality a business of their 
own in our establishment. 

“You can readily see that this arrangement en- 
ables us to do business at less cost— increases our gross 
volume and profits and works to the advantage of all.” 
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Attributes Retail Success to Bonus System 


You Must Have Good Shoes But You Must Also Give Your 
Salespeople an Incentive to Sell Them 


By C. B. RODNEY 


mately the retail business of this country will 
be run on a co-operative basis, and I have 
adopted it in my business. 

The success of my little store in the alley is not due 
to the fact that I just happened to rent the place, nor 
is it due to the fact that I put Herman’s Army shoes 
in the store, nor to the fact that I am any more of a 
genius than any other person. 

I consider it due to one fact—that I have succeeded 
in interesting in the business the man in charge of the 
store and the salesmen. 


l HAVE believed for a long time that ulti- 


Based on the 5% per cent which we pay him, he 
would make $22, so he had a deficit that week of $23 
against the salary of $25. We figure those com- 
missions by the month and at the end of the month 
the salary is totaled. They are figured on a basis of 
51% per cent, and from that we deduct the $25 a week 
that he has drawn through the month, whether it is 
four weeks or five weeks. 

We don’t believe in cheap salesmen. We think 
that the cheapest salesmen are the most expensive in 
the end. I insist on having intelligent people, people 

who are sure to render 
service. 





They are genuinely in- 
terested in the growth of 


In paying them this 


the business and in the 
profits of the business. 


Manager Gets Two Per 
Cent on Gross 


I have recently opened 
another store across the 
street and operate both 
stores on the same basis. 
Also, by the way, I have 
another store down in 
the country in a small 
town, a general store. 
They are all run on the 


The Author’s Credentials 


If you cross the street from the Penn- 
Harris Hotel in Harrisburg, Pa., turn 
down the first alley until you come 
to the jail wall and then follow this wall 
to the next alley; you will find, if you look 
sharp, a shoe store which accommodates 
12 customers. In 1918, in its fourth 
year, this store earned net profits of 
$7,900 for its owner and founder—C. B. 
Rodney, a traveling salesman. The arti- 
cle on this page was taken from an address 
which he made before the convention of 
the Pennsylvania Shoe Retailers’ Asso- 


commission they have 
an incentive to do busi- 
ness. They have an in- 
terest in waiting on each 
customer individually 
and giving their very 
best attention and service. 
I have found that it has 
worked wonders in my 
business. 





Leather Lists 


Surplus Property Divi- 
sion Working on De- 


same general basis. 
I give the managers 


ciation. 





tails of No. 5 








two per cent of the 

growth of their business. 

For instance, if, they sold $50,000 worth last year 
and this year they sell $75,000 worth, I will pay them 
two per cent on $25,000 gross. 

But we must give the manager an interest in some 
phase other than the mere growth of the business. 
He must have the interest of that business at heart, 
future as well as present, profits as well as sales; so 
at the end of the year I pay him 5 per cent of the net 
earnings of the business. 


Salesmen Get 5% Per Cent 


Our salesmen are on a weekly drawing account or 
salary. We will say we pay Clerk B $25 a week. Well, 
say the first week of the month he sells $600. Then he 
has made that week $33, but he doesn’t draw it. He 
gets the $25. Now next week it is possible that sales 
drop off. We will say that week he only sells $400. 


The Surplus Property 
Division is working out 
details for the publication of Leather List No. 5, which 
will contain another large quantity of surplus leather 
goods held by the War Department. Leather List 
No. 4 will be opened on April 30. 





Display Men’s Convention 
Annual Event to Be Held at Detroit, July 12-15 


The Twenty-third Annual Convention of the 
International Association of Display Men will be held 
at the Arcadia, Detroit, July 12, 13, 14, 15. Demon- 
stration competitions will take place, including dis- 
plays in a unit arrangement for women’s shoes; also 
for hosiery and for men’s shoes. 

Charles F. Wendel of the J. L. Hudson Company, 
Detroit, Mich., is chairman of the Program Com- 
mittee. 
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How Can We Decrease the Refunds? 


Keep Complete Stocks and Educate Salespeople and Your Customers, 
Says Minneapolis Merchant 


By HERBERT BARLASS 


N exchange or a refund on a pair of shoes has 
A always been the shoeman’s bugaboo. The 
clerk spends thirty to forty minutes fitting a 
customer and a few days later she enters the store and 
has to be waited on all over again. The exchange 
generally comes at the busy time of day when the 
services of all your help are needed. Maybe someone 
leaves without being waited on. This adds more cost 
to the expense of making the sale. 
A few years ago it was considered quite the proper 
thing by customers of various stores to buy in a hap- 
hazard way and after 


returns and more exchanges than a _ complete 
stock. 

The salespeople will do their best to -hold the cus- 
tomers of the store by trying to sel) them a black shoe 
when it is a brown that is wanted. This is good sales- 
manship, you may say, but many times the customers 
regret their purchase after the influence of the sales- 
man’s argument has worn off and find they can get 
what they want at another store. . 

Second, the lack of education of salespeople. Too 
many salespeople do not take the necessary time to 
make a sale. They do 
not try to fit the custom- 





keeping the merchandise 
a few days, to return it 
for credit or exchange. 


Exceptions to War 
Ruling 


During the war a rul- 
ing was made by the 
War Board that three 
days was the time limit 
that merchandise could 
be kept, if a customer 
wished credit or ex- 
change. 

Many merchants 
thought it would be im- 
possible to enforce a rule 
of this kind and no doubt 
many exceptions were 
made, but it helped and, 





ORT of strange to find a retail shoe 
merchant taking the side of the 
customer, isn’t it? 

when the question up for discussion is 
refunds and exchanges. Now. Herbert 
Barlass, a successful Minneapolis mer- 
chant, does not wholly exonerate the 
men and women who bring shoes back 
but he does believe that such happenings 
could be largely prevented if retail sales- 
people were educated to fit the customer’s 
mind as well as his feet. This article was onkt. 
taken from an address he made on _ the! 
subject before the convention of the Iowa 

Retail Shoe Dealers’ Association. 


er’s mind as well as 
the foot. It is easy to 
say to a women who is 
trying io make up her 
mind, “Oh, take both 
pairs-out and if you 
don’t like them when 
you get home, send 
them back.” Invariably 
they come back. Here 
is a chance for more 
education. School your 
salespeople to sell 
shoes that will stay 
Have them fit 
the customer properly 
with a shoe suited to 
their individual needs. 


Particularly 





Good and Poor Sales- 





after advertising in 
various ways, people 
were educated to this method of doing business. 

I, for one, feel that the effect of this war time ruling 
is still with us, and should be followed up. Maybe not 
by a limit of three days. That is the individual mer- 
chant’s problem, but we have seen that people can be 
educated to stop a practice or a habit and that is 
what it was in the case of a great many people. They 
have been spoiled by a too easy policy, which worked 
a hardship on the shoe merchant. 


The Reasons for Returns 


We can classify in three groups the cause of the 
largest number of returns: 

First, an incomplete stock that is not well assorted 
or is short of a certain wanted style will have more 


manship 


Good salespeople have fewer refunds and exchanges 
than poor ones. I presume you watch that. We have 
a tabulated card every month of the returns and 
sales of each individual salesperson. If they have 
sold $2,000 in a month and have had $500 returns 
they are costing us a lot of money. They are costing 
us more money than the one who has soid only $1,500 
and had $100 returns. 

Third, the customer who never buys shoes in the 
store but has two or three pairs sent home. A 
little friendly talk as to why it would be better 
for her to come to the store and be fitted where 
she would be able to try on various styles 
would eliminate a great many troublesome cases of 
this kind. 
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Easter sales were good. There were more people 
well dressed, from shoes to hats, this Easter time than 
ever before. Reports from all big cities commonly 
tell of the big sales of finer apparel. 

The Boardwalk Promenade at Atlantic City was 
dampened by the rain. So the hotel corridors were 
turned into a ‘Peacock Promenade.” Many gorgeous 
costumes were worn with luxury shoes by the lovers 
of the luxurious. 

Foreign fashions are appearing. Many merchants 
are endeavoring to Americanize them. The English, the 
Scotch and the French styles are here. Egyptian 
influences are mentioned in the New York trade. Lines 
of women’s apparel are slim and graceful. Some call 
the strap slippers and sandals Egyptian effects. Others 
call them French styles. 

Low-cut shoes blossomed in splendid array in the 
Easter parades. Low cuts are selling everywhere, for 
men, women and children, pumps, ties, and oxfords; 
some pumps with buckles, many with straps, some with 
ornamental buttons and some perfectly plain. 

Baby Louis heels have reappeared in New York 
city stores. They’re youthful, they say, so are short 
skirts. The prediction is that low cuts will sell until 
late into the Fall, and perchance right through the 
Winter. 


Novelty Effects for Spring 


Novelty effects, as bright and as varied as the 
Springtime, appeared in the Easter parades. There 
were navy blue shoes, of kid and of satin, some worn 
with the very fashionable navy blue gowns and suits— 
and blue stockings, too. Metallic lustre shoes, the 
bronzes, and shoes with metal trimmings, like buckles, 





a : 


White Shoes, Sport Shoes and Other “Style All the While’’ Lines 


were worn with flesh effect stockings by, those who go 
in for extreme effects. 

White shoes are fashion favorites: every time the 
warm weather comes along. White buck, white kid and 
white fabric shoes are selling, and sales of them will 
steadily increase until after the Fourth of July. 

Sport shoes are of many patterns, and prices, too, 
ranging from the sneakers at $1.50, or thereabouts, to 
the custom-order country-club shoes at $25 and $30 a 
pair. Sales of them will surge ahead, as interest rises 
in the sports. 

Sport stockings, of wool for the real sports and 
of silk for piazza sports, are of white and fashionable 
colors, and are priced at from $5 to $15. 

“Daylight saving stockings’ with clock effects, 
novelty drop-stitch stockings, and changeable-hued 
stockings mingling the blues and the greens, are also 
to be seen. 

Morning shoes, or shoes for morning shopping, are 
among the New York novelties. They are low pumps, 
oxfords or ties, with the baby Louis heels, of fine black 
kid or calf leathers. : 


Modish Men’s Models 


Men’s fine shoes show a tendency to’ the lighter | 
shades. Brogue shoes are selling, after Easter, for the } 
country club, and even for business wear. “In the 
Springtime, the young man’s fancy lightly turns to 
thoughts of shoes.’”” That’s encouraging. A while ago, 
all the young men were thinking of war. Many were 
fighting and wearing Army shoes. Now they are 
home, and many of them are buying the classiest shoes 
they can get, on the custom lasts. 1 








Leather Sales 


Surplus Property Division Announce Same for 
April 30 


The Director of Sales announces that the Surplus 
Property Division, Office of the Quartermaster 
General of the Army, is offering for sale on Leather 
and Harness List No. 4, approximately $5,000,000 
worth of leather, bids for which will be received until 
3 o'clock April 30. 


On bids amounting to $1,000 or less, no deposit is 
required and offers may be submitted by letter or 
telegram to the ‘‘Zone Supply Officer” at the nearest 
address given in the appended list. Offers amounting 
to more than $1,000, however, must be accompanied 
by a certified check or other government approved 
security amounting to 10 per cent of the total bid. 
Bidders whe desire to do a continuous business with 


the Surplus Property Division may arrange for @ 
term guarantee in the sum of $25,000. 

Included in the articles offered for sale are: 84,29014. 
square feet of russet finished calfskin. 


Zone Supply Offices 


Army Supply Base, Boston, Mass.; 461 8th Avenue, 
New York City; 21st Street and Oregon Avenue,. 
Philadelphia, Pa.; Coca Cola Building, Baltimore. 
Md.; Transportation Building, Atlanta, Ga.; Army: 
Building, 15th and Dodge Streets, Omaha, Neb.; Ft.. 
Mason, San Francisco, Calif.; 17th and F Streets, 
N. W., Washington, D. C.; Newport News, Va.; 
Jeffersonville, Ind.; 1819 West 39th Street, Chicago,. 
Ill.; 2nd and Arsenal Streets, St. Louis, Mo.; Audubom 
Building, New Orleans, La.; San Antonio, Texas; New 
Cumberland, Pa.; Columbus, Ohio, and Schenectady, 
N. Y. 
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The Next Step----“ A ffiliate” or “Federate?” 


Perhaps One Form Could Be Used for Locals and the Other for State 
and National Associations 


urging for a working connection between 

associations of retail shoe merchants and their 
fellow merchants handling other lines of goods. There 
have been no voices raised in opposition. The matter 
was interestingly discussed in the ‘Recorder’ of 
March 27 (page 48 and following). Mr. Geuting and 
Mr. Hagan expressed a preference for “affiliation” 
rather than ‘‘amalgamation” or “‘federation.”’ 


fee has been an entire agreement with our 


Favors Close Federation 

H. C. McLaughlin of the Potter Shoe Company, 
Cincinnati, takes strong grounds in favor of a federa- 
tion. We quote from his letter: 

‘Federale for the common good; to put an end in a 
common campaign to abuses now rampant; nip 
hostile legislation in the bud; federaie in the strongest 
way. Use the strongest work, and the strongest 
means, because there is nothing gained by being half- 
way on anything. Be at one of the two extremes—do 
il, or don’t attempt it. Never—and especially at this 
dangerous time—map out a “between course.” It 
leads nowhere, but ends in a cul-de-sac. Federation 
presents the strongest and most formidable front. 
Washington, especially now in this politics-playing 
farce, will listen to nothing except a federation, be- 
cause it sounds like business, and will get results. 
Associations are usually timid, but federations take 
strength, if in no other way, from their mere bulk 

“Committees? No. Joint conventions? No. 
Limited number of delegates? Yes. Better still, 
strong federation, and a tight one. Master associa- 
tion or federation should have its own officers, from 
among its members, and its own purposes. It will 
bring to a working point all the force and effect of each 
organization, plus its. enormous size and ‘weight,’ 
which is another word for votes. 

“Allied lines should come first; they have a closer 


relationship.” 


The Size of Conventions 

We have the following from R. W. Sturgeon, secre- 
tary-treasurer of the Elwell Field Shoe Company of 
Des Moines: 

“After reading the article mentioned will say that 
the most consistent plan of working in connection with 
other associations would be by committees appointed 
from different associations interested, to meet and 
take up matters of mutual interest. These commit- 
tees should be from wearing apparel and dry goods 
and lines of that character. 


“To hold joint convention of these different lines 
would be to just increase the size, and the convention 
of the national shoe dealers is now getting so large 
that it is hard to get a suitable place to hold their 
convention.” 

For Local Association 


A letter from George A. Volk of Volk Bros. Com- 
pany of Dallas, Texas, looks more particularly toward 
a working connection between local associations in 
the same town, a most useful idea. He says: 

“It has been suggested and advocated by quite a 
number of our associate members to amalgamate or 
meet with the department stores and clothing men at 
their meetings, as our interests are identical. We 
have never done anything in the matter, but it seems 
to me that we could have closer connection, and the 
word ‘affiliate’ would, to my mind, be the word to use. 

“We could still retain our individuality, but have 
joint meetings with the clothing and dry goods men— 
say once in every 30 days. I think that the clothing 
and dry goods would be all that we would be inter- 
ested in, and not the other lines—hats, neckwear, and 
so on. I feel satisfied that the majority of the larger 
and more progressive merchants handling footwear 
will agree with me on this point.” 


Practical Details Important 


T. C. Mirkil, secretary-commissioner of the 
National Shoe Retailers’ Association, writes in part as 
follows: 

“The suggestion contained in “The Next Step 
Forward’ is in my opinion indeed a progressive one 
in its general principles. 

“There is no doubt about it, a working connection 
between the National Associations where there may 
be a common interest would redound to the benefit of 
all branches of business thus represented. The big 
question, however, in my judgment is how such a 
working connection could practically be brought about. 

“If no better purpose would be served than to put 
a stop to the dragging of one branch of the retail 
merchandising like a red herring across the trail, such 
a working connection would be worth while. Frankly, 
I doubt if anything stronger than a clearing-house 
committee would be practicable. I take it that you 
have in mind an organization representative of the 
retail business of the country solely, 

“If such a working connection would have the best 
results, my opinion is it should take in all kinds of 


- 
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retail enterprises and not stop at lines dealing in 
articles of wear, though these might come first.”’ 


Alliance of Retail Interests 


C. J. Mensch of Pittsburg, president of the Pennsyl- 
vania Shoe Retailers’ Association, was already on 
record. Hesays: 

“First, let me quote one paragraph from my report 
as president of the Pennsylvania Shoe Retailers’ 
Association, presented at the State Convention: 

** ‘Recognizing many merchandising prob- 
lems that are common in all retail trade, I 
recommend to the Resolutions Committee a 
careful consideration for a closer relation with 
our Retail Trade Associations, and report their 
conclusion to this convention.’ 

“T am a firm believer that the time has come when 
all National Associations representing the merchan- 
dising interests of this country should be allied. This 
relation should be between National Associations 
representing shoes, clothing, dry goods, hats, neck- 
wear, etc., or any other associations representing 
ready-to-wear merchandise for. men, women and 


children.” 


The Massachusetts Merchants’ 
Association 


Entertains Boston Retail Salesmen, April 14— 
Election of Officers 


The Massachusetts Retail Shoe Merchants’ As- 
sociation will entertain the members of the Boston 
Retail Shoe Salesmen’s Association on Wednesday, 
April 14, at a banquet at the City Club, Boston. The 
purpose of this meeting is to bring about a better 
personal acquaintance between the members of the 
two associations who have so well co-operated with 
each other in good service to the public. Just before 
the United States entered the great war, a similar 
meeting was held, and the idea is now to make this 
joint meeting an annual affair. 

In the absence in Europe of the president of the 
association, Hollis B. Scates, the vice-president, 
Henry E. Hagan, will preside. A very fine program 
has been arranged by the chairman of the committee 
on arrangements, Irving B. Howe. Among the other 
speakers will be Harold Whitehead, professor of 
sales relations, College of Business Administration, 
Boston University. Everit B. Terhune, treasurer and 
manager of the ‘““Boot and Shoe Recorder,” and Arthur 
D. Anderson, who have today returned from Europe, 
have been invited as special guests to address the 
meeting on European conditions. 


J. J. Buckley Nominated for President 


At this meeting the annual election of officers will 
be held. J. J. Buckley, New England district man- 
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ager of the Regal Shoe Company, Boston, has re- 
ceived the nomination for the presidency of. the 
Massachusetts Retail Shoe Merchants’ Association. 
There is absolutely no opposition, and in fact Mr. Buck- 
ley was urged most strongly to be a candidate for the 
presidency. Although an exceedingly busy man, his 
intense loyalty to the association has prompted him to 


J. J. BUCKLEY 


The Next President of the Massachusetts 
Retail Shoe Merchants’ Association 


accept the nomination and there is no question but 
what he will be the next president of the Massa- 
chusetts Retail Shoe Merchants’ Association. 


He Wears Spats 


Footwear Throws Its Hat Into the Ring, Meta- 
phorically Speaking 


“He wears spats.” That’s what they’ve got against 
one candidate for presidential honors. Never mind 
which one. Let the spat go on. It’s the debut of 
footwear in the political arena. Rejoiced are the 
makers and the sellers of spats. They may rally to 
the aid of the candidate. His wearing of spats shows 
to them that he is a sensible, well-dressed gentleman. 
By all means, let the shoe trade follow up its op- 
portunity. Get the stump speakers praising the 
shoes that their candidates wear. Let them “‘holler’’: 
“Fellow citizens, vote for my man—he wears 
patent leathers,” or ‘Fellow citizens—cast your 
ballot for our favorite candidate, who wears brogue 
oxfords.”’ 

It certainly would be more cheering than the charges 
of profiteering. 























48 BOOT AND SHOE RECORDER 








April 10, 1920 


Getting Business Under Bad Conditions 


Apparently Everything Was Against This Merchant When He Began, 
But He Won Out 


By CLYDE EMERICK 


MONG the successful shoe merchants of the 

country must be counted Clyde Eimerick of 

Beaver Falls, Pa. Starting with a poor loca- 
tion and no previous experience, he and his partner 
have built up a thriving business in a comparatively 
small town which might reasonably be expected to 
send much of its high-class retail trade to Pittsburgh, 
about twenty miles distant. Mr. Emerick ‘told the 
delegates to the convention of the Pennsylvania Shoe 
Retailers’ Association how he did it. In part his ad- 
dress was as follows: 


Company, Boston, Mass., not even knowing that 
Walk-Overs were made by the George E. Keith Com- 
pany, Campello, Mass., although some kind friend 
told us our mistake before the letter was mailed. In 
response to our letter applying for the line a Keith 
representative called on us. 

“He found Mr. Dunkerly, now my partner, con- 
ducting a grocery store, and your humble servant em- 
ployed in a furniture store, where I had been for ten 
years. He enjoyed a good laugh, telling me they had 
two others with shoe ex- 
perience who wanted the 





“T think it will be of 
interest to you men to 
relate in a few words 
how I became engaged 
in the shoe business, 
after which I will tell 
you how we got the busi- 
ness. I venture to say 
that no other man within 
the hearing of my voice 
started in the shoe busi- 
ness with the same ob- 
stacles confronting him. 

“A very dear friend of 
mine, about six years 
ago, was in one of our 
town’s stores being 
fitted with a pair of 


tickets. 





The Measure of Success 


When they started neither knew calf- 
skin from kid. Carton labels were ex- 
actly as intelligible as Chinese laundry 
Their location was plain rotten. 
They didn’t even have a front door. 
They had to borrow money to pay for , 
their first lot of shoes. fe se * 
In 1920 they bought a $40,000 building aeak 
and still have some money left. And this | 
happened in a town of 14,000 where there 
were eleven other stores carrying shoes, 
eight of them exclusively. 


line. However, he stated 
he liked our nerve and 
further that we could 
have it. 

“We borrowed — re- 
member I said BOR- 
ROWED —the money 
and bought the line, or 
rather he, the salesman, 
That was in 1914. 


shoe until we unpacked 


Some Location! 


The only room avail- 
able then was a _ hole 
in a wall, 14 by 40 








shoes, when a young chap 

breezed in and asked 

the salesman for a pair of Walk-Over shoes. He was 
informed that they had no Walk-Overs and had not 
had any for some time. The young man asked where 
the nearest store was which carried them, and was 
informed that Rochester, Pa., some three or four miles 
away was the nearest place. He looked at his watch 
and found he had fifteen minutes to get there. He 
dashed out of the door bound for Rochester. 


The Start of the Idea 


‘This incident caused my friend to reflect that if the 
people liked Walk-Overs as well as that, a store of this 
kind would certainly pay in our town. When he dis- 
cussed the matter with me, I was sold at once, though 
neither of us knew a calfskin shoe from a kidskin. 
We both lacked shoe experience but possessed lots of 


nerve. 
“We addressed a letter to the Walk-Over Shoe | 


feet, with a_ stairway 
going down to a base- 
ment separating our display windows from the public. 
An iron railing also surrounded the opening, making 
our windows about five feet from the railing, and 
leaving us with only a side entrance, as the building 
had no front entrance. Furthermore, you had to en- 
ter the lobby of a theater in order to visit our store. 

“This location had neither cellar nor stock room, 
and we had no shoe experience, remember that. 
However, we soon got a lot of it. 

“Near our opening date we decided to engage the 
services of an experienced shoe man. He and myself 
were the store force. Of course, for those big six, 
eight and ten dollar days, that was sufficient to handle 
the trade. 

Business Starts to Grow 

“As time passed on, we needed another salesman 
for Saturdays, as my partner, being in the grocery 
business, was also busy on that day. Once I remarked 
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to my partner early in our new business ad- 
venture: 

“**T’ll go down and deliver the groceries in the fore- 
noon, if you will come up and assist me in the after- 
noon,’ which we did. 

“This, however, only lasted. about six months. I 
shall never forget our first day in business. While our 
force (I mean the other fellow) was out for lunch, I 
hoped and I prayed that no one would come in during 
his absence, as the shoe boxes in many ways re- 
sembled a Chinese laundry check to me in those days. 


Novel Store Arrangement 


“Getting back to earth and telling how we got 
volume, or, as I put it, business at all, I made up my 
mind that I was going to do everything just a little 
different from my worthy neighbors. We used the 
light green reed chairs with large arms, several six- 
foot palms set well around and also small ferns on the 
top of the shelving, which were nineteen cartons high, 
single ones and no ledge. We had the floor stained, 
and many other things, which made it the most at- 
tractive little store in the State. 

“The next problem was getting the people in our 
store, and this, gentlemen, caused me a series of lost 
slumbers. 

‘First, we advertised in the local newspapers. I 
bought fans, decent fans, and placed them in churches 
and lodge rooms. “I also put blotters in the business 
offices and the post office, and, in fact, in all places 
where the public gathered and still do this. I then 
mailed out small catalogs to a selected mailing list. 
I make it a rule to present every child with a small 
gift of some character, be it nothing more than a ruler. 


Used Foot-Measuring System 


“Second, pleasant salespeople are classed among 
the assets of a successful shoe store. If you had a sales- 
person going around with the air of a grouch, with 
lack of personality and initiative, you would get rid 
of that individual immediately. We installed the 
footograph system of measuring. I consider this 
worth many times its cost, as it puts your store in a 
different sphere than the ordinary shoe store. We 
have people come in who tell us they were told by their 
friends to come to our store, that we took the length 
and width of the foot, thereby insuring a perfect 
fitting shoe. We measure every foot we fit. 

“About December 19 we put our extra help on a 
straight commission basis. The result is that they are 
constantly talking our shoes to their friends, thereby 
bringing a lot of new customers to our shop. We 
carry foot appliances. and fit them or we don’t sell 
them. They have given our store a great lift, for we 
have relieved a great many cases, and in the majority 
of instances it means the sale of another pair of 
shoes. 
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Customer Got What He Wanted 


“Third, if a customer asked for something we did 
not have, I always made it a point to get that particu- 
lar article. 

“Fourth, we tried to be modern in every respect, 
in all conditions and especially in new creations. 
You don’t have to buy sixty pairs of these new styles. 
Buy a few pair out of stock and then re-order if they 
move fast. If not, clean them out at a price. 

“Fifth, when a shoe had moved down to a half 
dozen pair or so, or even if there are more of a style 
which didn’t sell at the beginning, we placed these in 
a certain section and put liberal P. M.’s on them. I 
go as high as $1.00 but mostly 25 cents and 50 cents. 
Every February and August we have a big dollar-day 
sale. We used to sell odds and ends at $1.00 per pair, 
but not of late. Later, we introduced them at $1.00 
per foot. During the last dollar-day sale in our con- 


_cern, we made a flat price of $5.85 on every shoe in 


this particular section, and a dollar off the regular 
price on any shoe in the house. Those sales were 
entered into by the merchants of various mercantile 
houses. If you do not have a plan similar to the one I 
have just related, my advice to you is to get busy and 
start one. We contribute $2.50 to $10.00 each, de- 
pending greatly upon the size of the store one con- 
ducts. This fund is appropriated for advertising, 
posters and publicity. 


Greeting a Customer 


“Sixth, always smile and look pleasant when a cus- 
tomer makes a complaint. A good merchant is too 
shrewd to show his lack of diplomacy and do other- 
wise. See that you satisfy them and then charge it to 
your advertising. It is your cheapest advertising 
medium. 

“‘Here’s the way our business record looks: 


‘1914, the first year, we lost money. 

‘1915, we showed an increase in business of 50 6-10 
per cent over 1914. 

“1916, we showed an increase in business of 37 2-10 
per cent over 1915. 

“1917, we showed an increase in business of 1614 per 
cent over 1916. 

‘1918, we showed an increase in business of 7 7-10 
per cent over 1917. 

**1919, we showed an increase in business of 36 1-10 
per cent over 1918. 

**1919, we showed an increase in business of 254 7-10 
per cent over 1914. 

“This was done in atown of 14,000 people with eight 
exclusive shoe stores and three others handling shoes. 


“In closing, I might add that we have just pur- 
chased a $40,000 building in Beaver Falls, which we 
will occupy next year and then we hope to have a real 
shop and also a real front door.”’ 





——_ 
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Mr. Kreider Speaks of Prices 


Tells Congress of Costs of Making and Distribut- 
ing Shoes 

The Kreider Bill, providing for a monthly report on 
supplies of hides, skins and leather, by the U. S. 
Census Bureau, has been reported on favorably, 
with amendment, to Congress by the House Com- 
mittee on the Census. 

Mr. - Kreider, an ex-president of the National 
Association of Boot and Shoe Manufacturers, 
appeared in favor of the bill. 

Mr. Kreider told the committee that reports from 
shoe manufacturers as to their monthly output 
would mean very little and would have no particular 
influence on the market. The selling cost of shoes, 
he said, is based almost entirely on the cost of pro- 
duction, and this, again, is based on the prices of hides 
and leather. 

“The average shoe retailer,” he said, “makes a 
turn-over of his stock every three or four months, 
but makes only a small profit on the shoes sold to the 
masses.” He added that the cost of doing a retail 
shoe business in a department store was from 24 to 
26 per cent, and in the average retail shoe store about 
28 per cent, with chain stores correspondingly lower. 

Suggestions were made by members of the com- 
mittee that shoe manufacturers should be required 
to stamp on each pair of shoes put out the cost of 
manufacture. Mr. Kreider said he thought this 
would seriously embarrass many retailers,.as the 
average shoe manufacturer made from 25 cents to 
60 cents on each pair of shoes put out. Back in 1916, 
he said, the manufacturer’s profit was about six cents. 


Manufacturing Costs Cited 

Testifying as to the cost of manufacturing a 
pair of shoes which the maker sells for $10, Mr. 
Kreider said it ran somewhat as follows: Upper 
leather, $4; sole leather and heel, $1.25; linings 
and findings, 50 cents; labor, anywhere from 
75 cents to $1.50. Then he pointed out also the 
selling, overhead and general expense. 

One of the committee members asked the 
witness if he did not think the prices of shoes 


were exorbitantly high. He replied that prices . 


had reached an ‘‘abnorma!l level,’’ but he was of 
the opinion that the peak had been reached, and 
added that he was advising his retail customers 
not to speculate. 

Mr. Kreider attributed the high price of shoes 
chiefly to the state of the hide and leather market. 





Don’t Mislead the Public 


Some merchants, for personal or other reasons, 
are at fault for stirring up criticism of high cost 
goods. For example, certain advertisements have 
been running in Boston daily newspapers from which 
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the inference may be gained that anyone purchasing 
shoes at retail at less than $20 is wasting money. It 
could be inferred from the advertising in question that 
$12 shoes were valueless. The following is taken 
from the announcement to the public of one promi- 
nent retail shoe merchant: 

Shoe Mathematics 

The man bought a pair of shoes. He paid $12 for them. 
They seemed to melt away on his feet like Spring snow. 
Soon he needed another pair. Another $12. Same thing. 
H. C. L. with a vengeance. The man came into our store and 
paid $20 for a pair of shoes. He was now thinking of the 
shoes, not what they cost. Leather, workmanship, style, 
wear—long, long wear. He is one of our regular customers. 
He has figured it out. Have you? 

We believe that this kind of advertising is harmful. 
It is very probable that this merchant and others 
have first-class shoes for sale for $20 or more per pair, 
but it is not in keeping with the facts that good shoes 
cannot be obtained at lower prices. Responsible re- 
tail merchants are advertising shoes at retail at from 
$8 to $12, which are well made, modish and durable. 

It is probably good business for the merchant to 
advertise his shoes for what he thinks they are worth, 
but that does not warrant his gratuitously casting an 
aspersion upon other products, and especially when 
what he says is not in keeping with the facts. The 
public is entitled to a square deal and so is the shoe 


trade. 





Plant Extension 


Marks 35th Anniversary of Lewis A. Crossett 
Company 

The Lewis A. Crossett Company is erecting at 
North Abington an administration building and 
garage for the extension of its plant. The erection of 
this building marks the 35th anniversary of the 
activities of the company at North Abington. 

The building will be a two-story and basement 
building, 100 feet long by 50 feet wide, constructed 
of reinforced concrete. It is expected that the 
building will be completed in September. 

This company was founded by Lewis A. Crossett in 
1885. The original factory made men’s shoes, but in 
1917 women’s shoes were added. With the modern 
plant erected in Augusta, Maine, in the Fall of 1915, 
the combined capacity of the plants of the company 
is 10,000 pairs daily. 


» 
, 


“Broken-in Shoes for Boys’’ 
Offered by Franklin Simon & Co., New York 


Franklin Simon & Co., New York merchants, offer 
a line of Wearmoor shoes, which are “broken in for 
boys so that the boys won’t break their feet breaking 
in the shoes.” They are priced at $8.50 in sizes from 
10 to 131%, and at $10 in sizes from No. 1 to No. 6. 
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| Shoe Fitting in 1920 


*“*Recorder’’ Lesson No. 7 






The better the fit the better the wear. 
Price and profit then become a pleasur- 
able acknowledgment of service. 





arene es Ome 

















New faces at the fitting stool 
mean a keen interest in the first 
principles of shoe selling. Scarce a 
store in the country but numbers 
the addition of men whose knowl- 
edge of feet and footwear is limited 
to the ‘‘first hand’? knacks of get- 
ting sales. If by a series of AU- 
THORITATIVE ARTICLES we can 
give more light on “‘the first duty of 
the retail shoe salesman—fitting 
human feet’’—then we will have 
started our 1920 educational pro- 
gram correctly. Study these types 
and apply the suggestions to your 
fitting-stool experience. 











The How and Why of Treating Troubled Feet as Solved by Experts Who 
Have Met With Every Form of Foot Trouble | 


No. 7—The Top Muscles of the Foot 


F it were possible for the shoe store salesman to 
I remove the first and second layers of skin (dermis 

and epidermis) which so perfectly conceal the 
delicate mechanism on the top of the foot, and view 
these under a microscope, he would be amazed at the 
wonderful mass of tendons, muscles and fiber, and 
wouldn’t wonder at the damage that can result from 
ill-fitting shoes. ‘ 

In fact, we recommend to the young salesman that 
he go to the nearest public library and get some medi- 
cal book that shows these various important muscles, 
tendons, ligaments and the bones of the foot. The 
evenings spent in a systematic study and reading of 
these subjects will pay much better returns than the 
movies, bowling or ‘“‘just out with the gang.” With 
such a wealth of knowledge to be had for the asking, 
why not take advantage of it and materially broaden 


your scope? 


Fitting Low Shoes 


We have been suggesting in previous articles expedi- 
ents in fitting high shoes, and many of the suggestions 
may be applied to the low cut, but it is our intention 
in this issue to touch especially on a few points in 
fitting low shoes. 

All indications now point to the largest pump and 
oxford season in years. The manufacturer, jobber 
and your buyers made preparations long ago to supply 
you with the necessary merchandise. It is now on 
your shelves awaiting your individual effort. We will 
try to help you over certain difficulties in fitting low 
shoes. 

The Oxford and the Ankle 

Oxfords and pumps, all will admit, offer little or no 
support to the ankle. At the same time it would be 
folly to attempt to discourage their sale, and all that 
is left for the conscientious shoe salesman is to use his 


best judgment in fitting 
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Should the salesman attempt to convince the cus- 
tomer that his ankles are not strong enough to wear an 
oxford he would waste time and call forth a caustic 
remark, “I want low shoes and it is up to me if I 
can’t wear them.” 

It’s usually a pretty safe and a sure rule of sales- 
manship to find out just what the customer wants and 
give it to him. But it’s important that you see to it 
that what he wants is fitted properly. We feel safe 
when we prophesy that there will soon be a new 

ethod of constructing lasts for low shoes. We also 
think that if buyers would look well into the fit of 
their low shoes they could not help but discover 
that some manufacturers build their oxfords on boot 
lasts. 

Pump Lasts Required 


If a manufacturer cannot afford to have but one 
set of lasts, it would be better, from a fitter’s view- 
point, that he should have 
only the pump lasts, mak- 
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at every step—the ankle bone bulges over the quarter, 
chafes, and the poor foot howls with discomfort and 
pain. 

If the ankle bones be especially prominent, have 
your shoemaker cut a curved piece (from top of lace 
stay to counter) out of the outside quarter—say 
1-8 to 3-16.. This will permit the quarter to clear the 
ankle bone and you'll get out of a difficulty that is 
perplexing. When an oxford bulges at the side 
slightly, you may resort to the extra eyelet or you 
may use an oxford tongue pad. 


Lacing on Low Instep 


You can lace up a shoe much better on a low instep 
with a tongue pad, giving it, too, a trimmer appear- 
ance. For your customer who has an extra high or 
low instep, there is a clever device recently made by 
a Providence man that solves the problem in a clever 

manner. 
The new ideas this sea- 





ing his boots over these, 
than to try to make pumps 
or even oxfords over boot 
lasts. When the factory is 
having a big run on a pop- 
ular pump last, many times 
the overzealous production 
manager will allow boot 
lasts to be used to his par- 
ticular advantage and to 
the retail shoe merchant’s 
certain disadvantage. 
When one is certain a man- 
ufacturer is doing this, the 
sooner one stops buying 
from him, the _ better. 
There is a very small 
percentage of boot lasts Stay. 
which will fit around the 





Tan Calf Welt Oxford, 34-inch Vamp, 14-inch 
Heel, Imitation Foxing, Wing Tip, Imitation Lace 
By George W. Baker Shoe Co., Brooklyn 


son of eyelet ties and one- 
strap effects will make the 
selling of pumps far easier. 
The strap, or “Theo”’ style, 
allows the fitting of many 
feet to pumps (or Cameos 
as we are requested to call 
them now) which could not 
ordinarily wear them with 
any degree of comfort or 
certainty. 


Fit Pumps Long Enough 


Remember that when 
you put a heel lining in a 
shoe to stop slipping, you 
make the shoe just that 
much shorter. Cases have 
come to light where a shoe 








ankle when oxfords are 
made over them. This is 
also just as true of low-heel and high-heel models. 
Just why manufacturers jeopardize their reputations 
by practices of this kind is still a mystery. 

Low shoes, ‘whether with low or high heels, should 
have a fairly narrow heel seat, but enough wood on 
the outside to take care of the fleshy part of the foot. 
This part spreads out when the weight of the body is 
thrown on it. 

The Extra Broad Heel 

When the fat heel is put into the thin-heeled oxford 
and the customer stands on it, what becomes of the 
extra expansion? It can’t broaden out in the thin 
heel-seat of the shoe, consequently the heel, being 
compressed, is crowded together, will not stay on the 
“floor” of the shoe, and the result is the quarters of 
the shoe are bulged out and the foot flops up and down 


clerk, not a salesman, has 
pasted a pair of heel linings 
in each shoe, with the result that the customer com- 
plained of the shoes hurting her toes. Fit pumps 
plenty long enough. Don’t take chances on a short fit. 





Styles Make Sales 
One Style Show Tripled the Sales Threefold 


Burrows & Sanborn, Inc., retail merchants of Lynn, 
gave a shoe style show March 17-18. Immediately 
afterwards, its sales of shoes began to increase, its 
Easter business tripled, and the gain in after-Easter 
business has been most gratifying. 

The style show, by the way, was described in the 
“Recorder” of March 27. 

Evidently style shows are good merchandising. 
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Rice & Hutchins’ Record System 


How a Careful, Intelligent Tabulation Is Kept of Buying and Selling 
in Each of Its Eight Retail Stores 


ICE & HUTCHINS, Inc., operate eight retail 
stores, in each one of which a careful record 


is kept of stock bought and sold from week 
to week, from month to month and from year to 
year. Each one of these stores has a letter, namely: 
A, G, H, E, D, T, W, 8S. - These letters appear ona 
large stock sheet, so that at a glance the history of 
each store may be figured out and comparisons made. 
Sizes in stock are recorded by vertical black ink 
marks; sizes ordered, by vertical red ink marks; sizes 
to order, by horizontal marks. 


Buying Guide Described 


At the end of each year a chart called Buying Guide 
and Merchandising Chart shows an analysis of 


BUYING GUIDE AND 





orders during the year. Each store total appears on 
this sheet in a separate column, in the following way: 
Pairs on hand January 1, 1920; pairs sold 1919; pro- 
posed order to buy; record of order; stock number; 
cost and description. At the head of each column is 
the store letter, as above. The total amount of busi- 
ness done by each store during the year is placed in 
the column underneath the letter corresponding to 
the store. The total amount of business in the New 
York stores is added and placed in a separate column, 
and the total of the Boston stores is treated in the same 
way. These two totals are then added together and 
placed at the foot of the page. Thus the complete 
history of the eight stores can be seen at a glance. 


In addition to these sheets, stock order cards are 
kept showing the numbers of pairs ordered by each 
store, their sizes, widths, and every other detail neces- 
sary. Weekly record sheets are kept showing the 
pairs in stock, weekly receipts, total amounts sold, 
total cost, the date on which the record is taken 
and the total sale receipts. These cards are part 
of the Volk system, which is designed for use 
in a retail shoe store. 


How the System Operates 


Now let us see how this system operates: A shoe 
merchant opens a store in a city of 10,000 people. In 
his judgment it is best to stock a certain number of 
different grades and sizes which he thinks will meet 


NG CHART 


the requirements of customers in that locality. The 
first thing for him to do is to enter all of his orders on a 
sheet which will show how many sizes he has ordered, 
how many received, and when deliveries will be made 
on stock ordered. 

At the end of each week a careful record should 
be kept on special sheets, so that he can deter- 
mine exactly which sizes and grades are pulling and 
which are not, together with a brief analysis of the 
reason why purchases are running to some grades and 
not to others. This analysis sheet should be kept in 
the same file with the record sheet, so that the mer- 
chant may talk intelligently with his own salesmen, 
with jobbing salesmen, with local newspaper 
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representatives and with his own advertising ~ 


counsellor. 
Segregate Gross Records 
The way Rice & Hutchins keep this detailed store 


record is by having on file all of the gross records of 
each store in one folder. They not only keep a 
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record of actual sales in this file, but they also have 
a history of window displays, dealer helps, news- 
paper and magazine advertising, and any other in- 
formation which may be of help. In this way they 
can determine exactly what grades and sizes were 
sold by each store, month by month, during the 
year and what means were taken to display them 
attractively and effectively. Thus the human ele- 
ment enters into buying for the coming season and 
their judgment can be based on what actually has 
happened, not on what they guess has happened, as 
is too often the case. 


Three Part Sheet 


In this file may also be found a sheet divided into 
three parts, at the top of which is a record of standard 


SIZE SLIPS Stock Me, 
RICE & HUTCHINS, Inc. eaten ems aay 


«0 HIGH eT. 
BOSTON, MASS. cae Retait____ 
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Desc. 
Cast. 
Heel 


boots and shoes sold and bought during the current 
year; a little lower down a record of accessories, such 
as rubber boots, rubbers, felts, hosiery, etc.; and at 
the foot of the sheet a record of findings, such as 
buckles, lacings, rubber heels, inner soles, etc. This 


BOOT AND SHOE RECORDER 


sheet is valuable, because from it past and future buy- 
ing judgment can be determined and the actual records 
of each piece of merchandise be looked up, using this 
as a guide. 

Days of Guesswork Over 


Theaveragesmall shoe merchant almost has heart fail- 


_ure when he thinks of an accounting systeminhisstore, 


but he cannot hope to achieve success unless he keeps 
exact record of everything which comes in and goes 
out. He must also know why certain grades and sizes 


Weekly Record Sheet 


Style No. 
Cost............... Sell...............-.-. 


Total Cost 





Statement of pairs sold weekly 


Pairs | Weekly ; | Pairs 
in Total Date 





exrt une ONE WEEK'S BUSINTSS—THE HUNBER OF PAIRS IH STOCK, ADDED TO 
THE WEEKLY RECEIPTS GIVES A TOTAL FROM WHICH DEDUCT THE PAIRS ON HAND AY THE WEEK'S END—THE DIFFER- 
CENCE SHOWS THE NUMBER OF PAIRS SOLD THAT WEEK. 


‘Volk S ot in 
117, ateing Liye pa apa a 
1Op anuoans tn ton anata 209% discount ia lots of 1000 or 


VOLK BROS. CO,, DALLAS, TEXAS. 











are selling, have sold and probably will sell. The days 
of guesswork areover. The buying people are rapidly 
becoming educated to the fact that if they pay $15 for 
a pair of shoes, they cannot buy as many pairs as 
though they were only paying $8. They are beginning 
to realize that even though they are making more 
money than ever before in their lives, that purchasing 
in large quantities just because they happen to have a 


little extra money is poor business. 
(Continued on page 56) 
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Serve-Self Store 


M. Lauer & Son Open for Business at Fort Wayne, Indiana-——Highest 
Price Shoe Retails at $7.95 


OMETHING new in the way of shoe merchan- 
dising is the Serve-Self Shoe. Store which has 
just been opened at 133 East Berry Street, Fort 

Wayne, Ind., by M. Lauer & Son of Plymouth, Ind. 
The store is the idea of Roy Netter, who is manager of 
the establishment and who has already opened similar 
stores for Guy Alspach of Rochester, Ind., at Roch- 
ester and Logansport in that State. 

The idea of the store is that all customers will wait 
on themselves. The only employes of the establish- 
ment are the manager, a cashier 
and a girl who wraps up the shoes 


Roy Netter, Manager 

“As a matter of fact,” according to Mr. Netter, 
“customers seem to experience little difficulty in 
securing shoes that fit. When they don’t have to rely 
on salespeople to do the fitting, they purchase shoes 
that are big enough to be comfortable. Also, they 
don’t waste so much time looking at various styles of 
shoes and all that. Even if they spend an entire 
morning in the store trying on various shoes and look- 
ing around, there is no loss to the store due to this 
slowness. No salesman’s time is 
being used up by the customer.” 





for purchasers. 

To make it possible for cus- 
tomers to wait on themselves the 
store is arranged with bins on 
either side of the room and at 
the rear in which are shown shoes 
of various styles and _ sizes. 
Men’s shoes are located in the 
bins on the right of the room and 
women’s shoes in the bins on the 
left. In each bin appear all the 
styles of shoes carried by the 
store in some one particular style. 
In the bins at the rear appear the 
boots and overshoes carried by 
the. store with the bins arranged 
according to sizes. 





A Fashion Favorite—in a One- 
Eyelet Tie of Black Suede with 
Full Louis Covered Heel. 
ried In Stock by 
Whitmore Co., Syracuse, N. Y. 


The store emphasizes the 
economy feature in its advertis- 
ing. It points out that with 
less overhead the store can sell 
at smaller prices than other 
stores. And, bearing out this 
claim, it is interesting to note 
that the highest priced shoe car- 
ried by the store retails at $7.95. 

The bins and the store decora- 
tions are orange and black and 
the establishment has a very 
attractive appearance. 





Car- 


Westcott- RICE & HUTCHINS’ SYSTEM 


RECORD 
(Concluded from page 55) 








From Customer to Cashier 


When a customer enters the store he goes directly 
to the bin which carries shoes of the size he 
wears. 

He looks over these shoes, picks out the style and 
priced shoes he wants to wear and then walks to the 
seats located in the center of the room. He tries on 
the shoes themselves. If they make a “hit’’ with him 
he carries them to the front of the store where they 
are wrapped up and where he pays the cashier for 
them. The cashier, being located in the immediate 
front of the store, makes it impossible for any cus- 
tomer to slip out without paying. 

The main duty of the manager is to see to it that the 
bins are kept constantly filled with sample pairs of all 
styles and prices of shoes carried by the establishment 
in the various sizes. He does this by seeing what 
shoes the customers purchase and by replenishing 
the bins from the stock of shoes carried by the 
store. 


The banks are making a con- 

certed drive on THRIFT and 

people generally are beginning to respond, with 

the result that the shoe merchant must be able to 

gauge the possible wants of the people in his locality 
before stocking up very heavily. 

Salesmen are making from three to four trips a 
year, where before they were perfectly satisfied to 
make two. This is on account of the fact that shoe 
merchants generally are keeping a careful record of 
transactions and know pretty well just exactly 
how they stand from week to week. 


Understandable Records 


There is just one thing to remember in accounting 
for a small shoe merchant, and that is to make the 
records so simple and so understandable that every- 
one in the store from the owner to the salesman can 
understand them and will feel free to offer suggestions, 
at any time. In this way, co-operation between all of 
the employes can be obtained. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


PEDIGO-WEBER SHOE 
Fine Shoes for Waren edigs Style”’ 


PETERS SHOE 70. 
Peters “Diamond Brand” Shoes 
Diamond Special, 


BROWN SHOE Co. 
gains, White House and Buster Brown 


BRAUER BROS. SHOE CO. 
Little Prince and Princess and Blue Jay 
hildren’s Shoes. 


DITTMAN SHOE Co. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 


Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose 


JAMES CLARK LEATHER CO. 
pray Shoes, Hood Rubbers, “‘Kew- 
Fe tk i -pnasainan of Mudge Old 


Shoes. 


E. LIPPMAN SHOE CO. 


Cc. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


gee BROS. SHOE Co. 
akers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
— Super-Tred and Billiken 


Classic, Jewel, Weath- 
erbird. 

ROBERTS, JOHNSON & RAND SHOE C 
Patriot, "Society and “Tess and Ted" 
Shoes. 

“as SHOE CO. 


Young Women’ 
Infants’ Special ty! 


TOBER-SAIFER SHOE CoO. 
Novelty Boots and Oxfords. 

WIZARD LIGHTFOOT APPLIANCE CO. { 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


Boys’ and 


Girls’, 
Shoes. 
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RAIN~/e-SHINE 


GOODYEAR WELTS 
FOR BOYS & GIRLS 


MADE only from: the 
BEST SELECTED 
materials, on lasts that are 
particularly adapted to the 


PROPER FITTING of grow- 
ing feet—made to WITH- 


STAND wear and weather— 
rhe ' these are ideal shoes for red- 
4 4 ic RD blooded American. Boys and 


Ler er 
sua] 
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EL. Doerr Shoe Co. 
DEPENDABLE FOOTWEAR 
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FINE SHOES EY aS BETTER SHOES 
FOR MEN ue FOR WOMEN 
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HESE shoes combine Pgeoy E strive to KEEP 
EXCELLENT STYLE [exes PACE with STYLE in 
with REMARKABLE = -xev—s these SUPERIOR shoes for 
WEARING QUALITY. {2 %%%) women. It will pay the 
They build business for gis2] merchant to see them. 
the merchant. Be ca 7 
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Sr Louis 


WorLp's SHOE MARKET 


Stock No. 5970—Brown Ooze Theo 

(ES ee, $9.00 

Stock No. 5972—Black Ooze Theo 

TiO. ic icdctc + dehlibaee $9.00 

Turn Sole, AA to C. Delivery 
May Ist 


STABLISHED 
Seventy-Nine 


Years Ago, almost 


in St. Louis pioneer 
days, this concern 
has faithfully, profit- 


ably and steadfastly 


served those merchants 
whose needs and desires have 
been entrusted to its care. 


Keeping faith with St. Louis 
and its market has meant 
keeping stride with it also. 


St. Louis and James Clark, 
partners for seventy-nine 
years, stand ready as never 
before to serve you. 


James Clark Company 


SHOES, LEATHER-FINDINGS 
St. Louis, U. S. A. 
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Goodyear Welt 
Military Heel Oxfords 
In Stock—Ready to Ship 


No. 101—Black Glazed Kid, Military Heel, Oxford, 
AAA toC $7.50 


No. 100—Brown Havana Kid, Military Heel, Ox- 
OUI Wado S 5 abs asain a'e'g ook paia $8.00 


No. 201—Black Glazed Kid, Military Heel, Ox- 
ford, AA to D $6.00 


No. 202—Brown Havana Kid, Military Heel, Ox- 
ford, AA to D ‘$6. 00 


No. 503—Tan Calf (Dark Shade), Military Heel, 
Oxford, AA to D $8.50 


No. 400X—Light Tan Calf, Military Heel, Oxford, 
AA to D $8.50 


~ 505—Sport Brogue Oxford of Tan Calf, a = 
No. 506—Gun Metal Sport Brogue Oxford, AA to 


Leo Gordon Shoe Co., Inc. 


ST. LOUIS, MO. 
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“You Have a 
Great Idea for a 
Shoe Manufacturer!” 


So says the Advertising Manager of 
a world-known corporation of the 
first class. 


It’s particularly adapted to adver- 
tise an outdoor shoe—a walking shoe. 


Mr. Danielson will show it to a 


« + ‘ - 
Manufacturer who is positioned to 
y | 1 CTL apply it if it appeals. 
ILLIKENS have risen to a very high point 
in the estimation of mothers who buy DANIEL ON & SON 


them as well as the children who wear eae 
« Advertising - 


them. 
That is why Billiken sales keep going up each Established 1886 


year by leaps and bounds. Our sales are PROVIDENCE ‘RHODE ISLAND , 


limited only by our capacity to make good 


TTT Sy 








shoes. 


Merchants desiring to share in 
the tremendous success of Billi- 


kens should write for our Billiken 
SHOE LACES 


proposition. 
Write or Wire for 
Billiken Booklet or Salesman 











MSElroy-Sloan Shoe Company All Popelar Coloce and Lengthe, Flat end Round 


and Silk Fabric T: ‘and Metal Ti > 
ST. LOUIS Fine Silk Ribbon Paired and ee 7_ 


Faney Spats — Shoe Polishes — Colonial Buckles 
Write for Our New Catalog 
LINCOLN STORE SUPPLIES CO. 


1508 Washington Ave. - ~ St. Louis, Mo. 
THE HOUSE OF SERVICE TO YOU 





























Trade-marks in Foreign 
Countries 


the Im 
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On the Floor 


For Immediate Delivery 
Wire, Telephone or Mail Your Orders Quick 





These six beautiful numbers together with hundreds of others are in stock at excep- 
tionally low prices for high quality footwear. We have built up a reputation for 
prompt deliveries second to none. We have doubled our floor space this season and 
are better equipped than ever to handle our fast growing business. Your mail order 


shipped same day received. 


uF Zt 


“ . 3655—Black ‘“‘Cleo” Kid, made on the new 
3565—Black “Cleo” Kid French Tie, 14-3 short vamp last, 18-8 Full Breasted Covered svete Cane Fel yo Hand Taed 





Military Heel. Very Flexible Sole. A, B, C 

and D Widthe, 234138.........-..-.-. as See ee As BG Sole. AA, A, Band @ Widths. 245 to 8 $8.75 

3576—Exactly same as above in Brown. .$6.25 3650—Eaactly the same as above in Leather 3275—Exactly as above in Demi-Glazed Kid, 
NO I oi Said tha 655045 600 sional $5.85 $7.75 





1886—P Ch One-Eyel » 1 . 
Full Breasted Celluloid Covered Teel, Plate 3560—Black “Cleo” Kid French Tie, 18-8 2555—Black Suede Calf French Tie, 19-8 
Full Breasted Wood Covered Heel, Plate. Full Breasted Wood Covered Heel, Plate. 

“T-S” Process Imitation Turn Sole. AA, A, 


“T-S” Process Imitation Turn Sole. AA, A ,B 
Very Flexible Sole. AA, A, B and C Width 
oad C Widths. 7s! ,  apnppheses x Oe he G... tiieg eerie CRE $6.85 Band C Widths. 234 to7. A Winner.. .$9.56 
2560—Exactly same as above in Patent 


1887—Exactl — v4 3 in 18-8 Leather 3775—E. 1 b B 85 
Louis Heel, Plate. A, Band C Widths, meeiy coma ap shee RSS: SEF EE Lise tbs tg 007,08 as 


Write For Our New Spring Style Book 


TOBER-SAIFER SHOE CO. 


Novelty Shoes in Stock First 


1312 Washington Ave. fo St. Louis, Mo. 


—_ 
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PRINCESS BROGUE 


A Popular Sport Model for Fall 
Made of onelleat Material Throughout 


No. 4670. Mahogany Brogue, 234-7, A to D, $7.00 Less Disc. 
No. 467014. Mahogany Imitation Brogue, 244-7, A to D, $6/25 


Less Discount 
AMERICAN PRINCESS “Warrs™ 
For Young Women 


Made in a Variety of Snappy Patterns and Lasts, Are Reason- 
able in Price and Possess Excellent Selling Advantages 


24-7, AA to D, $6.75 to $8.00 Less Disc. 


AMERICAN PRINCESS BRAUER BROS. SHOE. @. °G 0's 


in. Vi in. T 
of Heel tie. ~ Exclusive Manufacturers of Misses’ and Women’s H'gh Grade Shoes 





beh LMM em rer 








SHIN OUHNEN 











Get Ready For Your White Business 


There are no better or better known dressings 
for all kinds of white shoes than GRIFFIN 


GRIFFIN | (a | 
ral a | ie ORN IN 


ess ln 


l HON CREAM | of 


= FOR Aut 
wuire SHOES 
"10 





y were Foes BB 

ted Oy qQub Steen mar om. 

NO" SHFFEN OR MARDEN 
— THE SHOE — 








a 





GRIFFIN 
WHITE KIDINE 
G mere 














GRIFFIN WHITE KIDINE GRIFFIN PEUERWHITE CLEANER 
For all white kid shoes. A perfect white le ee Se 
cleaner that gives a kid glove finish 3 1-2 os. Folding Top Carton— 
Small (15c) Size, $14.25 Gross, $1.25 Doz. $14.25 Gross, #1.25 Dos. 
5-oz. Size Neck 


Box— 
Large (25c) Size, $21.60 Gross, $1.90 Doz. $21.60 Gross, $1.90 Doz. 


GRIFFIN MANUFACTURING CcoO., Inc. 
67-69 MURRAY STREET - NEW YORK, U.S. A. 





3 oz. Size, $21.00 per Gross, $1.80 per Doz 
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Why, John Smith! 


A hole in those stockings you 
just put on this morning! 


The Salesman: “It’s the lining of those old shoes, Mrs. Smith. It’s all gone at the 
heel, and the rough edges destroy the stockings. These shoes are lined with 
“Redtinerd Lining—it wears three times as long as ordinary linings. You 


can always tell it by the red line. 
“RedAnerw Shoe Lining 
Heaviest in Cotton—Strongest in Test—Longest in Wear 
FARNSWORTH-HOYT COMPANY 
BOSTON 


boemcemcencan:encancenvencen enven cescenlencanvan vances canvases rencasrancanvances: 22 POLO) A A) A A) A SD) 
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> 36 Pair 
Cases Only 


| 





2607—Ladies’ Brown Kid Oxford. Imitation 
Tip. 18-8 Heel. 


2608—Ladies’ Brown Kid Oxford. Plain 
Toe. Fancy Quarter. 18-8 Heel. 


2605—Ladies’ Black Kid Oxford. Imitation 
Tip. 18-8 Heel. 


Sizes. C—2¢7, 3-7, 314464, 48, 47, 
D—2}<47, 3-7,3 4-64, +7, 438. 














Flexible 











All at $4.00 
2604—Ladies’ Black Kid Oxford. Imitation 
Tip. 13-8 Heel. 


2606—Ladies’ Brown Kid Oxford. Imitation 
Tip. 13-8 Heel. 


Sizes. 214-614, 3-7, 3-614, +8. D—-214- 
614, 3-7, 3-64, 48. 


All at. $4.50 


2536—Ladies’ Chrome Patent Three-Eyelet 
Tie. Plain Toe. Flexible McKay. Leather 
Louis Heel. 


2535—Ladies’ Black Kid Three-Eyelet Tie. 
Single Stitched Tip. Flexible McKay. 
Leather Louis Heel. 


2537—Ladies’ Brown Kid Three-Eyelet Tie. 
Single Stitched Tip. Flexible McKay. 
Leather Louis Heel. 


Sizes. B—3 16-8, 4-7. C—214-7, 3-7,314- 
6%, 48. 


More Proof That We Are Never Undersold 


WE know you cannot match 
YY these oxfords for style or 
service. We bought them “right” 
and have priced them for a quick 


turn over. 


TERMS: NET 30 DAYS—F. 0. B. BOSTON 


ON’T expect them to be here 

long. Spring is here, and if 
you wait too long you may not 
find all the sizes you require. 


Samuel Cohen 
“The House That Undersells’’ 


72 Lincoln Street 


eee ener enim LPH Her enn 


Boston, Mass. 
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The Largest Stock 


Department In 
America Carrying 


~— 


~ ‘Weanen’s 
Goodyear Welts 


Exclusively 








X612—C-E 


ALL In Stock 





ALL In Black Kid | 





ALL Goodyear Welts 





ALL Leather Heels 





ALL One Price 





00 


' 
) 
y 


“the warrant of value 
that makes you sure” 


WILLIAMS 
CLARK 
AND 
COMPANY 


LYNN, MASS. 














X653—AA-D 








The Famous 
La France 
Quality Is 

To Be Found 

In Every Pair Of 
Our Stock Shoes 











“ 
‘CAMEL 
one of the beautiful 
colors designated by 


ihe siyle commiiiee 
can be obiained in . 


“Vode... 





PAAR EG 
As *y 


é f- Us 
$ SiO 


, 


- STANDARD KID 





MANUFACTURERS OF 


"Black & Colored Glazed Kid 
& Pafeni Kid 


207 South si, Bosion Mass. 
US.A. 
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(ahe Fastest Growing White Shoe 


House in the United States 
Two Eyelet Tie 


One of our latest popular-priced novelties! 


Made in White Canvas by the most skilled workmen in 
Haverhill. : 


The Hartman line of White shoes are made right—priced 
right—are right! 


Ask .us to send you the best 
selling numbers in Turns and 


McKays. 
Line Up With Us Now For 
1921. 


HARTMAN SHOE 
COMPANY 


HAVERHILL, MASS. 


WHITES | 
THAT ARE 
‘WINNERS 
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RETAIL SHOE SALESMENS INSTITUTE 


Conducting 
The 6ducational Ti u Peeing Course 


“Retail aie 
FOUNDERS 


NATIONAL SHOE RETAILERS’ ASSOCIATION 


GEKURGE W. BAKER SHOE CO., 
Brooklyn, N. Y. 

BLISS & PERRY Co., 
Newburyport, Mass. 

BOOT & SHOE RECORDER, 

Boston, Mass. 

BRISTOL PATENT LEATHER CoO., 
Boston, Mass. 

BROCKTON RAND CO., 
Brockton, Mass. 

BROWN SHOE CoO., 
St. Louis, Mo. 

ARTHUR L. EVANS, 


efi 
FARNSWORTH, HOYT CO., 
Boston, Mass. 
HAZEN B. GOODRICH & CO., 
Haverhill, Mass. 
HAZEN-BROWN CO., 
Boston, Mass. 
HUNT-RANKIN LEATHER CO., 
Boston, Mass. 
GEORGE E. KEITH Co., 
Brockton, Mass. 
KEYSTONE LEATHER CoO., 
Philadelphia, Pa. 
MENIHAN CO., 
Rochester, N. Y. 
MORSE & BURT CO., 
Brooklyn, N. Y. 
A. E. NETTLETON CoO., 
Syracuse, N. Y. 
PETERS MFG. CO., 
Boston, Mass. 
THOMAS G. PLANT CO., 
Boston, Mass. 
RICE & HUTCHINS, INC., 
Boston, Mass. 
SEAMANS & COBB Co., 
Boston, Mass. 
SELBY SHOE CO.; 
Portsmouth, Ohio 
STETSON SHOPS, INC., 
South Weymouth, Mass. 
THE SHOE RETAILER, 


Boston, Mass. 

UNITED SHOE MACHINERY Co0O., 

ston, Mass. 

UNITED STATES —_ co., 
New York, N. 

WIZARD FOOT APPLIANCE co., 
St. Louis, Mo. 

E. T. WRIGHT & ©O., INC., 
Rockland, Mass. 


ALEXANDER & CO., 
Wheeling, W. Va. 

CHISHOLM SHOE Co., 
Cleveland, Ohio 

COHEN BROTHERS, 
Jacksonville, Fla. 

L. 8. DONALDSON CO., 
Minneapolis, Minn. 

WILLIAM FILENE’S SONS CO., 
Boston, Mass. 

R. H. FYFE & CoO., 
Detroit, Mich. 

A. H. GEUTING CO., 
Philadelphia, Pa. 

GILCHRIST CoO., 
Boston, Mass. 

W. C. GOODWIN, . 
Fitchburg, Mass. 

GUARANTEE SHOE Co., 
San Antonio, Texas 

F. A. GUINIVAN, 
Philadelphia, Pa. 

A. V. HOLBROOK BOOTERY CoO., 
Columbus, Ohio 

A. H. HOWE & SONS, 
Boston, Mass. 

JONES, PETERSON & NEWHALL CO., 
Boston, Mass. 

KRUPP & TUFFLY, 
Houston, Texas 

LEWIS & REILLY, 
Scranton, Pa. 

JOHN A. MEADORS & SONS, 
Nashville, Tenn. 

THOMAS F. PEIRCE & SON, 
Providence, R. I. 

POTTER SHOE CoO., 
Cincinnati, Ohio 

SHERRON SHOE.CO., 
Memphis, Tenn. 

Ww. G. SIMMONS CORP., 
Hartford, Conn. 

SLADE SHOE SHOPS, 
Des Moines, Iowa 

STELLING-NICKERSON SHOE CO., 
Augusta, Ga. 

VAILE SHOE CoO., 
Kokomo, Ind. 

VAN DEGRIFT SHOE CO., 
Los Angeles, Cal. 

VOLK BROS. CO 
Dallas, Texas 

K. W. WATTERS CO., 
Buffalo, N. Y. 

Ww. W. WILLSON, 
Bosten, Mass. 


ARTHUR L. EVANS, President and Editor-in-Chief. 


GEORGE F. HAMILTON, 


Managing Editor. 
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ARTHUR L. BVANS 
Editor-in-Chief 


Gen’! Mgr. Bristol Patent Leather 
Co., Boston 


CLIFFORD L. ANDERSON 
Pres. Bristol Patent Leather Co., 
Bris Pa. 


The Retail Shoe Salesmen’s Institute is 
founded and maintained to co-operate with 
retail shoe dealers and department buyers in 
training their salespeople. 


Sydney Stokes, former president of the 
Connecticut Retail Shoe Dealers’ Association 
says: 

“Service is a pet of mine, in fact, some of 
my friends say I am a nut on the question. 
It is the all-important part of any business, 
and no matter how good the merchandise 
may be, or the advertising and store equip- 
ment, etc., the person greeting our custom- 
ers and selling the merchandise, is the de- 
ciding factor in our success or failure.” 

The Training Course for Retail Shoe 
Salesmen offers to the shoe merchant the 
opportunity of improving his service and to 
the shoe salespeople it provides the way of 
advancement to better and more responsible 
selling positions. 

The solid membership of the Founders of 
the Institute says to the shoe merchant: 
“You can greatly increase the efficiency of 
the service your store renders and thus gain 
for yourself more and better business, in- 
creased good will with your trade, and, by 
reason of competent store assistance, more 
time and freedom for the consideration of 
other store problems. 

To the salespeople the solid membership 
of the Founders says: “Qualify yourselves 
for the better places—for head salesmen, as- 
sistant managerships, managerships, part- 
nerships and proprietorships, by enroling in 
and pursuing the Training Course conducted 
by the Retail Shoe Salesmen’s Institute.” 

The Course is ready. Students are en- 
roling every day. The sooner the start is 
made, the quicker the benefit. 


GEORGD F. HAMILTON 
Managing BDditor 


SEATON ALEXANDER 


Pres. Alexander & Co. 
Wheeling, W. Va. 


ARTHUR D. ANDERSON 
Editor Boot and Shoe Recorder 
Boston 
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What the Training Course Is 


The Training Course for Retail Shoe 
Salesmen is conducted on the lines of in- 
struction by mail, in the most successful and 
proved-right way. 

Concerning this form of education Theo- 
dore Roosevelt said “I look upon instruc- 
tion by mail as one of the most wonderful 
and phenomenal developments of the age.” 


The Course covers the things a retail shoe 
salesman ought to know to be competent 
and efficient. These are the subjects: 
T : ‘ ° GEORGE W. BAKER 
wen ~ — I. Retail Shoe Salesmanship. Pees. Gannen Wt. ete Mies. Co. 
Association, Boston II. Correct F itting. Brooklyn 
III. Materials in Shoes. 
IV. Shoemaking. 
A Footwear Merchandising. 
VI. Stockkeeping. 
VII. Window and Store Displays. 
VIII. Introduction to Shoe Store 


Management. 





Each volume contains about 200 pages; 
written clearly, plainly, in every-day 
language; non-technical; practical, not 
theoretical. 
One year is the time required for com- 
pletion of the Course. A diploma or cer- 
tificate is granted the salesman who com- 
pletes the Course to the satisfaction of the 
Institute staff. 
Students can complete the work entirely 
PERLEY BD. BARBOUR outside store hours. Five pages a day will ELMER J. BLISS 
President Regal Shoe Co. 


Vice-Pres. lo ; 
- a ae Se accomplish the task. ‘Sesion 





Cut Out, Sign and Mail this Coupon To-day 





RETAIL SHOE SALESMEN’S INSTITUTE 
727 Atlantic Ave., Boston, Mass. 


Please send, without obligation, copy of “The Road to Advancement for 


Retail Shoe Salesmen.” 


If a firm, please give 


No. of salespeople...... 
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FRANK R. BRIGGS 


Treasurer Thomas G. Plant Co. 
Boston 


EDWIN P. BROWN 


Pres. United Shoe Mach’y Corp. 


Boston 


MAX BROWN 
President Hazen-Brown Co. 
Boston 


The Training Course for Retail Shoe 
Salesmen is prepared by experts in the va- 
rious subjects treated. Nearly a_thou- 
sand successful shoe merchants, manufac- 
turers, wholesalers, etc., have united in giv- 
ing their knowledge, experience, observa- 
tion, and opinions in the preparation of the 
Course. 

Portraits of some of the Founders, Ed- 
itors and Consultants of the Course are 
shown herewith. What they know, the fruit 
of years of successful experience in their 
respective fields, is worked into the volumes, 
and in addition, the students have the ben- 
efit of their advice and opinions relating to 
their profession. 

You have the benefit of their combined 
expert knowledge, here assembled and put 
into the Course. W. W. Willson, the well- 
known and successful Boston retail shoe 
merchant, says: 

“It is evident that in every business those 
who follow should gain much knowledge 
and information from those who preceded 
them. This has not been done to any great 
extent and it has been one of the great 
weaknesses of the retail shoe business. 

“Why should every shoe salesman go un- 
necessarily through the experimental stage 
and pay a heavy price in time and experi- 
ence for all the knowledge gained when it 
is possible for him to be well trained by ex- 
perts through the Training Course for Re- 
tail Shoe Salesmen? 

“This Course should save the average shoe 
salesman years of valuable time.” 


The Course will repay an hundred fold 
any and all who enrol; the store served by 
the students of the Course will find its 
Service uplifted, improved, benefited. 


Do not delay—send to the Institute today 
for complete information—fill in and - mail 
the coupon on the next page,—today. 


FRANK J. BRADLEY 


Pres. Hazen B. Goodrich & Co. 
Haverhill 


JOHN A. BUSH 
President Brown Shoe Co. 
St. Loui 


MAJ. CHARLES T. CAHILL 


United Shoe Mach’y Corp. 
Boston 


Endorsed Officially by The National Shoe Retailers’ Association 
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Send for ““The Road to Advancement” Today 


A 60-page booklet entitled “The Road to 
Advancement for Retail Shoe Salesmen” 
has been prepared and printed to explain 
the whole plan. 

This booklet is free for the asking. It is 
sent only on request, and is sent without any 
obligation. 


This booklet answers every question re- 
garding the contents of the Course—the 
analysis of each volume—the plan of study 
—the guides—the problems—the diploma— 
the personal consulting service—the editors ~ 
Cc. K. CHISHOLM and consultants—the whole idea is carefully ven Ee y "aax e 

Chisholm Shoe Company and comprehensively explained. ; — 
No matter where the store or department 
is located, no matter what the age, sex, 
previous education or experience of the 
salesman, no matter whether the store is 
large or small, in a small town or the largest 
city—“The Road to Advancement for Re- 





— 





tail Shoe Salesmen” has a clear, worthwhile, 
inspiring message. 

A prominent Boston retail shoe merchant 
called at the office of the Institute after 
reading this booklet and asked for a copy 
for each of his salespeople. ‘* “The Road to 
Advancement,’” said he, “is an inspiration 
by itself. I want all my salespeople to read 
it.” 

Every mail is bringing calls for this book- 
let-—from shoe merchants interested in im- 
proving their store service, from retail shoe 


salespeople eager to travel this way of bet- LOUIS A. COOLIDGE 


HENRY W. COOK 
Treas. United Shoe Mach’y Corp. 
on 


Vice-Pres. A. B. Nettleton Co. terment. 
Bost 


Syracuse, N. Y. 


Cut Out, Sign and Mail this Coupon To-day 





RETAIL SHOE SALESMEN’S INSTITUTE 
727 Atlantic Ave., Boston, Mass. 


Please send, without obligation, copy of “The Road to Advancement for 
Retail Shoe Salesmen.” 


If a firm, please give 
No. of salespeople...... 
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“The Best Retail Shoe Salesmen are Those Who Know the 
Most About Their Profession’ 


Thus writes one of the most largely suc- 
cessful retail shoe merchants in the United 
States. 


Knowledge is the very basis of success. 
Before one can act intelligently and success- 
fully he must know his business. 

“Knowledge Applied is Power,” the motto 
of the Retail Shoe Salesmen’s Institute, is 
a great truth. The retail shoe salesman 
must be prepared in knowledge of his pro- 


fession as the first step and foundation of his F. F. CUTLER 


E. D. Cox growth and progress. President The Shoe Retailer 
and Shoe and Leather 


United Shoe Machinery Corp. 
Boston Reporter, Boston 


The Training Course of the R. S. S. I. 
is a reservoir of the knowledge that the 
efficient salesman requires; knowledge 
drawn together from authorities in the 
various branches; complete, accurate, put 
in the clearest language. 

To supplement the facts as printed, copi- 
ous illustrations are used wherever their use 
can enlighten the text. 


Retail shoe merchants know that when 
their salesforce is highly intelligent in the 
requisite facts of the shoe business, that they 
a ALFRED W. DONOVAN 
WALTER G. DENNISON can secure a profit on the intelligence of Pres. B. T. Wright & Co., Inc. 
Adv. Mgr. Rice & Hutchins their salesmen as well as on their physical Rockland, Mass. 


Boston 
effort. 


The salesman soon learns that the world 
is ready to reward the man who knows his 
business thoroughly. There is a demand for 
such salespeople that is never satished. 





The dealer who desires his sales force to 
be equipped with adequate knowledge of 
their business; the salesman who recognizes 
the value of having such knowledge—will 
‘ be quick to see that the Training Course is 
WILLIAM F. ENRIGHT their ally and opportunity. ARTHUR LUCIUS EVANS 
Treasurer L. B. Evans’ Son Co. 


U. 8. Rubber Co. 
New York Wakefield, Mass. 


Endorsed Officially by The National Shoe Travelers’ Association 
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Nobody ever got anywhere merely by 
“wishing.” Action must accompany one’s 
wish to get on. Goethe said: 

“If you want anything very much 
you must concentrate and act within 
the sphere of your concentration.” 
Irving T. Bush, recently put it this way: 

“Salesmanship is a profession. A 
man expects to give four years to study 
a profession; he expects to become a 
salesman in about four minutes. As 

—<hae. | soon as he has an outline of his 
Cube oa ieee tes Co. material and a slight knowledge of it he 
Wakefield, Mass. expects to go out and sell. If the 
average man would put one-half the 
time and energy that he is willing to 
give to a technical education into 
studying selling, I’d guarantee that he’d 
become a salesman. The minute he is 
a salesman his charces for making 

money are unlimited.” 


R. H. FYFE 
President R. H. Fyfe & Co. 
Detroit 


Retail shoe merchants can benefit their 
business by urging their salespeople to grow, 
to progress, by study of their profession 
through the Training Course for Retail Shoe 
Salesmen. 


Put into action today your wish for bet- 
terment by sending for “The Road to 
Advancement for Retail Shoe Salesmen.” 
The coupon below is your messenger—the 


A. H. GEUTING start upward. 2 2 dees 


President A. H. Geuting Co. 
Philadelphia Fitchburg, Mass. 


Cut Out, Sign and Mail this Coupon To-day 





RETAIL SHOE SALESMEN’S INSTITUTE 
727 Atlantic Ave., Boston, Mass. 


Please send, without obligation, copy of “The Road to Advancement for 
Retail Shoe Salesmen.” 


If a firm, please give 
No. of salespeople...... 
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JOHN 8S. GRIFFITHS 
President L. B. Evans’ Son Co 
Wakefield, Mass. 


IRVING B. HOWE 
A. H. Howe & Sons 
Boston 


HBPRBERT V. HUNT 
_ Pres. Hunt-Rankin Leather Co. 
Boston 


Endorsed Officially by Many State Associations of Shoe Dealers 


Efficient retail shoe salespeople create 
good will for their stores. They hold the old 
customers firmly. They attract new trade 
and make them repeat customers. They are 
the best advertisement for any shoe store. 

It pays any shoe store in dollars and 
cents to have efficient salespeople. This sort 
of service is always the least expensive on 
a percentage basis. 


William B. Joyce, president of the 
National Surety Company, makes an inter- 
esting comment: 


“To reach success a man must love 
his work. A job is more than a meal 
ticket—it is more than just something 
to do. You don’t play billards, or 
baseball, or golf, just for something to 
do. You play because you love the 
game. And every man ought to feel 
that way about his work. Too many 
men are merely ‘bubbles’ drifting along 
on the surface of business. They think 
their positions a sort of companionship- 
for-pay arrangement.” 


The 100% efficient retail shoe salesman 
is well paid for his efficiency. He is on 
“The Road to Advancement” as sure as 
fate. His future is assured. 


Maybe the employer has something to do 
in helping his salesmen to be thus efficient. 
If they know that he wants them to improve, 
to grow and develop, this is a great help in 
urging them to take the necessary steps to 
gain that improvement, to attain the valued 


100%. 


If the shoe merchant will send for our 
booklet “The Road to Advancement for 
Retail Shoe Salesmen” he will be helping 
himself and his sales force toward the mark 
of efficiency. 


Send the coupon on the opposite page, 
today. 


A. C. HEALD 


Treasurer Stetson Shoe Co. 
So. Weymouth, Mass. 


CHARLES C. HOYT 
Pres. Farnsworth, Hoyt Co. 
Boston 


GBRORGE E. KEITH 


President George WH. Keith Co. 
Brockton 
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The Training Course provides the Oppor- 

tunity for the dealer and manager to bring 

his sales service up to the mark. He thus 

has the means ready at hand for systematic, 

careful, accurate and comprehensive train- 

ing of the men and women who handle his 

merchandise, greet his customers and who 

are to his trade in effect the store itself. 
HAROLD C. KEITH J. F. KNOWLES 

Treasurer 7 i= Keith Co. Retail shoe salesmen have the Opportunity Treasurer ae Co. 

of insuring their future betterment, with no 

loss of time or leaving their business for a 

single minute, through the Training Course. 





Dealers benefit their own business by en- 
couraging their salesfolks to enrol in the 
Training Course; retail shoe salesmen benefit 
themselves by enroling without delay. 





The coupons herewith are for both the 
dealer and the retail salesman. Sign and 


mail today. 





GBORGE H. LEACH ALBERT H. LOCKWOOD 


Secretary George BD. Keith Co. Editor Shoe and Leather Reporter 
Brockton Boston 


Cut Out, Sign and Mail this Coupon To-day 





RETAIL SHOE SALESMEN’S INSTITUTE 
727 Atlantic Ave., Boston, Mass. 


Please send, without obligation, copy of “The Road to Advancement for 


Retail Shoe Salesmen.” 


Salesman or Firm? (please indicate) 
If a firm, please give 


No. of salespeople...... Address 
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Five Pages a Day 


Five pages a day completes the Course. 
There are eight volumes of about two 
hundred pages each. The salesman can 
therefore carefully and profitably read and 
digest the whole Course at the rate of five 
pages each day. 

This can easily be done without a 
minute’s time taken from store hours. The 
facts and ideas given in the daily reading 
are applied in the daily work, each supple- 


wastes es mice menting and rounding out the other. 
Mer. Footwear Div. U. S. Rubber H. C. MecLAUGHLIN 
Co., New York ~—— a 
To neinna 
William B. Joyce, above quoted, also says: 


“When I was a boy I realized that 
there was plenty of room at the top of 
the ladder, and that at the bottom was 
nothing but a seething crowd that 
wasted its days jostling one another’s 
elbows. I determined to work my way 
out of that crowd to the freer air up 
above. 

“I know many young men who seem 
to be sitting around with folded hands, 
waiting for the appearance of the magic 


fairy. They expect their employer to = a leeaeiadl 


ALLEN H. MBADORS stop some day at their desk and re- President The Menihan Co. 
iter 


John A. Meadors & Sons . ° . Roch 
Nashville mark, “You're a mighty nice little fel- aan 


low, and I’m going to put you in 
charge of this office.” . . . Often I feel 
like catching them by the shoulder and 
saying: 

“*Young man, the world is in mo- 
tion. The trees are changing with the 
seasons. The skies are forever weav- 
ing new textures. Even the very rocks 
are disintegrating. The President will 
soon be out of office. That famous 
financier will shortly be on the way to 
his grave. The head of your company 
may leave before another year rolls 
around. Are you fitting yourself to 

RAYMOND P. MORSE 


T. C. MIRKIL : :. 
take his place? Wake up to the possi rreamurer Moree & Burt = 
roo. 


Sec’y Com’r National Shoe Re- *yo.2 9 8 
tailers’ Ass'n, Philadelphia bilities. 2° 
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The “Personal Contact’’ Service 


This Course gets hold of the retail shoe 
salesman in a close, personal contact. Be- 
cause it is a concentrated, specialized Train- 
ing Course, dealing with one concrete thing; 
because the lines of study and progress are 
all in terms of shoes and shoe selling; be- 
cause the Founders, Editors and Consultants 
are all shoe men, experts in their fields, the 
Institute can and does render a peculiarly 
effective personal service to the students. 


JAMES A. MUNROS The Institute, in its enrolment plan, gives 
Vice-Pres. BH. T. Wright & Co., 

subject arising out of the pursuit of the 
Course. The whole personnel of the In- 
stitute stands ready to advise and assist the 
students in any legitimate way, bearing on 
the Course, to the end that the maximum of 
benefit may be secured by the salespeople. 


The invaluable experience and advice of 
these successful manufacturers, wholesalers, 
retailers, etc., are thus at the command of 
the salespeople who enrol for the Course. 


Each student taking this Course is con- 
sidered and treated as a living, earnest, 
ambitious human being. The Institute 


JAMES P. ORR grasps hands with him as a personal ally 


President Potter Shoe Co., Cin- : 
cinnati; Pres. N. 8. R.A. and friend. 


Cut Gut, Sign and Mail this Coupon To-day 


GHORGH A. NBWHALL 


Inc., Rockland, Mass. to each student the right to consult on any Vice-President Jones, Peterson & 


ewhall Co., Boston 


GEORGE 5B. PEIRCE 


Thos. F. Peirce & Son 
Providence 





RETAIL SHOE SALESMEN’S INSTITUTE 
727 Atlantic Ave., Boston, Mass. 


Retail Shoe Salesmen.” 


If a firm, please give 
No. of salespeople...... Address 





Please send, without obligation, copy of “The Road to Advancement for 
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BURT W. RANKIN 
Treas. Hunt-Rankin Leather Co. 
Boston 


J. B. REINHART 


Vice-Pres. Wizard Foot Appliance 
Co., St. Louis 


HOLLIS B. SCATES 
Shoe Div. - Wm. Filene’s 
Sons .» Boston 


Why do some forge ahead in their pro- 
fessions or businesses while others lag be- 
hind? 

It isn’t by any means wholly a matter of 
the amount of time and work done. It is in 
ninety-nine cases out of a hundred the way 
in which time is put in and work planned 
and accomplished. 


One man knows his business, knows how 
to think straight, how to utilize his time, 
how to apply his knowledge. He forges 
ahead while his equally faithful and hard- 
working compatriot, lacking in these things, 
gets lost in the shuffle. The basis of getting 
ahead is knowledge. 


Jordan, Marsh Co., the famous Boston 
department store, issues a monthly store 
magazine; the following statement recently 
appeared in this little magazine addressed to 
the thousands of Jordan, Marsh salespeople: 


“There is an enormous yield of in- 
terest on what you know. Knowledge 
—the most easily acquired property in 
the world, the investment yielding the 
biggest rate of interest, the most salable 
merchandise in the universe—there is 
no price an employer will not pay for 
it. 

“Your only investment is your 
earnest effort—your desire to learn— 
to avail yourself of every possibility 
for advancement which surrounds you. 
What are you doing each day to be 
worth more to yourself? For remem- 
ber you are first, and it is only through 
your value to yourself that you are of 
any value to your employer. The 
whole world is your field.” 


The Training Course for Retail Shoe 
Salesmen offers the way to secure such a 
valuable possession. 

Sign and send the coupon on the opposite 
page, now, and learn how to start on the 
“Road to Advancement.” 


CHARLES A. REYNOLDS 


President Keystone Leather Co. 
Philadelphia 


G. 8. ROTH 


Mer. Shoe Dept. L. S. Donaldson 
Co., Minneapolis 


T. M. SCOGGINS 


President Krupp & Tuffly 
Houston 
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“In a Rut” 


How many times do we hear the expres- 
sion, “I’m in a rut,” or “My store is in a 
rut”? 


The owner of one of the largest retail 
shoe stores in one of our great cities, said 
recently to a representative of the R.S.S. I. 
“I am doing a fine business. It is grow- 
ing. I need more salespeople. But I am 
not at all satished with the efficiency of the 


MARK W. SELBY THOMAS W. SHBRRON 
Vice-Pres. and Sec’y Selby Shoe salespeople I already have. I know that Penstient Gheswen Ghee Co. 
Mem 


= much more can be accomplished with my om 
present force. But they seem to be ‘in a 
rut.” With all the other vital problems I 
have daily to meet, how am I to improve the 
efficiency of my employes, how can I get 
this part of my store work out of the rut in 
which it certainly is?” 


Well, this Course is doing that very thing 
for this merchant and his employes. It will 
do it for you. 


Send today for “The Road to Advance- 
ment for Retail Shoe Salesmen,”—the 
gn: coupon below is for your use. - i. sates 


Mgr. Shoe Dept. Gilchrist Co. Pres. Stelling-Nickerson Shoe Co. 
Boston Augusta, Ga. 


Cut Out, Sign and Mail this Coupon To-day 





RETAIL SHOE SALESMEN’S INSTITUTE 
727 Atlantic Ave., Boston, Mass. 


Please send, without obligation, copy of “The Road to Advancement for 
Retail Shoe Salesmen.” 


Salesman or Firm? (please indicate) 
If a firm, please give 


No. of salespeople...... Address 
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Where Will You Be in 1925? In 1930? 


Where, in a business way, will you be five 
years from now? Ten years? 

Pause for a few minutes and try to 
answer this question, honestly and clearly. 


Where you will be in five years or ten 
years from now depends almost wholly on 
which way you are traveling. 


If you are a retail shoe dealer or depart- 
ment manager, it is important to you to be 
assured that you will be considerably further 
ahead in five or ten years. Have you tried 
to figure it out in reasonably exact terms? 
Very likely your place five or ten years eoint ake » Avg 
President Stetson Shoe Co. hence depends largely upon your sales- Boston 
a people. In their hands, to a large extent, 
is the development of your store. Capable, 
wise, efficient co-workers on the floor bring 
and hold business and allow you time and 
freedom for other major problems. 





If you are a retail shoe salesman, the 
place you will occupy in 1925 or 1930 is 
squarely up to yourself. If you are to be 
well advanced into the better places, it will 
be because you desire to progress and leave 
no stone unturned to put your desire in 
effect. No one wants your service except as 
it is valuable; certainly no one will advance 
you except on the basis of your merit. 





BVERIT B. TERHUNE In either case, the Training Course for VICTOR E. VAILE 
Treas. and Gen. Mgr. Boot and ~~ Retail Shoe Salesmen clearly points the way ee ~~ ie 


Bhoe Recorder, Boston : a 
and guides the student to better positions, to 
better chances, to advancement. 


J. M. WATSON 


GBRORGE A. VOLK MILO A. SLADE 
President Guarantee Shoe Co. 
San Antonio 


Volk Bros. Oo. Slade Shoe Shops 
Dallas Des Moines, Iowa 
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Some of the Special Features of the Training Course 


Some of the Special Features of the Course 


Accompanying the Training Course are 

these Special Features: 

1. A Guide to reading, study and appli- 
cation of the contents of each volume, 
thus linking closely the student’s daily 
store work with the Training Course. 


A News Bulletin goes to each student 
midway of the study of each volume, 
informing him of current trade affairs 
R. R. WILKINSON 


necessary for him to know in his con- _— Manager Shoe Dept. Cohen Bros. 


K. W. WATTERS Jacksonville 


President K. W. Watters Co. tact with customers. 

. A Problem is furnished with each 
volume, to test the student’s grasp of 
the subject, and to form a standard 
of judgment on the progress made. 

A Personal Consulting Service. The 
students have the privilege of consult- 
ing with the Institute on any personal 
problems arising out of their study 
of the Training Course. 
A Diploma is gained by the students 
completing the Course, in conformity 
with the conditions laid down. The 
possession of this Diploma will mean 
something very real, tangible and 
W. W. WILLSON valuable to the retail shoe salesman, E. T. WRIGHT 
Store Sales = & Hutchins and to the store having such a sales- Treas. a leg Rd oo Ine. 


man. 


Cut Out, Sign and Mail this Coupon To-day 
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Editorial Council, Retail Shoe Salesmen’s Institute 


ARTHUR L. EVANS, - Editor-in-Chief 
GEORGE F. HAMILTON, Managing Editor 


CONSULTANTS 





Cc. Q. ADAMS, General Manager, 
Bristol Patent Leather Co. 

SEATON ALEXANDER, President, 
Alexander & Co. 

ARTHUR D. ANDERSON, Editor, 
Boot & Shoe Recorder 

c. L. ANDERSON, President, 
Bristol Patent Leather Co. 

T. F. ANDERSON, Secretary, 
New England Shoe & Leather Association 

GEORGE W. BAKER, President, 
George W. Baker Shoe Co. 


GEORGE W. BAKER, JR., * eed and Treasurer, 


George W. Baker Shoe Co. 

JOHN A. BARBOUR, President, 
Brockton Rand Co. 

PERLEY BP. BARBOUR, Vice-President, 
Brockton Rand Co. 

CHARLES A. BLISS, Treasurer, 
Bliss & Perry Co. 

ELMER J. BLISS, President, 
Regal Shoe Co. 

FRANK J. BRADLEY, President 
Hazen B. Goodrich & Co 

FRANK R. BRIGGS, Treasurer, 
Thomas G. Plant Co. 

E. P. BROWN, President, 
United Shoe Machinery Corp 

MAX BROWN, President, 
Hazen-Brown Co. 

JOHN A. BUSH, President, 
Brown Shoe Co. 

CHARLES T. CAHILL, 
United Shoe Machinery Corp. 

Cc. K. CHISHOLM, Firm Member, 
Chisholm Shoe Co. 

F. S. COBB, President 
Seamans & Cobb Co. 

HENRY W. COOK, Vice-President, 
A. E. Nettleton Co. 

H. T. CONNER, Vice-President, 
George E. Keith Stores Co. 

LOUIS A. COOLIDGE, Treasurer, 
United Shoe Machinery Corp 

E. D. COX 

United ‘Shoe Machinery Corp. 

F. F. CUTLER, President, 
The Shoe Retailer 

A. O. DAY, Secretary, 
R. H. Fyfe & Co. 

Ww G. my glee Advertising Manager, 
Rice & Hutchins 

A. W. DONOVAN, oy 
E. T. Wright ‘& Co., 

HERBERT J. DUNBAR, , ry 
Dunbar Pattern Co. 

W. F. ENRIGHT, 
United States Rubber Co. 

ae eS LUCIUS — Treasurer, 

. B. Evans’ Son C 

MRS. “JENNIE L. EVANS, Firm Member, 
Lewis & Reilly 

PERCIVAL B. EVANS, Vice-President, 
L. B. Evans’ Son Co. 

R H. Fyfe, President, 
R. H. Fyfe & Co. 

A. H. GEUTING, Dealer and Ex-President, 
National Shoe Retailers’ Association 

L. H. GILSON, 
3rockton Rand Co. 

Ww. C. GOODWIN, 


Dealer 
JOHN S. GRIFFITHS, President, 

L. B. Evans’ Son Co. 
F. A. GUINIVAN, 

Orthopedic and Merchandising Specialist 
A. C. HEALD, Treasurer, 

Stetson Shoe Co. 
A. V. HOLBROOK, President, 

A. V. Holbrook Bootery Co. 

‘>, Partner, 


CHARLES ed HOYT, President, 
Farnsworth Hoyt Co. 

HERBERT V. HUNT, President, 
Hunt-Rankin Leather Co. 

GEORGE BE. KEITH, President, 
Jeorge E. Keith Co. 

HAROLD C. KEITH, Treasurer. 
George E. Keith Co. 

J. F. KNOWLES, Treasurer, 
W. G. Simmons Corp. 

GEORGE H. LEACH, Secretary. 
George E. Keith Co. 


WILLIAM R. LEWIS, Firm Member, 
Lewis & Reilly 
WILLIAM LIVINGSTON, 
R. H. Fyfe & Co. 
A. H. LOCKWOOD, Editor, 
Shoe and Leather Reporter 
FRANK R. MAXWELL, Vice-President, 
GEORGE H. MAYO. Ma tviet 
YO, Manager Footwear D 
United States Rubber Co. _ 
H. C. McLAUGHLIN, Shoe Buyer, 
Potter Shoe Co. 
J. J. McPHILLIPS, 
Seamans & Cobb Co. 
ALLEN H. MEADORS, Partner, 
John A. Meadors & Sons Co. 
J. G. MENIHAN, President, 
Menihan Co. 

T. C. MIRKIL, Secretary- -Commissioner, 
National Shoe Retailers’ Association 
HENRY MOOREHOUSE, General Manager, 

Brockton Last Co. 
RAYMOND P. MORSE, Treasurer, 
Morse & Burt Co. 
es A. MUNROE, Meg ‘i ae mae 
T. Wright & Co. -» Ime. 
GEORGE A. NEWHALL, Vice-President, 
Jones, Peterson & Newhall Co. 
JAMES P. ORR, President, 
Potter Shoe Co.; Pres. N. 8. RB. A. 
GEORGE E. PEIRCE, Firm Member, 
Thomas F. Peirce & Son 
PAUL A. PETERS, Vice-President, 
Peters Mfg. Co. 
WILLIAM F. PETERS, President, 
Peters Mfg. Co. 
BURT W. RANKIN, Treasurer, 
Hunt-Rankin Leather Co. 
J. B. REINHART, Vice-President, 
Wizard Foot Appliance Co. 
CHARLES A. REYNOLDS, President, 
ge Leather Co. 
FRED B. RICE, Vice-President, 
Rice & Hutchins 
G. 8S. ROTH, Manager Shoe Department, 
wets Donaldson Co. 
SCATES, Shoe Division 
William Filene’s Sons Co. a 
T. M. SCOGGINS, Vice-President, 
Krupp & Tu uffly 
MARK W. SELBY, Vice-President and Secretary, 
Selby Shoe Co. 
THOMAS w. SHERRON, President, 
Sherron Shoe Co. 
MILO A. SLADE, Firm Member, 
Slade Shoe Shops 
F. W. SMALL, Manager Shoe Department, 
Gilchrist Co. 
S. G. SPITZER, Manager Shoe Department, 
S. Kann Sons Co. 
FRED W. STANTON, Secretary, 
National Shoe Travelers’ Asedtation 
FRANK H. STELLING, 
Stelling- Nickerson Shoe Co. 
E. H. STETSON, President, 
Stetson Shoe Co. 
JAMES H. STONE, Editer, 
The Shoe Retailer 
J. F. TEEHAN, Vice-President, 
Dunbar Pattern Co. 
B. B. TERHUNE, Treasurer and General Manager, 
Boot & Shoe Recorder 
L. F. TUFFLY, President, 
Krupp & Tuffly 
VICTOR E. VAILE, President, 
Vaile Shoe Co. 
H. L. VAN DEGRIFT, General Manager, 
Van Degrift Shoe Co. 
GEORGE A. VOLK, Firm Member, 
Volk Bros. Co. 
L. W. VOLK, Firm Member, 
Volk Bros. Co. 
J. M. WATSON, President, 
Guarantee Shoe Co. 
K. W. WATTERS, President, 
K. W. Watters Co. 
R. R. WILKINSON, Shoe Buyer, 
Cohen Brothers 
W. W. WILLSON, Store Sales Manager, 
Rice & Hutchins 
BE. T. WRIGHT, Treasurer, 
E. T. Wright & Co., Ine. 
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This year every well-dressed woman will 
require several pairs of Spats to match 
her different costumes. The Spats she 
will ask for, of course, are the 





SPATS-“BOOT-TOPS 


Everywhere the STAND- In the STANDARD 
ARD TRIMLINE model = BOOT-TOP dealers are 
is the Spat universally 
accepted for everyday able to show the smartest 
wear. Its graceful lines cloth-top-shoe effect ever 


and master-tailored ap- — designed. Made to slip 
pearance have made 


TRIMLINE the ac- on over the heel without 
oe eee from a buckle, the BOOT- 
the first. ealers know . s: 
that this smart spat is Ty ae ep poet 
now more than ever in 
demand. fashionable woman. 


ant requirement of the 


The SPORT MODEL has been designed on 
new “‘mannish” lines to meet attractively the 
style demands of Outdoor activity. This spat 
looks particularly well on the low heel brogue 
and sells for a great variety of occasions not 
served by any other model. 


Nationally Advertised 


All three STANDARD models will be supported vigor- 
ously this year by a still more extensive Advertising Cam- 
paign reaching the well-dressed women in every com- 
munity. It is advisable to place early orders. While 
we have increased our production capacity it must be 
remembered that we have to meet the world’s heaviest 
demand for high grade spats and boot-tops. 





Made in the Exclusive 
**RAUTEX”’’ Fabrics— 


cloth, linen, silk and S. RAUH & COMPAN Y 
ype Aaagaas 310 SIXTH AVENUE NEW YORK 


fashionable shades. 
| The largest and foremost manufacturers of Spats in the World 
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ae nee _ 


A LINE..OF CHILDREN’S TURN SHOES THAT WE 
WANT YOU TO KNOW MORE ABOUT 


‘‘Domino”’ shoes are a popular price, well-made line of children’s turn shoes. 
They are made in every desirable style and leather, and are the result of concen- 
tration along just one line of production. 

We have an exclusive agency proposition to offer reliable 
wholesalers in open territories on our “Domino’’ Line. It 
will be to yom profit to write us and get the details. 

Domino Shoes are made in sizes running from 2 to 5; 4 to 8; 
8% to 11; in no heel, wedge heel and spring heel. 


STANDARI a. IDARD OF | wALUE 
































Patent 


MARY JANE _ IN CHILDREN’S SHOES 





‘TAN KID BOOT 





— 

















Samples and Information Gladly Sent on Request 


SLIPPER CITY SHOE COMPANY 


Manufacturers for the Wholesale Trade Only 


| HAVERHILL, MASS. 
BOSTON OFFICE: 173 LINCOLN STREET, BOSTON 




















OPPORTUNITY 
IS KNOCKING 


25 to 35. One who has been con- 

nected with large retail shoe store 
and is thoroughly familiar with the prob- 
lems of the business, or travelling salesman 
pee has had experience selling retail shoe 
trade. 


Good opportunity for man willing to spend 


N LARGE wholesale house wants man, 


























**Theo \ No 
Ties ” “= Delivery 


ert pe Vamp, Wty Satin Quarter, Theo Tie, Turn, 
8-8 Full Louis Heel oC $7.50 

a tat Black Ooze ciated Above. AAtoC 

B1721—All Brown Ooze. AA to C 

B1722—All Black Kid. AA toC............200- eens $8.00 

B1615—All Patent Leather. AA toC................ $7.50 


G. E. LIPPMAN SHOE CO. 


1627 Washington Ave., 7th Floor St. Louis, Mo. 























a good deal of time on the road in all parts 
of the country and do good, hard, enthusi- 
astic work. No goods to sell, but high- 
grade article to demonstrate. Good salary 
and long engagement for right man. 


Write, giving references and experience, 
B770, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. . 


we 


































































































lO ot fHEH Af Dy. 


él (QQUALITY 
SO HASTERN STYLE 


Typical of 


MARION 


SUPERIORITY 


One of Our 28 Styles 
In Stock Right Now 


No. 202X—Mah. 
Calf Lace Oxford, 
BAYONET Last, 
12-iron Edge, 
Wingfoot Heel. 
AA to D Widths. 


IN STOCK 
$ No. 201—Mahb. Calf Long Vamp Bal., BAYONET Last, 13-iron 
9.00 Edge, Wingfoot Heel. AA to D Widths. IN STOCK........ $9.50 


An order for sizes—or even a request for sample pairs from 
Stock—will show you why the MARION proposition is proving 
of unique interest to real live Shoe Merchants. 





High Grade 
Salesman Wanted 


FOR' 
Kansas and Nebraska 
Applicants [requested 
to telegraph with = 
references 























a 
FORFIr FORSTYLE ‘FORWEAR 


| BEACON SHOES 


THERE ARE NO BETTER 


. 


y 


Stock Styles Can Be Shipped with Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 


) 
Ail 


Hi 


Below we illustrate some of our STOCK STYLES READY TO ) SHIP 


(50 STYLES IN STOCK ]} 








RETAIL SHOE PRICES OF TODAY 
$8.00 $9.00 $10.00 $11.00 $12.00 


These are the prices your customers will pay and at such prices they are entitled to 
receive real value. Below you will find an address worth remembering because we are 


prepared to supply you with shoes and oxfords to sell at just these prices 


Our catalogue illustrates for at once delivery the following: 
To Retail for | $8.00 $9.00 $10.00 $11 and $12 


one two seven two 


Oxford Styles 
Bal and Blucher Styles two five ten twelve 


50,000 Pairs of Oxfords For Delivery NOW! 


F. M. HOYT SHOE CO., Manchester, N. H. 
STOCK DEPARTMENTS LOCATED AT 
18 South Wells St. Manchester 
Chicago, Il. New Hampshire 
Order from nearest point. Latest catalogue sent on request 








FOR FIr- FORSTYLE FORWEAR 


| BEACON SHOES | 


THERE ARE NO BETTER 


Stock Styles Can Be ShippedjWith Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 


Below we ‘actrate some of our STOCK STYLES READY TO SHIP 


(SO STYLES IN STOCK } 








No. 258 Dover Last Price $7.00 
Burgundy Side, Square Throat Oxford, Wing- 
foot Rubber Heel, A and B 6-11, C and D_5-I1. 


Ne. 209—Same in Gun Metal Side Price $6.15 


— 


Victor—A Conservative Round Toe (Not a High Toe) 


No. 257 Victor Last Price $6.85 
Cordo Russia Side Blucher Oxford, Wingfoot 
Rubber Heel, A, B and C 6-11, D and E 5-11. 


No. 295—Same in Black Vici, Leather Heel. 
Price $6.85 


F. M. HOYT SHOE CO., Manchester, N. H. 
STOCK DEPARTMENTS LOCATED AT 


Chicago, Ill. New Hampshire 
Order from nearest point. Latest catalogue sent on request 


18 South Wells St. 





Brogue Oxfords 











A New Sport Oxford 


Made in Mahogany Veal Calf 
Goodyear Welt, Flint Stone Tan- 
nage, Over-weight Oak outsole, 
sole leather counters and box 
toes, solid grain leather inner- 
soles, brown ooze quarter lining, 


10-8 leather heel. 


A B ¢ D 
314-8 3-8 2148 21448 
Specially Priced $7.00 
IN STOCK AT ONCE SHIPMENT 














AM ady Shoe (Ompany 


OMENS NOVELTY SHOES 





64 READE STREET NEW YORK CITY 





Another live, up-to-date number 


On a very popular last, made in all 
leathers, by the most experienced shoe- 
makers in Brockton, to retail from $8.00 
to $12.00. 


Merchants, see our line of Men’s Welts 
before making Fall purchases. 


BROCKTON SHOE MFG. COMPANY, Ince. 
BROCKTON (Campello Station) MASS. 
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OXFORDS? 
BAKER HAS °EM! 


KID =~ CALF = SIDE 
No. 299 $9.25 


No. 299 Havana Brown Kid Blucher 
. » One of Our Boylan’s Elk, Combination Last 


“BEST SELLERS” Widths A-E Sizes 6-10 


Also in BLACK 
No. 288 -- - $8.25 
Widths A-E Sizes 6-10 
————] 


ON ORDER 
No. 211 $8.25 


Dark Mahogany, 
Genuine Calf, as 
above. 


GOOD SHOES Send 


for 
Catalog 


100% Leather—that’s why 
they are “GOOD” 


J. RALPH BAKER 


Bridgewater, Mass., U. S. A. 














H-BRISCOE SMART SHOE 
a * ay 


“ 
S the way to set another new 
sales record for the Fall 
campaign—just as they have for 

many seasons past. 


We are showing you a typical 
example of their smartness in this 
handsome “brogue,” and there are 
lots of others just as appealing. 


Remember we are as usual sharing 
with our customers the economies 
we have effected by forehanded 
purchasing of raw materials. 


SMITH-BRISCOE SHOE CO. Inc. 


Makers of Good Shoes for Men? 
LYNCHBURG, - - - VIRGINIA‘ }- 


Made of Seurs’ 
Enameled French 
Horsehide 














— 


HUBTIP” 


“NO METAL TIP” GHOE LACES 


“WOVEN TIP’’ 





APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s 
- 27 in. per gro. Strings 36 in. per gro. Strings..... $3.25 45 in. per gro. Strings..... $3.85 
30 *“ x i a hl © 00 0 ee 54 “* ata Ae * 





- « 5.25 


Men’s in. per gro. Strings. . : 4.80 


F ASSORTMENT CABINET 
48 pair 36 in 
24 Lid 45 ee 
E ASSORTMENT CABINET 
36 pair 36 in 
36 o 45 Li 


G ASSORTMENT CABINET 


D ASSORTMENT CABINET 





18 pair 36 in 
18 “se oe 
18“ 45 “ 
i Ch. Me ere 


ORDER A TRIAL CABINET 
t. 
COUNTER DISPLAY EASEL 


36 pair 36 in 





A ASSORTMENT CABINET 
36 pair 36 in 





' FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U. S. A. 


TTT iis 
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OXFORDS 
Ready to Ship 








Stock Style No. 591—Cherry Calf 
‘Varsity Oxford, Winchester Last, AA 
and A, 7 to 11; B and C, 6 to 11; D, 


5 to 11. 
Price $8.75 











SMART STYLES OF FINE MATERIALS 





Stock Style No. 594—Winchester Last 
Cherry Tan Calf Varsity Oxford, Wing 
Tip. Sizes and Widths AA and A, 7 to 


11; Band C,6to1l1; D, 5toll. 
Price $9.25 











Send for Catalogue 


THE DALTON COMPANY, INC. 


Makers of Men’s Fine Shoes 
\ BROCKTON, MASSACHUSETTS 


(Br sae 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 


— Se Ff — 2 — - ¢ 








o——- © a © ee 6 ee ee 8 Oe ee ee 8 8 Oe ee 8 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
_ Heel and Edge 


ENAMEL 


adds a much-needed ‘‘finish- 
ing touch’’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. Early stocking-up is 
advised. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


Auburn, Me i ay ee 124 Main 
Brockton, Mass na, M. 306 Broad 
708 Broadway ariboro, Mass. ......... 11 Florence 

18 South Market Milwaukee 258 Fourth 

145 Essex 216 Chartres 
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MMPS 
an — ii 


Ra 


il 


Popular Priced 
Oxfords In Stock 


B 0673 C—$8.25 


Women’s Black Glazed Kid Welt Oxford 
Kenmore Last, 6-Eyelet, Imitation Tip 


B 0429 E—$6.50 
Women’s Black Climax Kangaroo McKay 


Oxford, Kenmore Last, 6-Eyelet, Imita- 
13-inch Cuban Heel. A, 4 to 8; B, 3% 


tion\Tip, Perforated Vamp, St. Throat, 
1% inch Cuban Heel. A, 4 to 8; B, 3% to 8; C,3 to 8; D, 2% to 8. 


to 8; C,3 to8; D,2% to 7%. 
Net 30 Days Net 30 Days 


The two styles illustrated above have an unusual degree 
of smartness that makes them the choice of all women 
who desire fashionable footwear that will give satisfactory 


service. - 


Live merchants who cater to the best trade in their 


community will find these two oxfords desirable styles~ 


to have on hand. 


They are in stock—Order now 


UTZ & DUNN CO. 


ROCHESTER « NEW YOItK 


BRANCH OFFICES 
Los Angeles 


Denver New York City 
218 Charles Bldg. Bush Terminal Sales Bldg. ee 


TIGER & McNUTT 130 West 42d St. 
8 A, McOMBER 


Spice grace 


, 


, 
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SOCKET-FIT SHOES 


FOR MEN AND WOMEN 





Meet every requirement of The National Board of the Y. W. C. A. in 
their campaign for better feet and more sensible shoes. aa Kise 9.50 
050—Br.Kid 10.00 
060—Br.Cif. 10.00 
070—White 
Reignskin 


Ze. we. GA, Pe 


APPROVED FEATURES 


1—Broad Toe. 

2-—Flexible Shank. 

3—Straight Inner Line. 

4—Broad Low Heel. 

5—A Last which properly Balances Weight of Imprint of 
Body and makes walking and standing natural. Normal Foot 


TAKE ADVANTAGE OF THIS Y. W. C. A. CAMPAIGN! 


Don’t Lose this Opportunity to Obtain 
the Agency in Your Town for 


SOCKET-FIT SHOES 


Carried in Stock AAA to EE Union Made 


Send for Catalog showing complete line of styles with prices 


STOVER & BEAN CO. 


LOWELL, MASS. 














40—BI. Kid $10.50 
50—Br. Kid 11.00 











ee a a a ee a a eR ee Le Lia 


RUSSELL’S “NEVER-LEAK’”’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right 
IGHT-WEIGHT, comfortable and as water repellent as 


leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’’ SEAMS 


are warranted not to break or open 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair—their con- 
fidence is earned by the actual service the boots render in the “going.” 


Catalog and merchants’ price list yours for the asking. 


W. C. RUSSELL MOCCASIN CO. 


BERLIN 2: 2 i: WISCONSIN 


So Ue ss mem ett 
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The Diana 
‘= brog ye book sage ie 


neg Fore 4 tan calf, Ply 
cinbed Poor and 


f i prope 
abt dnd ib li ot ei 


rag 
pie ose 7g, 8 outdoors. 


MOORE-/HAFER" 
“WAIOE° MFG °CO* 


BROCKPORT. N.Y. U,4A. 


NEW YORK OFFICE:.606 MARBRIDGE BLOG., BROADWAY AT 34% ST. 
JACK E. JESTER, MGR. 
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HREE ’ISHEO IES 


IN-STOCK RIGHT NOW 








No. 675 


No. 665 
Gin Metal Theo Tie, Turn Dull Luna Kid Theo Tie, 
Sole, Full Louis Covered Heel. Turn Sole, Full Louis Covered 
: ie Heel. 
Widths &-D Widths A-D 


Price $7.50 Price $6.75 











No. 1165 CAN WE SEND 


ORDER BY WIRE 
Patent Leather Theo Tie, Turn Sole, YOU OUR CATALOG 


IMMEDIATE u i ered Heel. 
: SHIPMENT ede eo OF IN-STOCK 
GUARANTEED. Price $7.50 NOVELTIES? 


EIGNER SHOE CO. "see" BOSTON 

















BOUDOIRS IN STOCK 


Send us your orders and we will prove to 
you that ours are the best you ever had. 


BLACKS $1.50 REDS $1.65 
Less 2% ten days 


Satisfaction Guaranteed 
We also make Strap Sandals, High and Low Heels 


THE CONSOLIDATED SLIPPER CO., Haverhill, Mass. 




















HUB GORE--Romeos and Juliets 


ARE THE STANDARD— 
THEY SELL —_ 
HUB GORE—INSURED 
FOR TWO YEARS 


EVERLASTIK, Incorporated 


HUB GORE MAKERS 
BOSTON , NEW YORK 
52 Chauncy St. : 395 Broadway 























\ 
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One of the big rolls of felt starting on its 
journey through the saturating machines . . 


There i is no substitute— 


The Vulco-Unit Box Toe not only reproduces the style 
and snap of the last but it keeps it there.as long as. the 


LCC IT 
BOX®@! TOE 


Process Pat. Aug. 19, 1913. Pat. Jan. 12, 1915. Pat. Jan. 12, 1915. 
SOLD ONLY BY 


BECKWITH BOX TOE CO. 
108 LINCOLN ST., BOSTON, MASS. 


The genuine 


G. W. KIBBY & CO. GEO.” A. SPRINGMEIER 
Chicago, Il. Cincinnati, Ohio * . 





/ 


BOOT AND SHOE RECORDER April 10, 1920 

















Keith’s Konqueror Oxfords are Real Shoes 
and Real Sellers— 


STOCK STYLE 696—Cordo Side Oxford. Kremlin Last. A-D, 5 to 11. 
Send for Spring and Summer stock style catalogue 
The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), Mass. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 


























Rent a ELLIOTT 























Maintenance 
Service is the 
BROCKTON, MASS. alee. ” 
It will fit your 


SENSIBLE 
OXFORDS Or 


If you 

' prefer 

FOR MEN ‘WHO WANT COMFORT PLUS to own a 
PLEASING LINES! Machine 


Stock No. 6024 $6.25 Buy 
Dark mahogany side teather, . rubber heel, uy an 


oe ee ELLIOTT 


Stock No. 64070 $5.25 
Dark mahogany side leather, rubber heel, un- 


branded. 


Stock No. 6100 $5.75 
Gun metal veal, rubber heel, branded. 


‘ stock NOW! ’ 
pr pa pa ede Ask Your Jobber for 
The Elliott Plan 


A. Freedman & Sons és tells oe. 


182° Lincoln St., Boston, Mass. ’ E ; 
Detroit... + Brockton ELLiGTT MACHINE CO. ~ Grand Rapids, Mich. 


creme oe 





ELLIOTT 
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* jorella 
inder®! 
WHITE 
FABRIC 
= S DRESSING 
WD Went Rub OFF 























































erella 
“ White Fabrie Dressing 


Won ¢ Pub OFF’ 


This Cinderella product is a wonder! It cleans white _ ape CZ 

fabric footwear without clogging up the pores of the a —_ ‘iY (ie 
: 1o1 i 1 Kid L Finish; al 

fabric, renews the original snowy whiteness and will uster Finish; also EG We will try Cinderella 

White Fabric Dressing, 


not rub off. The attractiveness of the Cinderella pack- '¢ hoor a 
if you send us a sample 
bottle free. 





















age invites the eye—the quality of the contents pro- 
duces repeat sales. 


A Sample ton Ty © Yon Wet te iid RF Rao cece econ eee et 
Se Pe Nc is tiecwccuce tied 


Everett & Barron Co. GS WES: DOLE SO CEE. { 
ieee MS RI oe ee ’ 


























Cinderella Qualit 





Products 
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In the answer to this question there’s the 
answer to one of your business problems : 


Restaurant hash doesn’ t 
appeal to you. 


Why: 


Fine cuts of good meat can go into 
hash; and often they do. 


But no one expects to find choice meats 
in hash. You don’t; and you pass it 
up, take something else on the bill-of- 
fare. 
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How it applies to your retail 
shoe business 


HE shoe merchant who buys several 
different makes, who offers his cus- 
tomers simply “shoes,” is in the same 

fix as the restaurant keeper with hash. 


His shoes may be good; they may merit 
the fullest confidence of the public, but— 


In these days when men and women 
know some good makes of shoes by name, 
the absence of those names makes it neces- 
sary for the merchant to overcome a sus- 
picion that’s as natural as yours when you 
pass up restaurant hash. 


The merchant who picks out the best- 
known lines of shoes, buys representative 
stocks of those lines and offers his customers 
footwear with a name that they know—that 
merchant is bound to sell more shoes and 
sell them easier than his competitor with 
a'mixed up stock. 

It’s natural that he should. A big part 
of his selling job is already done. Confi- 
dence is established by the recognized name. 


His selling effort produces quicker and 
better results. It shows in his turnover; 
he handles a bigger volume of business on a 
minimum investment of capital in stock. 


And his yearly profit is greater! 


Further,(,his store is thought of as a 
quality store, not a cut price place. His 
sales are made at full prices and full profits. 
And, at the end of the season, he doesn’t see 
his profits cut down by losses on big clear- 
ance sales of broken lines and slow sellers. 


The secret of big volume and better 
net profit ig concentration on well-known, 
advertised lines. 


Samuel Brett, of Altoona, Pa., proved it 
by building up, in a single year, a $140,000 
shoe business. Sam Schwartz, Muncie,Ind., 
proved it, too. Started with $345 and he’s 
now selling $100,000 worth of shoes a year. 
So did Eli Redelsheimer, of Nashville, Tenn., 
whose business runs into six figures, whose 
store holds a commanding position in his 
city. And so have scores of other mer- 
chants in towns of every size. 


The women’s shoe they’ve featured is 
the Red Cross Shoe, the best-known shoe 
among women and the “most salable shoe 
in America.” ‘With its complete style and 
price range they have met every need in 
shoes of its grade, under the one known 
name. 





Doesn’t this suggest something to you? 
That perhaps you can increase the volume 
of your business and get a bigger return for 
your investment and effort? That perhaps 
you have overlooked an important appeal 
in selling shoes? ‘That perhaps you are 
working against a prejudice that folks just 
naturally have?—are offering them “hash’’? 


The advantages of concentration on the 
famous Red Cross Shoe have just been 
touched upon, here. Why not get the whole 
story—now. An interview with one of our 
representatives would give you the facts; 
then you could decide wisely—not guess. 


Write or wire for an interview. It will 


not obligate you. 


The Krohn-Fechheimer Co. 


807 Dandridge Street 


- Cincinnati, Ohio 
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THE DRUG EVIL- 
THE NEXT TO GO! 


When the facts are known, there can be no two 
opinions as to the peril in which the country is 
being placed by the spread of drug habits. 


In New York City alone, Dr. Royal S. Copeland, 
health commissioner, estimates that there are 
upwards of 70,000 drug addicts. It is definitely 
known that to supply its growing drug-using 
population this country imports one-third more 
drugs every year than any other nation in the 
world. Heroin is the drug most used, while 
morphine is second. 


In endeavoring to meet this new peril, the Salva” 
tion Army, the organization which did the most 
to reform the now almost non-existent inebriate, 
is planning to devote considerable funds and 
many of its admirable facilities to combating this 
new menace. The first center of its kind for the 
treatment of drug addicts will be opened on a 


under the open sky and in the fresh air, the 
addicts will stay for a number of months working 
on the farm to occupy their minds while slowly 
building up the strength of body and will. 


® 
a 8 
e 
a | & 
UY farm within easy reach of New York. There, 


| | 
ee 
Additional money for the work is to be provided 
from the funds received in the Army’s coming 
annual appeal scheduled for May 1 to 10, in 
which the organization is to ask the American 
public for the amount required for its mainte- 
nance for the next twelve months. 


THE SALVATION ARMY THE DRUG EVIL MUST GO—MONEY 


MUST BE RAISED TO FIGHT IT—WILL 


NATIONAL HEADQUARTERS YOU HELP? 
122 WEST FOURTEENTH ST. 
NEW YORK CITY 
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CYhirst S20°S; 


“ee Vici Kid 


3016—White Washable Kid 


3003—Patent Leather, White Cabretta Top 

3005— White Cabretta 

3007—Patent Leather, Gray Cabretta Top 

3009—Brown Kid, White Cabretta Top...:........ 

3011—Red Cabretta 

3101—Patent Leather Mary Jane 

3103—White Canvas Mary Jane.................. é 
3015—Brown Vici Kid...................$ 
3017—Patent White Wash Kid........... 
3002—Black Kid 
3004—Patent Leather, Mat To 
3006—Patent Leather, Brown Kid 
3008—Patent Leather, Champ. Cab. Top.. 1. 
3010—Brown Kid, Champ. Cab. Top X 
3012—White Canvas 


ReRRRRRRE 


BS 


iS be be be be to be 





All the above numbers, sizes 1-4. 


Henry Kleine & Co. 


208-214 W. Lake St. : : Chicago 





_ 

















UR large production—2,000 sides per day— 
O acnables us to give you just the selection you 

gneed. Our several distributing points enable 
us to give you quick service. We carry a full line 
of stock in New York and in Chicago, as well as at 
our tanneries in California, which means that you 
get your shipments with the least possible delay. 


Monarch of the Oaks 
Sole Leather 


tanned especially for the findings trade is 
offered you in a full line of 


Sides Backs Bends . 
Jumbo Blocks Squares Strips 
Toplifts 


Call for MONARCH OF THE OAKS SOLE LEATHER 
Handled by all leading jobbers 


KULLMAN,, SALZ & GO, 


Tanners of Real Leather 


82 Fulton St. Wells Fargo Bldg. 220 W. Lake St. 
New York San Francisco Chicago 
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TRADE MARK 








IN STOCK 
Growing Girls’ 
OXFORDS 
> cp and PUMPS = vco sx: 


FAIRY 2114 
Tan Side Lace Oxford 


2% 


aians Goodyear Welts 
GRIEB SHOE MFG. COMPANY 


PHILADELPHIA, PA. 


OFFICE and SALESROOM 
531 Market Street 


Factories— 
Vineland, N. J., Palmyra, Pa. 


BOSTON OFFICE 
183 Essex Street, 


Room 409. 


FAIRY 2113 
Patent Plain Pump 


$5.00 


NEW YORK OFFICE 


1012 Marbridge Building, 
Broadway and 34th Street. 


Phone Greeley 3966 























WE WILL BUY 
WHAT YOU CAN’T SELL 


Shoe Merchants desiring to clean their 
stocks and rid their shelves of dead stock 
such as small sizes, broken lines, old 
styles can ship us what they have and 
turn same into cash. We can use any 
style, any size, any kind, and will pay 


the following prices: 
Per Pair 
Women’s Leather Shoes........... . $1.00 
Women’s Leather Low Shoes........ 15 
Women’s Canvas or Fabric Shoes.... .50 
Women’s Canvas or Fabric Low Shoes’ .25 
bse oe one gach meee ERE 25 
Men’s Shoes....... nea fe ee 
Men’s Oxfords. . Tee 
If your consignments ‘ie 200 ) Ibs. or less, ship by 
Express; if over, ship by Freight. We will remit 
upon receipt of goods. 
References: The Pacific Bank of New York, 
R. G. Dun & Co., The Mercantile 


Agency, 
Bradstreet’s Shoe & Leather Agency 


H. J. GILLES & COMPANY 


Job Department 


315 and 317 Church St. New York City 








gs Real 
Brogues 


WORCESTER 


(2) Special lasts 
(2) Special leathers 


Scotch Grain 
Cherry Cordovan 


A “Real’’ order 
will follow your 
trial order 


It’s a swift 
seller - 


Full line of 
Young men’s 
shoes on new 
lasts. Ask to 
see samples. 


FREDERICK S. PECK 
WORCESTER, MASS. 
Boston Salesroom: 207 Essex Street 
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READY APRIL 15 
No. tA Orade bs oa, por 
T AAG t. Ki 
IT DOES-NOT FOLLOW THAT Leather Louis Heel.. .. $6.75 


No. 319—B Grade Black 


YOU CAN GET THEM. a... ..: es ol $6.75 


INDEFINITELY. . 


READY NOW SIZES 


No. 334-3—Strip Pump 
Turn, AA Grade Patent Colt, AA44%-8 A48 B3%8 


18-8 Wood Louis Heel. $7.50 C2%7 D2%,7 


fs § Sweet sthenl Auburn, Me § 
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STOCK oe SHOES 


PINGREE SPECIAL SHOE 
«sMade Good Since 1866” 


FINEST SURPASS KID 


ON OUR 
Famous Combination Last 


HAND LASTED ALL LEATHER 
$11.00 


1% 10 days. Sizes over 11, 50 cents extra 


F. C. PINGREE SONS CO. 


Makers of Men’s Fine Shoes 
Stock No. 111 


B12 6-12 DETROIT MICHIGAN 
Chicago Office Salesroom, 19 So. Wells St. 








-. 6-12, 








NOW READY! 
1920 DIRECTORY 


OF 


VARIETY Shoe Manufacturers 


AKING Shoes for the men of a nation, from Covering all the improved features of previous 


the hightop Loggers that have been so 
successful in the Northwest—the Rail- editions, thoroughly and carefully revised to 


some, Factory, Mining and Dress Shoes, even to date. Over 200 new firms and reorganiza- 

the easy, comfortable Pilgrims and Congress changes in lines 

has given us a wide variety. : tions, changes i in addresses, ° _ = 
production, etc. Remember this is the only 


And yet each Line, and each pair, is built with the i ak clas 
same studied care, and reflects the pride DAY- Directory giving complete description of 


TON workers themselves take in Dayton’s product, output in plain figures, and contain- 
Shoes. ing the names of actual manufacturers—no 


Our wide variety helps us to serve you. Our . . 
care and workmanship help you serve and satisfy jobbers included. 


the customer. Price $2.00 Postpaid 


Dayton men cover the Entire United States. 
Shoe Trades Publishing Co. 


: i Write us for Catalogue and Information. 
WILLIAMSPORT.PA. 683 ATLANTIC AVE. . BOSTON 
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Enterprise— 
in a business paper 


By the success of its self- 
development you can some- 
what judge the value of a 
commercial periodical. 

If it sells readily the only 
two things it has for sale — sub- 
scriptions and advertising space 
— keep your eye on it! 

If, in addition, its influence 
constantly grows, hitch your 
own business chariot to it! 

Everybody loves a winner! 

s* ¢$ ¢ * 
..The Boot and Shoe Recorder 
readily sells subscriptions. It 
has 40 per cent. more paid 
subscribers than its nearest com- 
petitor. 

Today those subscribers num- 
ber more than 10,750. 

The Boot and Shoe Recorder 
readily sells its advertising 
space. Each of its issues con- 
tains, cn the average, 30 per 


cent. more pages of advertise- 
ments than its nearest competi- 
tor. , 

And the subscription price 
and advertising rates of the Boot 
and Shoe Recorder are materi- 
ally higher than those of any 
competing publication. 

No advertising agent receives 
a cent of commission for plac- 
ing advertisements in the Boot 
and Shoe Recorder; yet the 
paper receives orders for more 
advertising direct from such 
agents than any other compet- 
ing periodical does. 

Why is all this? 

It’s enterprise. 

— successful results from the 
constant efforts of the Boot 
and Shoe Recorder to improve 
itself and its service and remain, 
as it has been for thirty-eight 
years, the predominant publica- 
tion of its kind. 


—get acquainted with 


The Boot and Shoe Recorder 


BOOT AND SHOE RECORDER PUBLISHING co. 
BOSTON, MASSACHUSETTS 


New York, 127 Duane Street 
St. Louis, 1627 Locust Street 
Rochester, 609 Powers Bidg. 


Chicago, 189 W. Madison Street 
Cincinnati, 1st National Bank Bidg. 
Philadelphia. 929 Chestnut Street 








THIS ADVERTISEMENT APPEARS DURING WEEK OF APRIL 5 AND APRIL 10 IN 


St. Louis Globe-Democrat 
Rochester D. t and 


Chronicle 





Cincinnati Enquirer 
Milwaukee Wisconsin-News 
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Will not rub off! 


cus WHITE—as the name implies—is a 
white that cling-—-DOES NOT RUB OFF. 
It cleans as well as whitens. Is easily and quickly 
applied. Dries quickly and evenly—giving a finish 
of beautiful velvety whiteness. It helps preserve 
shoes. Equally good for Buck, Nubuck, Suede, 
Canvas, and all white duck fabrics. Once tried 
Kling White will sell itself. The attractive package 
lends itself advantageously to display purposes. 


Early stocking-up is advised. 


UNITED SHOE MACHINERY 
CORP. : : BOSTON, MASS. 


BRANCHES 
Auburn, Me. Johnson City. N. Y. 
Brockton L 


Chicago arlboro 
Cincinnati Milwaukee 
Haverhill New York 
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OHNSON BROS. 


SHOES FOR FALL 


























A FALL OXFORD FROM 8ARNET’S NEW 
SHADE OF CALFSKIN. MADE OVER . 
THE BEST FITTING OXFORD LAST 
THAT JOHNSON BROS. HAVE EVER 
SHOWN. 











Made fa the Pine Tree State” 

















AMIDST THE FLUCTUATING PRESENT DAY STYLES, THE CLEAN, 
TRIM OXFORD HOLDS ITS OWN WITH EVER-INCREASING POPU- 
LARITY. THE ONE ILLUSTRATED ABOVE IS ONE OF THE SEV- 
ERAL OXFORD MODELS THAT WILL BE FOUND IN JOHNSON BROS.’ 
LINE FOR FALL. 





PRICED FOR VOLUME 


OHNSON BROS. SHOE MFG.CO. 


H ALLOWELL, MAINE 
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The Day Has Passed When “Calf ne 
Meant Simply Leather 


It is more necessary than ever before for the retailer to 
be able to distinguish between dependable and mediocre 
tannages—and he is alive to the fact that it is necessary 


To protect himself he specifies 


Brown’s Quality Calfskins 


Koko 3, Otter 12, Rich Tan 11 and Black Ooze with No. 15, Plain or 
Boarded, for the Export Trade 


1920 Shades Gladly Sent Upon Request 


C. D. BROWN & CO.,, Inc. 


EXECUTIVE OFFICE AND FACTORY 


nt nail 


i tli, nn ——— fi 

















PlasMate 


Pla-Mates will sell on their 
reputation. 
Pla-Mates will stay sold be- 
cause of their workmanship 
and quality. 


STYLE 1460 Write For Stock Catalog. STYLE 22 


PATENT STRAP PUMP WILLIAMS, HOYT & co. : PONY KID OXFORD 


5-8 $3.50  8}4-12 $4.00 ROCHESTER, N. Y. 5-8 $3.80 834-12 $4.45 
IN STOCK IN STOCK 

















"apace : 
A FACTORY PROPOSITION FOREIGN BUSINESS 


THE ozare x | ~ weasel 
Your overseas customer prefers to do business his wa 


y: 
The House ¢ of f Correction Property If he does not read English, he should be written to in 
Yermont his own language. Make it easy for him to understand 
socnICk CONSTRUCTION your message. 
Gao new thee SS Be oe hs ah oe ee 
pd ‘" n SEAS eqnees Fast Our business is to translate English into one Fo and 


"Five acres of land, pave Mt desieed. vice aoe. Not only letters, but catalogs, brochures, 
tendent's - pamphlets, etc. 
te Hex Ln 125-h. p. Dillon 
| Boilers 126-2, p. Conk Ena sia Ti i I ideal Engine and Gener — Write the Editor, The Export Recorder, 207 South St., 
No Nem » Trabton Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street . Boston, Mass. 
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Gilco Shoe Retainers 
It?s Done in Half a Minute 


THE GILCO SHOE RETAINER with 
its elastic tape at the upper edge posi- 
tively prevents all low shoes and pumps 
from slipping at the heel. It eliminates 
holes and runners in stockings. 


PUMPS NEED NOT 
SLIP AT THE HEEL 


Simply moisten the gummed surface 
of a Gilco Shoe Retainer and stick it 
in the back of the pump— 


Suitable for either men’s or -wom- 
en’s shoes. No Stitching or use 
of tools required. Colors: Black, 
White, Tan orGray. Price, $1.75 
per dozen pair. 


E. T. GILBERT MFG. CO. 


ROCHESTER, N. Y. 
Telephone Your Jobber 











Turn forward for addition and multiplication; beckwerd 
for subtraction and division. Nothing could be simpler. 


By a simple turn of 
the crank it does all 
your figure-work 


“Wrong Answers” cannot happen with the Monroe. 
You see as you go that your answer is correct. All fac- 
tors of your problem are always in plain view. Should 
you make an operating error, you can instantly detect 
and correct it before it enters into your result. 

No experienced operator necessary. No reciprocals, 
complements or intricate rules. On the Monroe you go 
direct from problem to answer in the shortest time—and 
with infallible accuracy. 

Such well-known shoe manufacturers as Endicott- 
Johnson, Moore-Shafer Shoe Mfg. Co., A. E. Little & 
Co. (Sorosis shoes), Rice & Hutchins Chicago Co., are 
users of the Monroe—in the office, figuring payrolls, 
invoices, costs, etc.,—in the cutting room, doing the 
figure-work in connection with the laying of patterns. 
Let us show you how the Monroe can save costly time 
in your business. Mail coupon for complete informa- 
tion, contained in “Book of Facts.” 


, Calculating 
Machine 
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in Theo Tie! 
Certainly! 
Wemakit! 


Wire Your Order —At Once Delivery! 


of 


605—Black Ooze Calf 
606—Brown Ooze Calf . 
604—Chrome Patent Leather 


April 10, 1920 


. $10.00 
10.00 
7.50 


Sb6—Black Giase Bid. ...:...e 3 


Widths AA to C—High Grade— Turn Soles 
Full Louis Heels 


Atlantic Shoe &Slipper Corp. 


147 Lincoln Street Boston, Mass. 











Order 


ACT AT ONCE 
CASE LOTS ONLY NOW 











We are going to turn over 100 cases | acsearer point to 


of Oxfords, at last Season’s Price. a 

a marked rise in prives 

RUSSIA LACE OXFORD next season. We still 

have on hand, lines of the 

GOODYEAR WELT present season, with prices 

GRAIN INNERSOLE unchanged, and we strongly 

C and D wide only advise the immediate 
placing of orders. 


All desired shades 
in stock in box 
15 cloth and felt. We 
—— cannot, however, 
promise complete 
delivery. on all 


The L. B. SCHINDLER SHOE CO. lines. 


99 Duane Street, 30 South Street, 
New York City Boston, Mass. 
Samples and Prices Upon Request 


“SNAPPY STYLES ALWAYS IN STOCK” 
Laing, Harrar & Chamberlain 
43 N. Third St., Philadelphia 


Sizes 6-10 
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» A customer has just left your store. He 





top and think- 


Senet 








Ventilated Pack—Flat No. 250 





spent ten minutes—and several dollars— 


with you, 
“Let me ask’ you a question. 
Did you—during the ten minutes—do everything possible to secure 


that customer's future patronage? 


Did you—during the conversational moment between fitting. and - 


delivering the wrapped package—suggest the purchase of necessary 
accessories? 


For instance—shoe trees! 


Every pair of good shoes sold from your store require shoe trees. It's 
needless to tell. you how trees keep the shoes in shape—prevents 
curling, due to perspiration—assures longer wear, etc., etc. You 
know this. Emphasize to your customer, however, the delightful 
feeling of smoothness,—the sleek straightness—given by correct 
fitting shoe trees. Dwell‘on the genuine economy involved. 


Then offer Miller Shoe Trees! 


After you have done this a few times I think you will agree with me 
that the “conversational moment” is one of the most valuable you 
have—and that Miller Shoe Trees are likewise one of your most 
valuable in-stock assets. 


Let me send you catalog and price list. It will be a pleasure to me 


and a profit to you. 


Shoe Tree Division 


O. A. Miller Treeing Machine ine 


Brockton, Mass. 
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Buyers’ Easy Reference 


*“Jhose totally different shoos® 


WELCH, MOSS & FEEHAN 
MODEL 


No. 9111 
er Goat, 3 
Eyelet Tie. 
ght Weight 
Goodyear 
Welt, 18-8 
Leather Louis 
Heel, AA toD 








Directory 
xo 4 
cst ‘Co ery 


147 LINCOLN STREET 
BOSTON, MASS. 


Manufacturers of 


Top-Grade 





IN-STOCK |! 


Stock No. 

651—Dull "> sgt Toe Oxford, Welt 

Sole, Louis Hi AA-D $7.00 
661—Gun ~ew Fam ~e Imitation 

Tip, Welt Sole, Louis Heel, és 


1661—Havana Brown Kid Cypeed. 
Imitation Tip, Welt Sole, Baby Lou 

Heel, AA-D $7.50 
1651—Havana Brown Kid, Imitation 
Tip, Welt Oxford, Louis Heel, was 


EIGNER SHOE COMPAN 


173 Summer Street Boston, Mass. 








720 
‘Welt Footwear 
for Women 






































MADE IN BROCKTON 


aia oe * 8s Oxford, Creese & Cook’s Cherry Calf, 
—— Last, Wingfoot Rubber wee 


o190~Dhen* s Oxford, Trostel’s No. 33 Russia pe 
Wingfoot Rubber Heel Attached $8.2 


A, B, C, D 
AT ONCE DELIVERY 


_UANDE - (DE - RUTKIN SHOE CO. 








104 READE NEW YORK, N. Y. 








— nationally 
advertised 


—distributed 
internationally 


A representative 
will call at your request 


S TANDARD FELT COMPANY 
WEST ALHAMBRA CALIFORNIA 








Kistler, Lesh & Co. 
SOLE LEATHER. 
AND 


BELTING BUTTS 


TANNAGES 
Mt. Jewett Burke Muskegon 


Boston, Mass. 


St. Marys 


382 Summer St., 








SALES LETTERS 


In Foreign Languages ' 





A SPECIAL SERVICE FOR 
SHOE MANUFACTURERS 


Send your lists—Copy and Stationery te 


F. S. ROOT CO. 


6 BEACON SPREET, BOSTON 
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IN FULL BLOOM 


tA 


Au signs point to the greatest 

oxford season in shoe trade 
history. Everybody is buying 
‘em. Are you going to be caught 
short on styles and sizes, or will 
you be prepared to serve your 


customers when they want serv- 
* 2) Stock Style No. 130—Cherry Calf Brogan Oxford, « 
Ice: AA to D, 5 to II, Aristocrat Last. Price $ 


{S| ee 


| 


NATTA 


| 


i 





I 
| 
yc 


It 
~<<> oo 


id 


¢y* in stock department is pre- 
pared to ship oxfords at once 
We saw trade tendencies and planned 
to be ready for the big volume of busi- 
ness coming. It will be a pleasure to 
send you a catalogue showing all “Just 
Wright” im stock styles, or to receive 
your order for the styles shown here. 


La 
— 


lez 
3 
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AA 


Stock Style No. 170—Cordovan Brogan Oxford, 
Victory Last, AtoD,5toll. Price............ $10.00 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA CHICAGO 
183 ae Marbridge Building 1215 Market Street Republic Building 
DETROIT SAN FRANCISC® PITTSBURG 

Washington Arcade Pacific Building Empire Building 


Send All Orders to the Factory 
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OXFORDS ARE POPULAR 


Let us have your trial order 






Algier Shoe 
MAKER <— WEARER 


PARIS ATISFACTION wewyvor« 


Figuratively Speaking : 


Our quality service, per dollar is meas- 
ured by the justified “ALGIER” stand- 
ard. 

Continued, all-the-year-around repeat 
orders from the best shoe departments in 
this country, those merchants catering to 
the discriminating trade, proves our 





New Run “In Stock”’ 



























AAA to C 






standard. Walking Last 

Our new models will merit your inspec- Sizes: rts to &. 

tion. Samples and quotations on your Havana Brow Kid. 00000002.11."900 
Black Kid... WSL es «sss 0p ee 












request.. 


ALGIER SHOE MANUFACTURING CO. 
- 1388 Broadway Brooklyn, N. Y. 












IMA SOS cOVER SINE 
a+) 


















Snlo ‘a, 0 oyG 

= ROVERS, Via? LOK yy ’ YG iy 

= ¢ Sort SHOES} ez puee F. ye a oN DAP SC a 

Es EtEnoee eA eee P oo Shrorr SN fh 

= |! See Soft Shoes for Tender Feet = xa) 4)! 
ahr af 

= TWO OXFORDS | t 
= IN BLACK 

= ' 

a Ready i 

: e i 
e AT ONCE saioes ‘ 

z eng Kil Rpts hon Nie Wel, 
= 316 Last, Medium Nercow ‘Tos: Plain Delivery If-inck Heel 50: 

= Box Toe, Turn Sole, 1 5-8-inch Heel. Price $6.50 f 

= Price $8.00 In Stock, A to EE oe 
3 In Stock, AA to E fh 

= J. J. GROVER’S SONS CO. NE 
= LYNN, MASSACHUSETTS i 
= BOSTON NEW YORK ie 
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THESE STYLES LISTED HERE 


Are Ready for Present Demand 








IN-STOCK — APRIL 15th 
THEO TIES 


Each one with Covered Full Louis Heel, A-D 
231—Black Suede 

232—Brown 25 Nubuck................ 8.00 

233—Beaver 23 Nubuck................ 8.00 

Of i ee 7.50 

CS SS Prey re 7.50 

_ < § i Sareea re. 5.50 


NS ook 5 da sca saccccnievceeseane 5.50 








IN STOCK—NOW 


Every Style Listed Below is on 
the Floor Ready for Shipment. 











iO ee ee. Fedora, 6 
uis Heel, B- is 

265—Same in Bright Kid, A-D. . Style 267 
266—Same in Patent, A-D 


221—Patent Pump, Cov. 

Louis, McKay, 
222—Same in hite Kid, A-D... 
220—Same in Black Kid, A-D... 7.00 
299—Black Suede Pump, Cov. 

Full Louis Heel, Turn, AA-C... 6.50 
296—Same in Patent Leather, 


-D 
294—Same in Dull Kid, A-D.. 
246—Patent Pump, Leather Louis 
Heel, A-D 5.50 
245—Same in Dull Kid, A-D & 
= % Styles with Cuban Heels, A- a3 














211—Dull Kid Colonial Cuban 
Heel, A-D 6.00 
212—Same in Black Kid, A-D 
209—Same in Patent, A-D i 
Style 221 201—Dull Kid Colonial, Leather Style 211 
Louis Heel, A-D 6.00 
200—Same in Patent, A-D 


227—Patent Oxford, Leather Louis 
Heel, Welt, A-D 6.00 
oP is in Black Kid, Welt, A- 








6.25 
7.00 








D 
283—Black Kid Oxford, Leather 
Louis Heel, McKay, A-D 
281—Same in Patent, A~D 


297—Patent Oxford, Full Louis 
Heel, Turn, A- 

218—Black Suede Oxford, Cov. 
Full Louis Heel, A-D 


268—Patent Leather Oxford, Im. 
oe be A-D in 5.5 
Style 227 —Same in Mahogany tyle 268 
5 ‘ 975—Same in Havana Brown Kid. 6. 50 aed 
276—Same in Black Kid 6.00 
224—Same in Black Suede 
228—Patent Oxford, Plain Toe, 
Welt, A-D 6 


Send for Price List of High and Low Shoes In-Stock 


THE BOARDMAN SHOE CO. 


564 Atlantic Avenue, Boston 9, Mass. 
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“EVANGELINE” 


SHOES for WOMEN 


TWO STOCK STYLES 
THAT ARE PRICED 


RIGHT! 


READY FOR AT-ONCE DELIVERY 











No. 3642 
BLACK KID TONGUE PUMP, 87 LAST, 
19/8 LOUIS HEEL, GOODYEAR WELT, 
ALUMINUM PLATE. PRICE..... $6.40 











YOU CAN’T GO WRONG ON 
THESE TWO SHOES—AND oat 

THEY CAN BE RETAILED AT ROYAL PURPLE CALF _ OXFORD, 
PRICES THAT ARE WITHIN THE NATURAL WELT, WHITE STITCHING, 
BOUNDS OF REASON. 1% INCH HEEL. PRICE ....... $7.06 

















IMPROVED CUSHION SOLE IS- 
i SHOES DR ARE EA:| | NEW PROCESS 
Crumbs of Comfort NOT THE ORIGINAL DR. A. A FLEXIBLE 


(Reg. U.S. Pat. Off.) REED CUSHION SHOE PRE- 
: VIOUSLY PATENTED BUT CUSHION SOLE 
SHOES HIS LATEST INVENTION. McKAY 





























Can We Send You Our Spring In-Stock Catalog? 


A. H. BERRY SHOE COMPANY 
PORTLAND, MAINE 
BOSTON OFFICE 428-430 ALBANY BLDG. 
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Flowers in the Display 


Nothing Like Flowers to Bring Out Brilliant Colors and Give Spirit of Spring 


Colors represent emotion, and they are 
able to inspire emotion on the part of the 
on-looker. It is generally understood that 
a deep blue conveys sadness, red passion, 
green hate, etc. These deep, dark tones 
as arule convey the more depressing moods. 
The lighter colors, such as pink, emerald 
green, yellow, etc., arouse the more happy 
and buoyant emotions. They symbolize 
the spirit of Spring. They are colors at 
which a man might gaze, and be put in a 
happy frame of mind, the frame of mind 
best suited for converting the window 
gazer into a shoe buyer. 

There is no medium through which color 
may be better displayed in all its fascinating 
variations than in flowers, and especially those that 
blossom in the Spring. They carry the brilliant 
light hues which send the blood of optimism and 
good will tingling through a man’s veins. Thus pre- 
pared he is a much better object for your selling 
artifice. 

Spring Flowers 

The flowers and blossoms that convey the 
spirit of Spring should have backgrounds or 
settings in harmony. Apple blossoms are attrac- 
tive with their delicate pink and white coloring. 
They harmonize well with country landscapes painted 
on the background of the display. Heliotrope is a 


The Charming Interior of Lacy’s Shoe Store, Tulare, California 


Flowers and Blossoms Are Used to Advantage in this Attractive Win- 
dow Display of Lacy’s Shoe Store, Tulare, California 


beautiful flower for Spring decoration. It is a 
delicate pink or lavender, carrying on the stems a 
deep green foliage. Smilax is very graceful, and lilacs 
in white with green foliage can be incorporated in 
striking Spring displays. 


Artificial Flowers 
These flowers when natural are extremely at- 
tractive, but it is not always practical or economical 
to obtain the natural flower. Concerns manufacturing 
artificial flowers furnish beautiful creations that 
resemble the natural very closely. After the Spring 
display; is over they can be laid aside and used for the 


next season. 
Besides being attached to the wall and 


window, flowers can be attractively dis- 
played in reed and wickerware vases, 
wall pockets, baskets, stands, etc. 


Good Background for Spring Display 

After using the artificial flowers they 
should be put away carefully in boxes kept 
for that purpose. They should not be 
“piled in” or crushed. Careful packing will 
preserve them in all their freshness so that 
they will be of service next season. Every 
box should be labeled, and a card made 
which will enable the display man to find 
the decoration immediately by means of a 
card index system. 
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A TAG- 


and tts Meanin 

















All shoes do not contain good substantial innersoles. Some inner- 
soles crack, disintegrate, and go to pieces. Others pull shoes out 
of shape. Very few keep out moisture. 


To let retailers and the public know that Korxole is unlike inner- 
soles of this kind, certain manufacturers have joined with us in 
featuring our cork innersoling by attaching tags to their Korxole 
shoes. They believe that Korxole has merits not possessed by 
other innersoles, and they want the trade and the public to know 
that Korxole is being built in their shoes. 


So when you see a Korxole tag on a shoe you will know immedi- 
ately that it was made by a reputable manufacturer and contains 
an innersole that is waterproof, always smooth and comfortable to 
the foot, flexible, durable, long-wearing, and an eliminator of 
squeaks. 


This then is the meaning of the Korxole tag. 


When you order your fall line of shoes be sure that some of them 
will be privileged to carry the Korxole tag. 


Armstrong Cork Company 


131 Twenty-third Street Pittsburgh, Pa. 
Branches in the Principal Cities 
Distributors in New England for 
Korxole and Allied Products 


* ARMSTRONG CORK PRODUCTS COMPANY 
207 Essex Street, Boston, Mass. 


KORXOLE 


“THE FLEXIBLE CORK INNERSOLE THAT'S BUILT INTO THE SHOE” 
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and Children 


Gun Metal Oxford, Goodyear Welt, as illustrated above 
1579—Sizes 114- 2 
Brown Vici Kid Oxford, Goodyear Welt 
1578—Sizes 1144- 2 
1903—Sizes 8-11. 


1904—Sizes 8144-11. Spring heel, broad toe 


‘ 1577—Sizes 11 
1576—Sizes 11 2 


85 
Gun 5 tage ‘Mary Jane, Goodyear Welt 
Chrome rey Leather Pump, Goodyear Welt 
1901—Sizes 814-11. Spring heel, broad toe 


1155—Sizes 2 4-6 


Chrome er Leather Two Eyelet Tie, English 
7 
1479—Sizes 114-2 
Brown Calf Lace Oxford 


$3.4 
FOR YOUNG LADIES, MISSES AND CHILDREN 
1156—Sizes 2 


Black Kid Lace Oxford 
$4.75 1154—Sizes 214-6 
Chrome Patent Leather Pump 
1157—Sizes 2144-7 
Brown Side Leather Oxford 
1153—Sizes 2144-6 
1478—Sizes 11144-2.............. satahasasi hee Uilekm oa sist a 
Gun’ Metal Instep Strap Pump 
617—Sizes 844-11. Broad Toe................... te 
618—Sizes 1114-2. English toe....... 
619—Sizes 244-7. English toe 


Patent Leather Instep Strap Pump 
1801—Sizes 844-11. Broad toe 
as 1476—Sizes 1144-2. Broad toe 
1151—Sizes 244-6 
Patent Leather Instep Strap Pump 
600—Sizes 844-11. Broad toe 
601—Sizes 1144-2. English toe 
482—Sizes 1144-2. Broad toe 
602—Sizes 214-7. English toe 


HENRY KLEINE & CO. 


208 TO 214 WEST LAKE STREET 
Cc Hi iI 


ei ee: @O 


_ 
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Marbridge Bldg. 


ble 


Brooklyn, N. Y. 


47 W. 34th St 


Fitt 
WILLIAM GREILICGH 


Fashiona 
Perfect 


Factory and Sales Offices, 
. Y. Office and Show Room, 
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A MARION STAR 


R. N. Price Covers the City of 
Chicago 


R. N. Price, who has been for 15 
years affiliated with R. P. Smith Shoe 
Company, Chicago, has just made 
connection with the Marion Shoe Com- 
pany for the city of Chicago. He comes 
to the Marion Shoe Company very 
highly recommended, with an unusually 


l}: 
hi 
! 
tf 
! 
! 
J 


Traveling, 








R. N. PRICE 
With the Marion Shoe Co. 


large acquaintance among the trade 
of the city of Chicago. 

The Marion Shoe Company is looking 
for great big things from Mr. Price, and 
has every reason to believe that it will 
not be disappointed. 


H: C. BRUESHABER DIES 


Much Beloved by Trade—Traveled 
for Menzies Company 


Shoe travelers generally and mer- 
chants in the East will regret very much 
to hear of the death of H. C. Brueshaber, 
who traveled Ohio and West Virginia 


= 


Mes 


for the Menzies Shoe Company of 
Milwaukee, Wis. 

Mr. Brueshaber died at Davis, West 
Virginia, from a very sudden attack of 
diphtheria, on Monday, March 22. He 
was buried in Dayton, Ohio, on Friday, 
the 26th. 

H. C. Brueshaber was born in 
Germany, and came to this country, with 
his father, when he was but three years 
of age. 


A Real American 


In speaking of his coming to this 
country, Mr. Brueshaber once wrote the 
following: 


“T thank him,” referring to his 
father, ‘‘to this day for his good 
judgment in leaving Germany and 
am also very proud that some of 
his offspring have offered and 
forfeited their lives so that those 
in bondage over there may also 
be free.” 


Mr. Brueshaber spent his early boy- 
hood days in Milwaukee, where his 
father was foreman of the A. W. Rich 
Company, later moving to Cincinnati, 
where his father was superintendent of 
the George Stribling Shoe Company, 
which at that time made a fine line of 
ladies’ welts. 

Mr. Brueshaber had an ordinary 
school education and was then taught 
the last and pattern trade at the Dayton 
Last Works at Dayton, Ohio. After 
spending four years there he spent five 
years in a shoe factory and then four 
years in a retail store, after which he 
went on the road for Lytle & Company. 
He was with them for four years, when 
they discontinued business, and after 
six years with Belknap Carpenter Com- 
pany of Columbus, Ohio, he joined the 
selling force of the Menzies Shoe Com- 
pany and was with them until the time 
of his death. 


Died in Harness 


The character of the man is shown a 
bit by the fact that he was stricken 
while on the road with his samples. 
Some time ago when asked what his 


Shoe Salesmen 
Activities of our Trade Ambassadors 
On and Off the Road 
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hobbies were, Mr. Brueshaber wrote 
that his hobby was good music and 
flowers. Everyone who has ever come 
in contact with him found him a man 
with a very lovable disposition and a 
man who during the darkest hours of 
life was never without a smile and a 
desire to help others be happy. 


A PRODUCTION PROMOTER 


Frank F. Cummings Travels for 
Arrowsmith Manufacturing 
Company, Inc. 


A year ago when the Arrowsmith 
Manufacturing Company, Inc., of. Mor- 
ristown, N. J., wanted to increase pro- 


FRANK F. CUMMINGS 
With Arrowsmith Mfg. Co., Inc. 


duction in its factory and needed a 
broadminded man for the. work, this 
company called Mr. Cummings from 
the road. It is largely to his efforts that 
the Arrowsmith Manufacturing Com- 
pany, Inc., has been able to make such 
a big business increase. 

Mr. Cummings has been with his 
company for many years as a traveler 
and having completed his task in the 
factory is back at it again, covering the 
States of Pennsylvania, Maryland, 
Delaware and Washington City. His 
many friends in this section will be 
glad to see him come into their places 
of business with his bright new sample 
case and his usual sunny smile. 
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STYLE = QUALITY minus PRICE 











PATENT LEATHER, GRAY KID TOP 
Milo Buttons, Turn Soles. Very Classy at Popular 
Prices. 


7105—Sizes 4-8 
lea a 2.35 
Sot—-See ees Pen... 2:65 


Little Shoes 


for 
Little Devils 


ALL BLACK KID 


Stitchdown, Flexible Pething Estes, Foot Form 
Last. Ideal Shoes for Husky Babies. 
415—Sizes 3-6 








35 STYLES — INFANTS’ FLEXIBLE TURN SOLE FIRST WALKS, $1.05 TO $1.65 PAIR—35 STYLES 





IN-STOCK DEPT. 
19 SO. WELLS ST. 





FAUST SHOE CO. CHICAGO, 


ILL. 
A. GILBLOM, Pres.-Treas. 


BUILDERS OF JUVENILE FOOTWEAR 











Patented 


— 














KEEP YOUR CUSTOMERS SATISFIED 












July14,1913 















THE H. L. HYMES CO. 
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If their low shoes slip at the heel sell them a pair of 


The Gilliam Neverslip Heel Protector 


will positively prevent all low shoes and pumps slipping 
at the heel. It has been tried out and proved right. 
THE GILLIAM NEVERSLIP stays there when it is 
put in the shoe. It causes no tension and it will not 
pull away at the end after it is placed. 

Colors—black, brown and white. 


$1.75 doz. pair. $21~ gross, less 5% 
Retails for 25c. a pair 









*“SPARKLER” 
The buckle for ladies’ shoes that is meeting with enthusiasm all 
over. 
Its frame is finished in black jet and its stones shine brilliantly on a back- 
ound of black plush. 
e illustration shows the game Gat attaches it easily to the shoe. 
$9.00 a dozen pair f. o. b. New York. 
This is one of the many articles that are illustrated in our catalogue. 








19 E. 17th STREET 


NEW YORK 
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PENNINGTON-CROWELL SHOE CO. 
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GLAZED KID 


When the same shoe manufacturers, who year after year for 
the past twenty-five have ordered and reordered KOSMO 
KID, continue to reorder more and more of it we are justified 
in feeling— 


First—that KOSMO KID is giving them full satis- 


faction. 


Second —that KOSMO KID is giving their customers 
full satisfaction. 


Third—that KOSMO KID will give just as much 
satisfaction to every manufacturer,and retailer who orders 
it. 











L.AGOOS &CO.mne 


68-72 SOUTH ST BOSTON, MASSACHUSETTS 








Tannery - - - - Lynn,Mass 
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A Tribute to ‘“Billy’’ 
Bridgeo 


Vice-president of Allen & 
Bridgeo, Inc., Lynn, Mass. 


William G. Bridgeo, vice- 
president of Allen & Bridgeo, 
Inc., Lynn, Mass., whose 
death is noted in another 
page of this issue, was sales 
manager for his firm. He was 
much beloved by his trade and 
by those salesmen whom he 
had in charge. The following 
tribute is from a fellow knight 
of the grip: 

“A true knight of the road 
was ‘Billy’ Bridgeo, always 
faithful to high ideals, always 
ambitious to buildupbusiness, 
always patient against the 
obstacles that come up in the 
path of the salesman, and al- 
ways courteous and consider- 
ate of others. All who knew 
him were glad to call him 
friend. Many will miss him.”’ 











CINCINNATI INVADED 


Sullivan and Johansen Men Report 
Good Business 

W. P. Hennessy, Ohio representative 
of the P. Sullivan Company, has had 
his line on display at Gibson Hotel dur- 
ing the past week. Bill is having his 
usual good share of business this season. 

“Ash” Kennedy, Ohio. man for the 
Johansen Bros. Company, displayed his 
line at the Emery Hotel this week. 


SAMPLE SHOES STOLEN 


From William Cook, Salesman for 
A. S. Kreider Co. 

William Cook, a salesman for the 
St. Louis house of the A. S. Kreider 
Company, was shy his samples for a 
time last week until new samples could 
be obtained. Cook is city salesman 
and left his samples in his automobile 
in front of the Kreider headquarters. 
While inside a thief stole his sample 
case. As the samples were in half pairs 
and all for the right foot the thief did 
not profit extensively from his crime. 


Pope Made Sales Manager 


Well-Known Man Now with Geo. C. 
Vaughan of Peabody 

Oliver A. Pope has just become 
associated with George C. Vaughan 
of Peabody, Mass., manufacturer of 
“Ivory” sole leather. Mr. Pope is well 
known in the trade, having for some 
time been connected with Farnsworth 
Hoyt & Co., in the “‘Red-Line-In” de- 


BOOT AND SHOE RECORDER 


partment, and is acquainted with shoe 
manufacturers all over the United 
States. He will be in charge of sales for 
Mr. Vaughan, whose product is dis- 
tributed all over this country and 


OLIVER A. POPE 


Now Sales Manager for George C. 
Vaughan of Peabody 


abroad. Mr. Pope is a graduate of 
Stevens Institute of Technology and 
has been in the shoe trade for the Jast 
15 years. 





Instead of a Show Window 


Max Goldman, who has a retail 
shoe store in Athens, Ga., didn’t 
have a show window, so he 
erected this sign to attract at- 
tention. It is 38 feet high, the 
largest of its kind in the South. 
Mr. Goldman writes that his 
sales have doubled since he in- 
stalled the sign. 














The snow is all gone in New England, 
but manufacturers have not yet been 
able entirely to catch up on deliveries 
which were delayed by the blizzards 
of January and February. During these 
storms they were hard put to it to get 
their employes to work in the morning 


because of the almost total breakdown 
of electric and steam railway transpor- 
tation. 

The picture shows 
the Stetson Shoe Company, 


employes of 
South 


' Weymouth, Mass., on their way to work 


on sleds sent out by the company. 
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Shoes made of 


ROVILLA KID 


are the most stylish, serviceable 
and comfortable for 
vacation wear 


They have the high lustrous appearance 
and rich colorful tone of the finest glazed kid 
and are practically impervious to water. 

NOVILLA KID is made of mature 
calf skins and young cow hides. It is dyed 
all-the-way-through and takes and retains a 
wonderful polish. 

Manufacturers use NOVILLA KID 
because of its unusual workability—excep- 
tional cutting advantages — luxurious 
appearance. 

Retailers want shoes made of NOVILLA 
KID because of their salability and repeat 
qualities. 

‘Write today for full partic- 
ulars. regarding NOVILLA KID, 
and for sales helps which build 
an ever increasing business. 
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CASTLE KID CQ. INC. 


Originators and Makers 
CAMDEN.N.J. 
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Better Inquiry Noted 


More Sizable Sales of Upper Leather Effected the 
Past Week---Prices Are Firmer and the 
Market Shows More Stability 


More active inquiry continued during 
the past week, and larger sales of 
leather are being made right along to 
the domestic shoe manufacturing trade. 
Shipments are coming in better from 
the tanneries, and orders are being 
filled more promptly. In spite of the 
depressing influences during the early 
months of the year, some large sales 
are reported now, both of upper and 
sole leather. The prices are ranging a 
little off from. last season, but the 
opinion seems to prevail that the low 
point of the decline has been reached 
and that trade will proceed on a more 
settled basis. 

One large upper leather tanner re- 
ported sales of over a million dollars in 
the past month. The same concern 
billed about four hundred thousand 
dollars’ worth in March, 1919. Numer- 
ous good-sized sales of calf leather for 
both men’s and women’s shoes were 
reported in Eastern markets during the 
last week amounting to several millions 
of dollars. Many of the leading tanners 
state that recent sales are much more 
encouraging, which leads to the con- 
clusion that the orders received by 
manufacturers for Fall and Winter 
goods are larger than was generally 
supposed. 

Calf Leather 

The prices most talked about on top 
grades of calf leather are around $1.30 
per foot for colors. Some are quoted 
at from $1.35 to $1.40 for better 
tannages. Blacks are quoted at about 
5c to 10cless. Prices range from here all 
the way down to the cheaper grades at 
85c to 90c according to quality, selection 
and tannage. Ooze calf and suede 
finishes continue very popular in the 
better grades and are quoted as high as 
$1.35 to $1.45 per foot. The cheaper 


grades of ooze run as low as $1.10 per 


foot. 
Side Leather 


While business is not so extensive in 
side upper leather, there is a fair 
inquiry. The prices range lower than 
last season, with the colors and top 
grades quoted at 75c and 80c. From 
here prices range all the way down 
from 40c to 50c per foot, in accordance 
with the quality desired. With the 
calfskin market established, side leather 
will probably receive more attention. 
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Horse butts are still in strong demand at 
$1.35 to $1.50. Horsehide leather, 
glazed and cordovan continue firm with 
fair sales. 
Patent Leather 

New business has been rather slow 
in patent side, but tanners have been 
well occupied on old contracts. The 
export business continues a_ strong 
feature. Top prices are still maintained 
at around $1.05 to $1.10, with some 
colored patent up as high as $1.20 to 
$1.25 a foot. Patent kid is still held 
very high, with the top grades quoted 
at $1.60 to $1.70. 


Glazed Kid 


Tanners have plenty of business on 
old orders and hold firmly to price on 
top grades. Some top selections of 
colors are bringing $1.55 and $1.60, 

(Continued on page 139) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 


Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 
Sole Leather 


Hemlock sole, heavy, No. 1 
Hemlock sole, seconds, mid 
Oak sole, No. 1 bends 

Oak sole, No. 1 backs, all weights 
Union steers, flat 

Union cows, flat 

Offal, hemlock heads 

Offal, hemlock bellies 
Offal, hemlock shoulders 
Union offal, heads 

Oak offal, heads 


Chrome, S. A. dry hide, 714 to 10 iron sides 


Chrome, green hide, 6 to 8 iron sides 


1914 1919 1920 
Cents per pound 
56@57 56@ 58 
54@55 54@ 
85 @92 1.10@1. 
80@85 95@1. 
84@85 88@ 
80@83 90@ 
17@18 15@ 
23 @25 20@ 
38@40 36@ 
24@25 21@ 
27 @28 27@ 
Cents perfoot — 

43@50 60@ 
—@50 —@ 


Upper leather quotations are not given, owing to the wide range of prices which | 


depend on quality, grade and selection. 


Hides and Skins 


1914 1919 1920 
Cents per pound 
28@29 
26@27 

20@23 
40@57% 
— @38 


35@37 
—@35 
23 @27 
50@67% 
38 @42 


18 @18% 
— @17% 
15 @15% 
214%@21% 
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THE NEW COMFORT LINE 


YES—THAT IS, IF YOU SAY 

*“SEND’? AND SAY IT QUICK 
No. 93—Glazed  ° Seam- 
O28 Rabber Heel, fec08 
C, 3-9; D and E, 24-0 


No. 12—Glazed Kid, 
Heavy Turn Sole, 12-5 
Macnee ces vadedus $3.95 


B, 3-8; C, D and E, 248 


LUNN 8SWEET CO . 
AUBURN MAINE 
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CARRIED BRANDED AND UNBRANDED 


Half Rubber Heel. 


t 


ip and Quarter, Perforated 
ingfoo 


Widths AA-D 


Ready May 1st—Order Now 
be, 
th Square Toe effect.) Price 


reffered Last, Goodyear 
(A new French Last wi 


B646—Cherry Calf, Imitation 


Vamp, P; 


‘Widths AA~D 


Boot Bal., Scotch Grain{§V: and 
TopiWids Extentos Eve, Bee Wee 3830 


.. $9.50 


BS29—Cherry Calf Bal., Perforated Vamp, Pointer 


You: better send for one at once. 


Our stock is complete on Styles 529-536. Style 646 is new andlin'jvery large demand. Get your order 


in NOW. Have you seen our Spring and Summer Catalogue? 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 


BROCKTON, 


ATLANTA—238 Peachtree Arcade 
DETROIT—461 Book Building — 


MASS 


NEW YORK—127 Duane Street 


BOSTON—183 Essex Street 











BOOT ANDZSHOE RECORDER 





r 














FOUR FAMOUS POINTS 


Why Dealers Find Profits in “U. S.” Boots 


I. In order to assure reinforcement where wear is 
the hardest, each sole consists of five soles vul- 


canized into one. 


. With every step taken in a boot, a strain is 
placed on the seam in the back. At this point 
each “U. S.” boot is reinforced by ten thick- 


nesses. 


III. To prevent breaking through at the toe, “U. 
S.” boots have three heavy layers, a special 
toe-cap and an extra sheet of high quality rub- 
ber on the inside. 


IV. At the point that bends when a step is taken, 
six heavy thicknesses give assurance of long 


life. 


“U.S.” Boots are made in all sizes and in the following styles: Short, Storm King, Sporting and Hip—in red, 


black and white. 


United States Rubber Company 





April 10, 1920 


“ Cee Sbs EA 


erhi dee denecerBarit 


ceranatece 


EA EELL CELGRPCAPRARLAL PRAAEEALS 


Rubber Roskewier 
The Market Situation - Prices and 
— Information - Trade Notes 
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Lack of Help the Problem 


Busy Season Ahead with Plenty of Orders—Much 
Attention Given Athletic and Outing Footwear 


The situation has rarely been attained 
before when the demand so greatly 
exceeded production facilities. For 
many months to come, it is going to be 
a question of getting sufficient skilled 
help or suitable help generally for the 
needs of the rubber mills. The year 
1919 was a banner year in the rubber 
manufacturing business, but that will 
be even surpassed this year if sufficient 
workers can be attracted into this 
industry. The tendency since the 
armistice has been for too many people 
to be’ attracted to office and clerical 
work, rather than into the actual pro- 
duction end of business. 

The most remarkable development 
has been in the rubber tire industry, 
although all other lines of rubber goods 
have been largely increased. The price 
of crude rubber has continued about 
normal, averaging 45c per pound and a 
little higher right now. Seventy per 
cent of the crude rubber consumption 
of the world in 1919 was by American 
manufacturers. 

Colonel S. P. Colt predicts that the 
United States will continue to consume 
more than one-half of the world’s crude 
rubber production for some years to 
come. One of the principal causes for 
increase of the cost of rubber footwear 
goods has been the increased price 
of fabrics and the inability to obtain a 
sufficient supply of them. 

So far as orders are concerned, the 
jJeading manufacturers of rubber goods 
have accepted about all they can make 
for the coming season. Large amounts 
will need to be produced to make up 
the deficit existing in wholesalers’ and 
retailers’ stocks. There has never been 
@ season since the industry assumed its 
present large proportions when stocks 
‘were so thoroughly cleaned out as at 
the end of the severe Winter just past. 

More attention is being given to 


certain constructive points in the better 
grades of storm footwear, and the matter 
of style is also a greater factor. The 
style feature becomes more expensive in 
view of the great diversity of leather 
shoe styles which have been evolved 
duting the last eighteen months. 

The change to the extremely pointed 
toe and back again to the round and 
medium round within a season or two, 
makes an expensive change for rubber 
producers to follow. New machinery 
introduced into the rubber business 
during the past year will greatly 
facilitate the making of certain kinds, 
and to some extent make up the 
shortage of help. 


Outing Footwear 


The field for new productions in 


‘athletic, tennis and outing footwear 


shows promise of very wide expansion. 
The increasing cost of leather goods 
has also given some encouragement 
for the wearing of the better lines of 
rubber soled footwear. Retail shoe 
merchants should keep in close touch 
with the new athletic goods. They 
should also watch their storm goods 
stocks, if their stores are to be in keeping 
with the demands of the day. 


Crude Rubber 


The past week has been rather quiet 
for plantation rubber. An easier tone 
prevailed most of the week and the 
lower prices brought out a fair number 
of orders, mostly for small lots. This 
was largely for short covering, 46c for 
spot, April arrivals; smoke ribbed 
sheets, quoted at 46l4c for May; 4714c 
for June; 49c for July-September; 49 4c 
for July-December. There was not 
much factory buying. Up-rivers were 
nominal and Paras remained un- 


changed. 


MUONS RODIDOLODAUOEEUODDURLASAED ILLES 


TUT TTT 


RUM UT ee 


First latex pale crepe......... 
Smoked sheets............... 
Brown crepe ; 
Up-river fine para............ 
Up-river coarse............ 
Island coarse..............-. 
Caucho ball upper 
Caucho ball lower............ 
eee <faakea 
Centrals and Slenleons. 
Guayule (20 % moisture) 


Scrap Rubber 

There was not much activity and a 
steady decline in the market. Dealers 
are bidding a pretty low figure for boots 
and shoes on this account. They are 
not paying more than 7c as a rule, 
excepting on back contracts. 
Boots and shoes 
Arctics, trimmed 
Arctics, untrimmed 


THE LEATHER MARKET 
(Concluded from page 135) 
although good leather is obtainable at 
$1.45 to $1.50. Cheaper selections are 

selling for considerably less. 


Sheepskins 


The sheep leather market has been 
rather quiet, although prices are still up. 
The best grades of lining bring from 
32c to 36c. Good lower-priced stock is 
available, according to quality desired. 


Sole Leather 


There is little change in the sole 
leather market, and prices are well 
established on the level of 56c to 58c for 
No. 1 dry hemlock sides; No. 2, 54c; 
No. 3, 5lc. Special tannages of backs 
selling at 92c and in all side backs 88c to 
90c. Standard tannages of oak steer 
backs are held at from 92c to 95c, and 
as low as 88c per pound for some 
selections. 

Finders’ bends are quoted at $1.15 
to $1.25 per pound, according to tan- 
nage, weight and selection. Some con- 
cessions would be found for sizable 
amounts of chrome sole. Heavy chrome 
ranges from 55c to 60c a foot, and green 
hide from 48c to 50c and down, ac- 
cording to thickness. 
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ARE READY! 


Price $5.75 Price $5.25 


‘ 





Stock No. 1810—Hand 
Turn Patent Colt Opera 


1 15—S . Stock No. 1811—Same in 
Rat Kid, Twe Byolee Price Mat Kid Opera Pump. 
$5.75 ERE PRS $5.25 











Samples on Request 
Terms Net 30 Days 


SAMUEL J. KATZ & CO. 
203 ESSEX STREET BOSTON, MASS. 








' Welt Pumps In Stock 


Early Delivery 
Widths AAA-C 


AN .. 


The Influence of the 


Boot and Shoe 
RECORDER 
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with retail shoe buyers is 
the greatest aid your sales 


089-L—Mat Kid Lenox, Irene, Lea. Louis....... $8.75 
289-L—Black Ooze Lenox, Irene, Wood Louis.... 9.75 
589-L—53 Kid Lenox, Irene, Lea. Louis. ........ 9.50 
0289-L—Black Kid Ooze Lenox, Irene Wood Louis. 9.75 
5289-L—53 Kid Ooze Lenox, Irene, Wood Lx....... 10.25 


UPHAM BROS. SHOE CO. 


Stoughton, , Mass. 
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| AL BOY’S SHOE THAT WEARS 
} CARRIED IN-STOCK 


\ Also a Full Line Made 


with NEOLIN sotes 





A POPULAR LITTLE MEN’S 
SHOE THAT’S IN-STOCK 


No. 3407 


\ LITTLE MEN’S'CHROME GUN 
\) METAL wal SIZES 8 to 13; 
\ 


E WIDE 
Price $3.15 



















MARSTON, &' TAPLEY 
, . COMPANY 
Manufacturers 


/ DANVERS, MASS. 






THIS IS JUST ONE 
OF THE MANY BOY'S 
'D LITTLE GENT’S 


STYLES THAT ARE 
SHOWN IN OUR NEW 
STOCK CATALOG. 













MAY WE SEND You & 
A COPY? / 
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Can Retail 
for $10.00 


Sizes 5 to 11 
AAto D Width 


IN STOCK 


Will send sample 
upon request. 


COMPANY 


Wisconsin 
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RETAIL BUSINESS GOOD 


Pair Volume About Even with That 
of Last Year 


Few New York retail merchants are 
complaining of poor business now. 
Better shopping weather has stimulated 
sales and while the business in pairs in 
most cases is just about even with last 
year, the volume in money shows a 
decided increase in most stores. Two of 
the leading shoe stores on Broadway 
report that their business for the last 
two Saturdays has been the largest in 
their history. Both of them sold a 
greater number of pairs than on any 
previous day. However, the experience 
of these two stores appears to be ex- 
ceptional. In the main, the number of 
shoes being sold is about equal to last 
year and just about what the retail 
merchants normally expect at this 
season, weather considered. 


Big Merchants Hold Back 


The smaller retail merchants in this 
city have placed orders for Fall shoes in 
good quantity, according to authorita- 
tive information, but the larger mer- 
chants are holding back. Some of 
them say they will be ready to consider 
the placing of Fall orders by the end of 
this month or the first of next. 

“A broad market in shoes” is the 
manner in which a leading yetail mer- 
chant characterizes the present Spring 
business. There is no style leading in 
men’s or women’s shoes in New 
York. 

All types and colors are moving with 
apparently equal favor at present. In 
men’s shoes, the plain and brogue effects 
are running together. Real brogues are 
not moving as well as the wing tips, 
which to the public means brogues. 
One merchant recently instructed his 
salesmen to show wing tips when cus- 
tomers ask for brogues. Several sales 
were lost formerly when the salesmen 
said they did not have brogues in a 
certain wanted color. 


New York 


Oxfords and Ties Lead 


Oxfords and tie pumps are the style 
leaders, if there is such a thing, in 
women’s shoes. High shoes, in both 
men’s and women’s footgear, are not 
wanted and many merchants are over- 
stocked on these. Most of them feel 
they will be safe in carrying over some 
high shoes, especially in men’s, into the 
next Fall season. 


ENGLISH SHOE MAN HERE 


F. G, Page Has Footwear on Ameri- 
can Lasts 


F. G. Page of the Bolton-Page Com- 
pany, London, England, has brought 
over a line of British shoes which he 
expects to sell in this country. Mr. 
Page will open offices in the Bush 
Terminal Sales Building. His collection 
includes shoes made on American lasts, 
principaJly men’s brogues and women’s 
sport shoes. Mr. Page is’ predicting a 
greater vogue for the French last for 
women in this country. It has gained 
great proportions in England, he reports. 


NEW YORK BRIEFS 


Short Notes of Interest to the Retail 
Merchant 


S. A. McOmber, New York repre- 
sentative of the Utz & Dunn Company, 
Rochester, N. Y., with offices in the 
Bush Terminal Sales Building, has left 
for a two weeks’ trip to Washington, 
Baltimore and Philadelphia with his 
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new line of women’s shoes for Fall. The 
line includes both high and low shoes, 
with a good sprinkling of blacks. 

The E-Z Walk Manufacturing Com- 
pany, Inc., manufacturers of foot ap- 
pliances, 62 West 14th Street, has taken 
a display space in the shoe section of the 

/ Bush Terminal Sales Building. 


New Misses’ Shoe on Market 


The Donald Shoe Company, Phila- 
delphia, manufacturers of infants’ and 
children’s shoes, has added a line of 
misses’ shoes, 11 to 2, to their display in 
the Bush Terminal Sales Building. 

The Frank Barber Shoe Company, 
Inc., has increased its capitalization 
from $50,000 to $200,000. 

The Blyn Shoe Company has pur- 
chased the five-story building at 55 
Warren Street, extending through to 56 
Murray Street. The property is 25 
feet by 175.6 feet in extent. This is the 
second purchase that the company has 
made in this section. It recently 
bought several buildings on Duane 
Street, in the heart of New York’s 
wholesale shoe section. 


Stolen Shoes Recovered 

Fifteen cases of shoes, valued at 
$10,000, alleged to have been stolen 
from Bonwit-Teller & Co., were found 
in a shoe store at 1998 Second Avenue. 
The proprietor, Meyer Dickman, and 
William Sass, a mechanic, have been 
arrested along with Joseph Ribgler, a 
chauffeur, charged with grand larceny. 


Philadelphia 


For one week, at least, the public 
bought in something like the quantity 
it did in 1919, and more than one store 
reported total cash receipts for the week 
considerably exceeding those of the 


RETAIL BUSINESS ‘“‘SPOTTY”’ 


Good in Some Stores—Not so Good 
in Others 

Unusually mild weather Holy Week 

brought pre-Easter retail sales to a 

greater volume than the trade had been 

led to expect from previous business. 


same week last year. Nevertheless, it 
was to be noted that this experience was 
by no means universal, a:good many of 





| Where to Buy 


Women’s Shoes 
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BARNETT SHOE CO., Boston 
Immediate Delivery 
Patent Chrome Hand- 


Pumpe, 
I7-8 Cevered Louis Heel, 
c,D. 2-7. 


$4.50 








Black Kid Hand Turned Seam- 
less Opera Pumps, Full Breasted 
Covered Louis _—. ~ $5. 50 


B, C ee e¢ @ 

Same in aatiis ae 5.10 
Terms 2%-10, net 30 
BARNETT SHOE CO. 
110-112 Summer 


eenoenececcess: Mee SE. sscsssssee eee esneccscceee 





In Stock Indian Moccasins 
Ne. 1430 VAMP 








BOUDOIRS 


HIGH-GRADE ONLY 
Fine Cabret Blacks - $2.10 
Fime Kid, ure A 
Fine Cab., Strap Sandal 
Make a Specialty of Colored ‘me 
THE ORIENTAL BOUDOIR CO. 
61 Essex St., Haverhill, Mass. 








COLLINS & STAPLES 
Mekers of HAND 
TURNED LOW CUTS 
Special fer May and June 
White Pelar Kieth Theos, 
be Oxterds, Colonials, 
Featery, 118 Phoenix Row 





Serben 116 Lincoln St, HA’ 


WHITES THAT ARE WINNERS 


AIM ~n WHITE SHOE NOMELTIES 
WV TURNS MAYS 


al @) mm LO). 4127-4 p, 
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the merchants declaring that even 
receipts showed a falling off compared 
with last year. In several instances this 
was unquestionably due to local condi- 
tions or store conditions. 


Children’s Shoes in Demand 


A prominent feature of the week’s 
business, particularly among the stores 
in the central shopping district, was a 
spurt in the sales of children’s footwear. 
This branch of the trade has been rather 
dull for some time past, but the advent 
of warm weather proved even a greater 
stimulus to it than it did to the sales of 
men’s and women’s footwear. 

The Geuting stores seized the oppor- 
tunity to make a heavy drive on chil- 
dren’s footwear with one of their 
“institutional” advertisements, selling 
the consumer on the idea of professional 
fitting and the value of foot-charts of 
the individual youngsters in connection 


\ with expert advice. 


Special Prices Attractive 


With thié they featured special prices 
of $3.75, $4.50 and $5.50 for three size 
ranges in ankle-strap patent colt pumps. 
On children’s and misses’ in black and 
tan Russia calf the prices ran $4.50, 
$6.00 and $7.00, according to size; and 
similarly $6.50 and $7.50 prices were 
featured in dress shoes, tan calf, buck 
top and patent, with gray buck and 
fabric tops. ; 


Boys’ tan oxfords were offered at 


$5.50 in sizes 11 to 2, and $6.50 in 2% 
to 6, with pumps and oxfords, as well 
as women’s patterns, at $8.50. 

The Geuting stores also are featuring 
Triple-Knee stockings for children, and 
are finding a splendid demand for them. 


FABRIC SOLES MORE POPULAR 


Philadelphia Merchants Note an 
Increase in Demand 


The retail trade here is noting a con- 
stantly growing demand for rubber 
fabric soles. The consumers who wish 
leather soles, of course, are still largely 
in the majority, and indeed there ap- 
pears. to be no reason at present for 
believing that they will not always be. 
The time has come when the rubber heel 
is almost a necessity in men’s shoes, and 
while the demand for the fabricated sole 
is not nearly so great, this type of sole 
appears to be adding to its list of con- 
verts every day, and there is not a 
merchant in the city who cannot tell 
stories of sales lost on lasts and styles 
which, in every other respect, satisfied 
the customer. The problem is hardly a 
problem at all, so far as rubber heels are 
concerned. They may be attached to 
any pair of shoes at the customer’s de- 
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sire. But the soles can’t, and it is not 
an uncommon thing for a man to walk 
out of a store when he finds the mer- 
chant can supply him with exactly what 
he wants, with the exception of the 
fabricated sole. 


STUNT “ADS”? BEING RUN 


Crowds Pictured—Lucky Man Gets 
Shoes 


The American Boot Shop has been 
pushing business by running sections of 
crowd photographs in its advertise- 
ments with one face in each “ring 
and the caption, “Is this your picture? 
Come up to our 2d floor and receive 4 
pair of our $12 shoes free.” 

This shop is pushing a line of cordo- 
vans for men, described as $12.00 values, 
at a price of $8,90, calling attention to its 
second-floor location as a factor in the 
low prices it quotes. It is one of the few 
shops in the central section which stays 
open at night, with a closing hour of 
9 o’clock and 11 o’clock on Saturday 
evenings. 


MODIFIED BROGUE BEST 
SELLER 


More Popular Than the Too-Man- 
nish Type 


The pne-eyelet tie seems to be com- 
ing into greater demand every day, as 
are brogue effects in women’s footwear. 
There is a ready market already for the 
out-and-out brogue, in decidedly man- 
nish lines and mannish heels, for women. 
On the whole, however, the present de- 
mand seems to be ‘for a modification or 
combination of brogue and more con- 
ventional women’s styles, and in Cuban 
heels. It is what is termed the “sub- 
debutante”’ age which is showing the 
most enthusiasm over the full brogue. 


Features **Dollar-Profit”’ Shoes 


Niederman featured such styles in a 
new shade of tan, at $13.50, just before 
Easter, and with good results, as were 
also obtained in one-eyelet ribbon ties 
and tan, gun metal and patent pumps 
with baby French heels. 

The recent feature price of the three 
Becker stores was $9.85 on an Arnold- 
made cordovan arch-support shoe with 
rubber heels, and the slogan of “$1.00 
Profit a Pair.” 


New Shoe Stores 
Maurice Silverman, Methuen, Mass. 
Jack Weinberg, proprietor of the 

Dunlap Shoe Store, Atlanta, Ga. 


Twentieth Century Corporation, New 
Bedford, Mass., shoe department (about 
to commence business). 
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Rochester ' 


NEW SHOE STORE OPENS 


Rochester-Made Footwear to Be 
Featured 


Easter Saturday was the day se- 
lected by E. H. Bringley for the formal 
opening of his Novelty Boot Shop at 
79 Clinton Avenue South. Mr. Bring- 
ley has had several years’ experience in 
the retail shoe business in Rochester 
and other cities, having been with J. G. 
Brandt and Walk-Over stores in St. 
Louis and with Gould, Lee & Webster, 
Sterling Shoe Company, and the Walk- 
Over in Rochester. The Novelty Boot 
Shop will feature Rochester-made foot- 
wear and will carry a few other lines of 
shoes made in Brooklyn and Phila- 
delphia. Novelty and corrective shoes 
for women will also be sold in the new 
retail establishment. 


AFTER 100 PER CENT INCREASE 


Rochester Merchant Cuts Profits 
to Get Volume 


“Doc” Shields, secretary and treas- 
urer of the Shields Boot Shop, last week 
announced a determination to increase 
his business 100 per cent over the 1919 
figures shown by his auditors. Says 
the large newspaper ad: “This is not a 
sale—not in any sense of the word. It 
is a genuine reduction in our legitimate 
profits, which we are willing to do with- 
out in order to bring more people into 
our store and demonstrate to them what 
real shoe quality is—and what real shoe 
quality means in actual economy.” 


EASTER TRIM ELABORATE 


Record Business Reported for 
Easter Week 


Rochester boot shops blossomed out 
last week with novel and original 
Easter trims that brought out a record 
week of business. The Walk-Over 


stores, Regal, Phelan’s, Pidgeon, Miller, 
Long stores and the Super-Quality shop 
all used elaborate window effects that 
were attractive and powerful. 


IN-STOCK BUSINESS GOOD 


Many Ordets for Immediate De- 
livery Are Received 

Retailers from all parts of the country 
are wiring to Rochester manufacturers 
and jobbers for shoes to be shipped to 
them from the floor. This seems to 
prove conclusively that there is con- 
siderable buying on the part of the 
public, too, and that after Easter the 
stocks in many a shoe‘store will be ex- 
tremely low. Calls for oxfords and 
pumps, every one of them with instruc- 
tions to be shipped by express and 
immediately, reveal the fact that shoe 
merchants are doing a great business in 
low shoes. 


TO BOOM ROCHESTER 


Style Show Advertising to Dwell on 
City’s Beauty 

For its beauty as a city, as well as 
for the merit of the fine footwear it 
produces, Rochester is conspicuous 
among the larger cities of the country, 
and it is with these thoughts in mind 
that the Rochester Style Show Commit- 
tee will prepare advertising which will 
bring to Rochester next July the greatest 
number of shoe buyers who have ever 
attended a shoe style show. Within a 
few weeks the new orange and black 
style show poster stamp will be seen on 
all mail matter that is sent out by the 
Rochester shoe manufacturers. 

Charles H. Helmer, chairman of the 
Style Show, is now receiving suggestions 
from buyers who have attended previ- 
ous shows as to how the Rochester 
semi-annual exhibit can be improved to 
make it even better than it has been in 
the past. 


Cincinnati 


EASTER BUSINESS FAIR 


Not Up to Business Done in Other 
Years, However 


On the whole, the Easter week of 
buying at the local retail shoe stores 
was fair, business with those carrying 
women’s lines being somewhat better 
than with those in the men’s end of the 
game. The weather was good and from 
all appearances there was just as much 
enthusiasm displayed over the coming 
of Easter, though it was a few weeks 
earlier this year, as there has been in 


former years. But_the records show 
that there has not been the run of 
steady business usually experienced be- 
fore Easter. The Saturday before 
Easter, of course, was a busy one with 
every shoe merchant in this locality. 
Especially good business was noticed 
on that day at the men’s stores selling 
medium grades from $7 to $12. 


Women Buying Staples 
The local managers of the large de- 
partment stores here report a generally 
satisfactory volume of business through- 


Where to Buy 


Women’s Shoes 
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Where to Buy 


Men’s Shoes 
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out the Easter shopping period, but in 
other lines, as well as in shoes, it has 
been noticed that the aggregate of busi- 
ness done does not seem to break any 
previous records. 

Charles Voller, manager of the shoe 
departments of the Mabley & Carew 
Co., reports a very satisfactory business 
before Easter. He states that he has 
found the demand in women’s footwear 
to run to the staple lines, with a leaning 
toward browns in the low heels. Theo 
ties and one-eyelet ties have both been 
good sellers, says Mr. Voller. He also 
reports closing the month of March 
with a large increase over the same 
month a year ago. 


Children’s Business Good 


The children’s shoe business at the 
Potter Shoe Store was reported as espe- 
cially fine during the past week by 
Manager Gordon. Mr. Gordon found a 
stronger demand for tans and browns 
in children’s lines than usual during the 
Easter buying season. There was also a 
noticeable call for brogues in growing 
girls’ lines. 


Florsheim Reports Increase 


J. M. Smith, manager of the Flor- 
sheim Shoe Store, is one of the few in 
the men’s business to report any great 
increase in the aggregate of business 
immediately before Easter. He states 
that he more than doubled in dollars 
and cents for period of two weeks previ- 
ous to Easter. This, of course, means a 
considerable gain in pairage. 


PROBING PRICE DROP YARNS 


Merchants Will Protest Against 
Misleading Reports 


The consumer of footwear today is 
becoming so used to reading newspaper 
reports to the effect that the price of 
footwear is coming down and the very 
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next day a report in the same paper that 
there is no hope for a reduction in the 
price of footwear, it would seem that 
the effects therefrom might soon be- 
come negligible. On April 1 the Cincin- 
nati Times Star printed a report from 
the Federal Reserve Bank officials to 
the effect that there is no hope for a 
reduction in the price of shoes. On the 
next day, April 2, the same paper 
printed another article with the head- 
line: “Shoe Prices Due to Drop This 
Summer.” Such conflicting statements 
concerning the price of footwear fre- 
quently have been printed in the local 
newspapers, and many of them have 
been misleading. Their ill effects have 
been brought to the attention of the 
editors of the papers without tangible 
result. 

The Retail Merchants’ Association of 
the Cincinnati Chamber of Commerce 
has taken the matter in hand and ex- 
pects to go to no little trouble to put a 
stop to misleading reports. 


Federal Agents on Ground 


Representatives of the Department of 
Justice who are active in the campaign 
against high prices were in Cincinnati 
last week making investigations among 
the various trades which included the 
retail merchants. However, in no case 
has there been a report of an investiga- 
tion of any of the local shoe merchants. 


CINCINNATI BRIEFS 


J. P. Orr Returns from Vacation in 
Florida 

C. E. Bagwell, manager of the 
women’s shoe department of the Smith 
Kasson Company, returned this week 
from a buying trip to St. Louis and 
Chicago. 

J. P. Orr, president of the National 
Retail Shoe Dealers’ Association, re- 
turned this week from Miami, Fla., 
where he spent his Winter vacation. 


Detroit 


FIFT Y-FIVE PER CENT LOW CUTS 
FORTY-FIVE PER CENT 
BOOTS 


Detroit Merchant Revises His Fall 
Buying Schedule 


There have been very few complaints 
about Easter business, although the 
weather has not been as favorable for 
shoe selling as it might have been. 
Sales have been good for months past 
and it is generally expected that lighter 
footwear will now have a heavy call. 

Some of the largest shoe stores have 
had a remarkable call for low shoes dur- 


ing the past Winter and early Spring, 
one store reporting 45 per cent of actual 
pairs sold as being low cuts. This mer- 
chant has decided to reverse his pur- 
chases for Fall and Winter. He will 
buy 55 per cent low cuts and 45 per cent 
boots. 


AGAINST GOOD FRIDAY CLOS- 
ING 
Downtown Merchants Remained 
Open During Afternoon 
Although about 25,000 Detroit stores, 
factories and offices signified their in- 
tention to close Good Friday from 12 
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noon to 3 o'clock, the majority of the 
large downtown stores did not close. 
At a meeting of the Retail Merchants’ 
Bureau it was decided that it was not in 
the interests of these stores to disrupt 
business for the day by closing during 
these hours. Merchants who did not 
close allowed employes who desired to 
attend church to do so. 


AGAINST RETAIL DISCOUNT 


Committee Would Bar Allowances 
Now Made to Ministers and 
Others 


Among the suggestions and recom- 
mendations made by the Retiring Execu- 
tive Committee of the Retail Merchants’ 
Bureau were some that have a distinct 
interest to the shoe trade, among which 
are the following: 

That itinerant vendors and others 
who solicit trade at retail from sample 
rooms should be licensed so that they 
can be controlled; that a committee 
should be appointed to look into the 
matter of handling credit reports for the 
downtown stores; that all discounts to 
teachers, professional shoppers, theatri- 
cal people, ministers and dressmakers 
be eliminated; that a service shall be 
organized for the protection of mer- 
chants against professional shoplifters 
and dishonorable employes; that there 
should be developed co-operative schools 
for training employes in salesmanship 
and store courtesy. 


ALTERATIONS PLANNED 


Detroit to Have Some New Shoe 
Departments 


Shoe departments in department 
stores are likely to see very soon some 
improvement in both location and in 
appointments. The Newcombe Endi- 
cott & Co. and Kern’s new buildings 
are about completed and merely await 
the finishing inside. Crowley Milner 
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Company is building a large subway 
below the street to connect with The 
Emporium, which wil] shortly be torn 
down to give place to a much larger and 
more modern building. When these 
alterations and additions have been 
completed Detroit will have shoe de- 
partments equal to any in the country. 


BLIZZARD EFFECT STILL FELT 


New England Shoes Slow in Reach- 
ing Michigan 


The effects of the New England snow- 
storms and blizzards are now being 
felt by Detroit shoe merchants. Ship- 
ments are slow reaching their destina- 
tion, due to the embargoes of weeks ago 
and to those at present in force at 
Detroit. 


BOWLING LEAGUE ENDS SEASON 


Other Brief Trade Items from 
Detroit ° 

The Fyfe Bowling League wound up 
the season with a banquet at the Fellow- 
craft Club. Members who were suc- 
cessful were awarded prizes. A splendid 
vaudeville entertainment was supplied 
from talent within the organization. 
The general manager, A. O. Day, gave a 
short address, pointing out the approval 
of the Fyfe management of the social 
and athletic life within the store. He 
emphasized the importance of good 
fellowship within the commercial con- 
fines of the store. Steven J. Jay was 
toastmaster and master of ceremonies. 

Stanley Simmons, formerly part 
owner and manager of the Manhattan 
Boot Shop, has sold his interests to his 
partner and accepted a position as 
manager of the W. L. Douglas Shoe 
Store at 237 Woodward Avenue. 

R. H. Fyfe is taking a holiday, visit- 
ing Washington and other Eastern 
points. 

Mike P. Rober, 1260 Mt. Elliott 
Avenue, has sold out his business. 


Indianapolis 


WILL BOOTS COME BACK? 


High Shoes for Women to Be More 
Popular Is Prediction 


High-top boots for women give evi- 
dence of coming back as the mode for 
next Fall, according to several Indian- 
apolis shoe merchants. The high-top 
boots are returning, it is pointed out, 
in a vain attempt to meet halfway the 
continued mode of short skirts, which 
are expected to clear the ground by at 
least 814 inches. Another reason is the 
desire to make the foot look smaller 


than it does in ordinary low shoes. 
Prices of such boots will range from 
$30 for those with chiffon and satin 
covering to $20 and $15 for the ordinary 
kind, it is said. 


SHOE DEPARTMENT FEATURED 


Indianapolis Store Has Good Dis- 
play in Spring Opening 


Shoes played an important part in 
the Spring opening recently at the Star 
store, one of the large department stores 
in Indianapolis, which has been re- 


Where to Buy 
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modeled and redecorated. Stout walk- 
ing models with the popular “Baby 
Louis” heels, dainty dancing pumps 
with the highest of French heels, and the 
new two-tie pumps were among the 
footwear that was displayed at the 
opening. The women’s shoe depart- 
ment now occupies a commodious space 
on the second floor. 


MARION HAS STYLE SHOW 
Other of Interest from 
Indiana 

The Sam Levy Shoe Company and 
the C. & H. shoe store, both of Marion, 
took a prominent part in the recent 
Spring style show given there under the 
auspices of the Marion Chronicle, the 
city’s daily newspaper. Clothing and 
dry goods merchants also took part in 
the affair and live models were engaged 
for the displays. During the revue all 
of the latest styles in shoes for men, 
women and children from the two afore- 
mentioned stores were shown. 


Fear Shoestring F amine 

A shoestring famine is feared in 
Logansport, Ind., according to reports 
emanating from that territory. The 
present supply is dwindling rapidly and 
the merchants say they are unable to 
obtain as many pairs as they order. 
They say that in some cases where five 
gross have been ordered only one gross 
has been delivered. Silk shoestrings are 
reported as almost impossible to obtain. 


Unusual Window Display 
Two of the most attractive window 
displays ever seen in Marion were ex- 
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hibited recently at the Clothier and 
Hutton shoe store. A built-in back- 
ground, hand-painted in water colors, 
showed a number of nymphs engaged in 
a gay dance. White plush draperies 
were arranged artistically at the back 
and the entire background was covered 
with vari-colored Easter flowers. Latest 
Spring patterns in black, white and tan 
shoes for men and women were dis- 
played. 


NEWARK CHAIN EXPANDS 


Another Store Is to Be Opened in 
Indianapolis 


Indianapolis “‘shoe row”—that part 
of the block on the north side of Wash- 
ington Street between Meridian and 
Pennsylvania Streets—is going to have 
another addition to its family in the 
near future, according to a recent an- 
nouncement by the Newark Shoe 
Stores Company, which at present has 
stores at 164 North Illinois Street and 
7 North Pennsylvania Street. 

The Newark Company has just 
obtained a 20-year lease on the 
property at 14 and 16 East Washing- 
ton Street. 


Sales Manager Appointed 

Hugo F. Dehn of Milwaukee, Wis., 
has been chosen to succeed Charles G. 
Sharp as advertising and sales manager 
of the Huntington Shoe and Leather 
Company at Huntington, Ind. Mr. 
Sharp has resigned to accept a position 
with the F. Mayer Boot and Shoe 
Company of Milwaukee. 


Louisville 


LOUISVILLE BUSINESS GOOD 


Easter" Trade Developed Late, but 
Was! Satisfactory Nevertheless 


Easter business with the Louisville 
retail merchants proved very gratifying 
as a whole. While business developed 
late as a result of bad weather during 
the greater part of March, trade was 
active during the ten days prior to 
Easter, and on Friday and Saturday 
the stores were packed and had 
difficulty in taking care of the demand. 
Indications are that there will be good 
business from now until June 1. The 
Kentucky Derby on May 8 always 
brings in a good volume of out-of-town 
business. 

Retail sales are reported to be better 
than they were during the corresponding 
period of last season, when better 
weather was experienced. Merchants 
are getting their full prices under origi- 
nal mark-up margins, and there is no 


apparent tendency toward price cutting. 
In men’s shoes to date the demand has 
been principally for high shoes, but 
there has developed recently an in- 
creasing demand for low cuts. The 
larger volume of demand is for tan 
English models, but the brogue models 
are also strong. Tan and brown are 
selling far better than black. 


Short Vamp Seems Doomed 

In women’s shoes short vamps are 
not popular, and merchants are not 
showing them to any great extent or 
making any special effort except to 
clean up stocks on hand. Women want 
the long, slender lasts. Seamless pumps 
are not selling as well as they were, but 
two-eyelet ties appear to be “getting 
the call.”” Both French and military 
heels are good, but the demand for 
baby French heels is almost zero. 
Brown is much more popular than 
black, while kid is the most popular, 
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with suede in good demand, and satin 
showing up nicely. 

Merchants feel it would be foolish to 
hold back in placing orders for Fall 
goods, as such action would result in 
factories being overcrowded and un- 
able to take new business. Indications 
are not for lower prices, and the average 
merchant much prefers merchandise at 
any price to no merchandise at all. 
The result is that orders are being placed 
freely for high-grade merchandise, which 
has to be made up on order. 


FEW SPECIAL SALES HELD 


Pumps and Oxfords, However, Sold 
By DuRand-Perry 


Few special sales have been offered’ 


in Louisville so far during the Spring 
season. However, the DuRand-Perry 
Company had a stock cleaning sale on 
March 26 and 27 of Cousin’s pumps 
and oxfords, offering glazed kids, black 
calf, brown calf, gray kid and brown 
kid French heel pumps and oxfords at 
half price. There were six lots in this 
sale, of five to twenty pairs to a style, 
and ranging in value from $5.00 for 
glazed to $9.25 for gray kid. A special 
lot of 100 pairs of patent opera pumps 
and dull kid opera pumps was also 
offered at prices ranging from $5.00 to 
$6.25 a pair. The Boston Shoe Com- 
pany expects to start work within the 
next few days on cleaning up odd small 
lots. 


NEW STORE OPENS SOON 
Other Brief Items of Interest to 
the Retail Trade 

Work is progressing rapidly on the 
new branch store of Crutcher & Starks, 
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Inc., in the Seelbach Hotel Building, 
and would have been much farther 
along except for a building trades strike. 
The company expects to be able to 
open the new branch during the early 
part of May. One feature of Crutcher 
& Starks business is that it is built on 
the standardized value basis, no com- 
parative values ever being shown. 
Whenever mark downs are necessary 
the public is not informed of the fact. 
Due to the fact that merchandising 
has been done on a rising market for 
the last four years, this plan has been 
especially valuable, as staple lines were 
easily carried over. 

Byck Brothers of Louisville plan to 
start work on their new shoe store at 
Fourth and Guthrie Streets just as 
soon as a florist is able to turn over one 
section of the property, which is still 
under lease. 


Fight New Traffic Rule 


Louisville merchants are making a 
warm fight against proposed ordinances 
to prevent automobiles parking on 
Fourth Avenue, claiming that such 
action would drive a considerable 
volume of retail business from the 
street, and the best business at that. 


Ben Middendorf, of the Louisville 
Florsheim store, reported a very ex- 
cellent run of Easter business as a 
whole, and the close of the week found 
some popular lines badly broken. 


Louisville merchants, since finally 
settling their differences with the High 
Cost Commission, have been free from 
interference. There have not been any 
prosecutions for some time. 


Lynn 


STYLE REACTION PREDICTED 


Lynn Manufacturer Says Brogues 
and Low Heels Are on the Wane 


Of new developments in footwear 
fashions, Charles D. McLaughlin of the 
Bresnahan & McLaughlin Shoe Co. 
speaks in a most interesting way. 

“The volume of business I found to be 
very good,” said he, commenting on his 
recent trip to St. Louis. “Shoe mer- 
chants have generally had good sales. 
A number of large buyers are coming 
East soon to place filling-in orders for 
after-Easter sales, and also to arrange 
for future supplies of shoes. In par- 


ticular, they will seek fresh information 


about the trend of prices. 


The First Reaction 


“Styles are showing changes,” con- 
tinued Mr. McLaughlin, and will con- 


tinue to do so. A reaction is coming in 
favor of light, fine styles in footwear. 
The brogue style is being overdone. 
The coming of hot weather will prove it. 
Summertime footwear will be light in 
weight and delicate of pattern, becom- 
ing to the light and dainty frocks of 
Summertime. 
The Second Reaction 

“Also, there is coming a reaction in 
favor of high heels; not higher heels, 
mind you, but the familiar Louis heel, 
the genuine Louis, of wood, that is 
light in weight. The woman who has 
worn high-heel shoes since she was 18 
and whose arch is trained to the 16-8 
heel, isn’t going to put on the 8-8 heel, 
and drop the heel of her foot down al- 
most an inch, and be comfortable and 
content with the low-heel style. 

“Low shoes will be in fashion in the 
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Fall and Winter,” continued Mr. Mc- 
Laughlin. ‘Many shoe merchants have 
observed that during last Winter, one of 
the most severe on record, the sale of 
low-cut shoes steadily increased. Even 
boots were left over, at the end of this 
most severe Winter season. Our orders 
indicate that our Fall and Winter busi- 
ness will be 50 per cent low cuts and 
50 per cent boots. 


Blue Satin Shoes 


“Among the new sampjes which we 
are preparing,” continued Mr. Mc- 
Laughlin, “are some low-cut shoes of 
blue satin and of chowtone brown satin, 
chowtone being a new shade, like 
golden brown. These shoes are for 
Spring and Summer. We have bought 
a considerable quantity of suede calf 
leather for our Fall and Winter foot- 
wear. 

“Our new lasts and patterns will be 
light of line and graceful of shape. We 
observe that women are wearing dainty 
frocks of fine materials, and silk stock- 
ings. With such frocks there can be 
worn with propriety only footwear that 
is distinctively feminine.” 


A. M. CREIGHTON ABROAD 


He Will Spend Two Months in 
European Countries 


Albert M. Creighton, Lynn shoe 
manufacturer, sailed last Saturday for a 
two months’ trip. He will visit shoe 
merchants in England, Norway, Swe- 
den, France, Holland and, if he can 
secure passports, Germany. He was 
abroad a year ago. Many shoes ‘are 
sent from his factories to Europe, and 
are distributed through his agents there. 


STUDYING SHOEMAKING 


Shoe Experts Plan Program of 
Education 

The Lynn District Superintendent 
and Foremen’s Association is establish- 
ing headquarters in Sharon Hall, and is 
proceeding with plans for the study of 
the science of shoemaking. At its re- 
cent meeting Dr. Charles H. Bangs of 
Lynn spoke of “Americanism,” and 
Fred A. Gannon, Lynn correspondent 
for the “Boot and Shoe Recorder,” 
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spoke of the rise of superintendent and 
foremen to their present important 
position in the shoemaking industry. 
At the meeting of April 15, William 
Armstrong, of the Armstrong Leather 
Mart, will discuss “The Tanning of 
Upper Leather,” and Paul Krippen- 
dorf, of the Krippendorf Kalkulator 
Company, will discuss ‘““The Cutting of 
Upper Leather.” 


FOR BOOTS AND BOOKS 


Leather and Literature Mix Well 
Together 


It is of incidental] interest to note that 
the business of making leather for bind- 
ing books is forging ahead fast. Some 
Peabody manufacturers, who gave up 
book leather for boot leather during the 
war, are now back to the making of 
book leather chiefly, and are making 
only a little boot leather. Leather for 
binding Bibles is in big demand. 


SHOE FIRMS GET TOGETHER 


The Timsons Take Over Interest in 
Another Firm 


The Timsons of Lynn and Boston 
have bought the interests of Dr. Vinal, 
in the firm of Davis, Means & Vinal, 
Inc., makers of comfort shoes, 316 
Union Street, Lynn. L. R. Means 
continues as president of the firm. 
Charles O. Timson of the C. O. Timson 


- Shoe Company becomes vice-president. 


A. C. Davis continues as treasurer. 
George E. and Louis E. Timson of 
C. O. Timson Shoe Company become 
directors. 


WHOLESALER INCORPORATES 


New Firm Known as Fisher, Fried- 
man & Barnett, Inc. 


The Fisher-Mark Shoe Company, 
misses’ and 
children’s welts and McKays, has in- 
corporated under the name of Fisher, 
Friedman & Barnett, Inc., with a 
paid-in capital of $42,000. E. Fisher, 
who was owner of the former company, 
is president of the new organization. 
Other officers are S. Barnett, vice- 
president; A. Friedman, treasurer, and 
S. D. Fisher, secretary. 


Milwaukee 


TRADE SLOWING UP 
Merchants Finding It Harder to Sell 
Shoes 


With the Easter shopping season over, 
retail shoe merchants are turning their 
efforts to create a state of continued 


activity in consumer buying during the 
remainder of the Spring season in order 
to effect a prompt movement of 
merchandise. -Although business has 
been good since the beginning of the 
year, it is realized by all merchants that 
it is becoming less easy to sell boots and 
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shoes all the time, and sales promotion 
work must necessarily become more 
vigorous. Immediate conditions are by 
no means such as to cause the least 
disquietude, but the foresighted men 
of the trade believe that the time is 
coming when people will regard their 
capital with more discernment, which 
will mean harder sledding, as it were, 
for all who sell wearing apparel. 


No Price Reduction in 1920 


“There is no prospect for cheaper 
shoes in 1920 and possibly not for two 
or three years,” said an article in the 
Milwaukee Journal of Saturday evening, 
April 3, quoting a leading Milwaukee 
boot and shoe manufacturer, who said 
that shoes are selling this Spring about 
25 per cent higher than last Fall. The 
article continues: 

“To still further emphasize some of 
the striking increases in the cost of 
making shoes, some of the best grades 
of upper leather have advanced a full 
100 per cent since last September, and 
sole leather in the same period has 
risen about 40 per cent. All other 
materials have gone up in equal or 
greater proportions. 


Urges Merchant to Buy 


“One thing should be emphasized, 
and that is that the retail merchant is 
not making anything by refraining from 
buying now in the hopes of lower 
prices,” the article continues. ‘‘Bankers 
tell merchants not to tie up too much 
money in high-priced stocks. This 
procedure will make the market still 
higher. Orders for shoes will have to 
be placed finally in hurry-up fashion and 
then the manufacturer must shop 
around for his materials and pay higher 
prices than before because of the haste 
and the competitive bidding.” 


NEW STORES TO BE OPENED 


Nunn, Bush & Weldon Plan to In- 
vade Big Eastern Cities 


The Nunn, Bush & Weldon Shoe 
Company, Milwaukee, which on Febru- 
ary 1 opened a retail store in the heart 
of the Milwaukee business district, at 
86 Wisconsin Street, has decided to open 
two stores in New York City and a 
second store in Milwaukee. The exact 
locations are not divulged. The com- 
pany also is considering Philadelphia, 
Baltimore and a few other large Eastern 
cities as locations for retail stores. The 
plan is to establish such retail stores 
primarily for the prestige that will be 
given to the line of fine shoes now 
manufactured. With the advertising 
of these stores in the great New York 
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dailies, it is believed that the Nunn- 
Bush shoes will be given most valuable 
advertising, which will permeate all the 
sections reached by the metropolitan 
press and in that way immeasurably 
help the other retail merchants who are 
handling the Nunn, Bush & Weldon line. 


WISCONSIN SHOW PLANNED 


Boot and Shoe Trades to Be Well 
Represented 


A “Made in Wisconsin Exposition” 
will be held in the Auditorium at Mil- 
waukee during the week of May 23 to 30, 
and the boot and shoe industry,.as one 
of the principal industries of city and 
State, will be well represented. The F. 
Mayer Boot & Shoe Company and the 
Kalt-Zimmers Company of Milwaukee 
already have arranged for space. 


BADGER BOOT BRIEFS 


News in Interest from the Mil- 
waukee District 


Fred Meier, Jr., of Fred Meier & Son, 
retail shoe merchants at 486 Eleventh 
Avenue, Milwaukee, has accepted the 
position of buyer and manager of the 
boot and shoe section of the Espenhain 
Department Store, Fourth Street and 
Grand Avenue, Milwaukee. 

A charter to do business in Wisconsin 
has been granted to the Freeman Shoe 
Company of St. Paul, a Minnesota 
corporation with a capital stock of 
$200,000. The application said the 
object is to authorize the solicitation of 
business in Wisconsin by a resident 
representative. 


Regal Store Reopens 


The Regal Shoe Company’s store at 
Milwaukee reopened April 1 in its 
new building at 312 Grand Avenue. It 
was located at 202 Grand Avenue 
almost from the day the Regal Company 
entered the local field. 

A new J. C. Penney store was opened 
April 1 at Antigo, Wis., with C. Mal- 
gaard as manager. 


Plan Addition to Plant 


The Leverenz Shoe Company at 
Sheboygan, Wis., broke ground April 1 
for an addition which will increase the 
capacity about 50 per cent. It will be 
four stories high and 50 by 75 feet in 
size. 

The American Hide & Leather Com- 
pany will build two additions, each 
30 by 50 feet in size and four stories 
high, to its big tanneries at Sheboygan, 
Wis. The main purpose is to provide 
recreation facilities for its workers. 
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Where to Buy 


Miscellaneous 




















. * 
Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 








THE BEST IN 
Detachable Pump Straps 
(Many Styles and Designs) 


LEATHER BOWS 


Covered Buckles Colonial Tongues 


Beaded Buckles 
THE VANITY NOVELTY WORKS 
913 Gates Avye., Brooklyn 7 Se 











Aecounts of Shee and Leather Firms Solicited 


41 BEDFORD STREET, BOSTON 








ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 
te lent fashion ‘it $tR gy F- 
able an: a 

shades. PAINT! 

— ue yf rat information. Send pair for 

show me” demonstration. It will pay you! 

a ALBANY SHOE ee co. oc. 











(Thre mark of 


good shoe buckles 
eve r since 1905 


L. ALTERSON & CO. 
; New York City NY. 


102 W 34% St 








DISPLAY MEN 


Whatis Daf an 








a insy papers for canes 0d 
ae "DESPLAY eae co. 
93A Federal St, Besten, Mass. Agencies Wanted 

SALES LETTERS 
MULTIGRAPHED— 
FILLED IN—SIGNED— 
F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 

















Where to Buy 


Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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WOOD SOLE 
SHOES 


ROCKER BOTTOM 
14-inch boots, hb lace 
boots and 2” Write 
for catalog. 

REECE SHOE COMPANY 
Columbus, Nebraska 











Perfection Pneumatic 
Arch Cushion 
Dentgaes te Prevent 
ELASTIC ‘RIP COMPANY 5 
Boston, Mass., U.S. A. 








You need this book on 
SHOE WINDOW 
DISPLAYS 
Get it today! $2.00 postpaid 


FRANK P. TAYLOR 
381 Wash’n St., Besten, Mass. 




















Where to Buy 


Shoe Polishes 





Best Jn Dherr Class 


oer 


CREAM UNBURNABLE 


for white buck, etc. for white kid, etc. 
NATIONAL SHOE POLISH MFG. CO., Inc. 
PHILADELPHIA, PA. 














The Proper Dress- 
ing for Every Shoe 
Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 
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St. Louis 


MARKET SLIGHTLY DULL 


Merchants Think Price Crest Has 
Been Reached 

The immediate Easter period reflected 
a slight tendency of dullness in the 
wholesale and manufacturing district, 
so far as sales went, for the road men 
generally reported that it was extremely 
difficult to get the attention of mer- 
chants during the week preceding the 
holiday. It was, however, regarded as 
safe by the headquarters houses that 
with the passing of the holiday itself 
more attention to the samples shown 
would be given by dealers, and business 
resume its normal aspect. The factories 
generally are operating to full capacity, 
with sufficient orders ahead to main- 
tain their activity. This applies to the 
specialty and general houses alike. 

In the retail district the stores and 
departments started in for a good week, 
but were somewhat anti-climaxed by a 
rainy Saturday which cut off a con- 
siderable proportion of the holiday trade 
usually expected on the final day of the 
week. This was followed by a blizzard 
Sunday, with rain succeeded by snow and 
a generally disagreeable atmosphere in 
the vicinity of freezing, which put an 
end to any prospect of a real Easter 
parade. The merchants continue to 
complain that although they are show- 
ing a financial gain their statistics 
evidence a smaller number of pairs 
passing into the consumers’ hands and 
they are regarding this as evidence of 
the desirability of adjusting their 
stocks, present and future, to the pos- 
sibilities which accompany a cessation 
of public buying. It is a very general 
opinion in the trade that the crest has 
been reached and that conservatism will 
be advisable from now on. 


ST. LOUIS BRIEFS 
Late News of Interest to Retail 

Trade and the Manufacturer 

The Semmelmeyer Leather Belting 
Company has leased additional space 
at its present location, 720 N. Second 
Street, adding about 11,000 square feet. 
The new space was made necessary by 
the growth of the business. 

Mrs. Oscar Johnson, widow of the 
late president of the International Shoe 
Company, is taking an active interest 
in civic affairs and was recently made 
chairman of the St. Louis committee 
which is conducting a campaign to 
bring about relief from the high cost 
of living. 

New Store Building Planned 

The B. Nugent & Bro. Dry Goods Co. 
at an annual jollification dinner held by 


the officers and employes last week 
announced that it was planned within 
the next three years to build and oc- 
cupy a new department store structure. 

The close of the first quarter of 1920 
has shown a most satisfactory gain, 
according to the officers of the McElroy- 
Sloan Shoe Company. The statement 
issued as of March 31 showed that the 
company’s shipments were, for the first 
quarter, $380,278.86 ahead of the first 
three months of 1919 and that March 
showed a gain of $106,661.42 overMarch 
of last year. 


EASTER SALES BREAK RECORD 


Greater in Volume Than for Any 
Other Year 


Pre-Easter week sales in the exclusive 
shoe stores, as well as in the shoe de- 
partments of the department stores, 
are reported by practically every mer- 
chant in St. Louis to have been, in 
volume, greatly in excess of the corre- 
sponding week last year, or any other 
year for that matter. This in spite of 
the fact that the embargo on express to 
St. Louis prevented the delivery of 
many Eastern shipments of shoes 
ordered for pre-Easter retail selling. 

So seriously were the small jobbers, 
as well as retailers, affected by the 
embargo that there is talk of the matter 
being referred to the Chamber of Com- 
merce of Boston with a view to seeking 
an immediate remedy or, at least, pre- 
venting a repetition of this condition. 


Parcel Post Used Freely 


As an emergency measure, however, 
many merchants ordered their ship- 
ments broken up into lots of six and 
twelve pair cartons and sent by special 
delivery parcel post. This was a very 
expensive method, but was the only 
means by which the shoes could be ob- 
tained in time. 

A number of St. Louis jobbers got 
around the St. Louis express embargo 
by having their shipments sent to 
terminal points in Illinois within a 
hundred miles of St. Louis and then 
bringing the shoes from there by trucks. 
This enabled them to make deliveries on 
time for Easter even though at greatly 
increased cost to jobbers. 


JOINT CONVENTION FAVORED 


Better Displays Will Be Result, Say 
Merchants 


The holding of joint conventions by 
Missouri and Kansas Shoe Retailers’ 
Association, with the possibility of 
Oklahoma and other adjacent States 
coming in, is heartily favored by all St. 
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Louis merchants. This arrangement 
will not only facilitate but increase 
attendance of manufacturers and whole- 
salers and will enable them to make 
better displays of their samples. 


Boosters’ Club Holds Meeting 

The second meeting of the newly 
organized Boosters’ Club of the Walk- 
Over Shoe Store will be held Tuesday, 
April 13. 


Chicago 


NOT ALL LOW CUTS 


While 80 Per Cent of City Sales 
Are Oxfords, Smaller Towns 
Run to Boots 


The relative percentage of low cuts 
being sold in comparison with high 
shoes at this time is about four to one; 
in other words, 80 per cent of all the 
shoes sold by the larger city merchants 
at this time are low cuts of one style 
or another. This percentage does not 
hold good, however, in the surrounding 
suburbs and towns of five, ten and 
twenty thousand population, the de- 
mand for low cuts reaching only about 
25 per cent of the gross business. 


NEW SHORT-VAMP LAST 


Wholesaler Puts Modified French 
Last in Line 


One of the prominent Chicago whole- 
salers has started his men out with a 
new line, April 1, which is made up of 
modified French last shoes, about \a 
3% or 3% inch vamp, running in patent, 
black and brown ooze; satin and white 
kid. This jobber feels confident that 
he has secured for his customers one of 
the most complete and best selling 
values that it is possible for a merchant 
to obtain. 

The French stage last is slowly but 
surely retiring from its prominent 
place in shoe windows in this city. While 
a few are sold, there is not a ready de- 
mand for them and in many instances 
the dealers have had to force the de- 
cision to a certain extent in the custom- 
er’s mind. 


$15 SEEMS TOP PRICE 


Chicago Merchants Stock Lower 
Grade to Conform with Con- 
sumer Demand 


The question of high prices is being 
handled in many ways. Some of the 
merchants in and around Chicago, 
especially those selling men’s shoes, 
report that $15 is about as much as any 
one desires to spend. They have, 
therefore, in many instances shortened 
their line of the more expensive shoes, 
those which are made in first grade only, 
and are now showing a line which is 
approximately one grade below the lines 
shown in previous seasons. 


SMALL TOWN MERCHANTS LEAD 


Taking Business Away from the 
Bigger City Stores 


Chicago’s outlying merchants are 
coming into their own because their 
overhead is smaller than that of the 
larger retail merchants; because they 


_ are selling on a smaller margin of profit; 


and because the buyers in communities 
surrounding these local merchants are 
commencing to realize that the small 
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merchants are as well acquainted with 
real values both from a style and 
quality standpoint as the larger mer- 
chants from whom they have been 
buying for years. These merchants 
have swamped local jobbers with orders 
for immediate delivery, while larger 
buyers still maintained an indefinite 
attitude toward the purchase of Fall 
merchandise. 


Visiting the Chicago Market 


Among those who are visiting this 
market from distant countries is J. L. 
Milne, of Milne-Choyce, Ltd., Auck- 
land, New Zealand. Mr. Milne is to 
install a shoe department in the de- 
partment store which he represents. 
Walter Crick, representing several fac- 
tories in England, has been calling 
on buyers of both men’s and women’s 
shoes in this country with considerable 
success. 


Haverhill 


SHOES BY PARCEL POST 


Increased Patronage of This Service 
by Shoe Manufacturers 


As a result of unfavorable transporta- 
tion conditions in express and freight 
service, Haverhill manufacturers are 
more than ever utilizing parcel post for 
the shipment of shoes, wood heels and 
other goods. Shoe manufacturers can 
send packages of shoes to New York 
City by parcel post, leaving here late 
in the evening and arriving there at 
7a. m., thus placing them on the stores’ 
counters for sale the same day. Parcel 
post shipments to Chicago and other 
Western cities are being made as a 
means of quick deliveries, where for- 
merly express or freight was depended 
upon, the two latter methods requiring 
from several days’ to several weeks’ 
time. 

The Haverhill post office is fairly 
swamped with packages each night 
for shipment on the New York 
train. 

There is no limit to the amount of 
goods which can be sent by parcel post, 
the only requirement being that pack- 
ages in the first postal zone, which in- 
cludes New York City, shall measure 
within 84 inches in length and breadth, 
and weigh within 70 pounds. In other 
zones farther away the required weight 
is not more than 50 pounds. The parcel 
post business has increased enormously 
during the past few months. Packages 
of shoes are being sent by mail 
all over the United States, also to 
Mexico, Canada and other foreign 
countries. 


McKAYS AND TURNS 


Wingate Shoe Corporation Is Oper- 
ating Additional Plant 


Wingate Shoe Corporation, which has 
been for several years identified with the 
production of women’s turn footwear, 
recently established a McKay factory 
in this city, where women’s footwear is 
being produced. Thus the Wingate 
Shoe Corporation is now identified with 
the production of both turns and Mc- 
Kays in women’s boots and slippers and 
has an especially strong organization fcr 
the designing and production of style 
and quality in these lines of footwear. 


NEW WOOD HEEL COMPANY 


Goods to Be Manufactured in the 
City of Newburyport 


Fred W. Mears, long identified with 
the production of wood heels in Haver- 
hill, is one of the incorporators of the 
Maple Wood Heel Company which is 
chartered under Massachusetts laws to 
manufacture heels in Newburyport. 
The capital stock is $60,000. Fred W. 
Mears is president and _ treasurer. 
Other incorporators are: Fred C. Love- 
joy, George B. Haselton, Mary E. 
Carey and Henry G. Wells, all of 
Newburyport. 


SHOE FIRM INCORPORATED 
The B & S Shoe Company—Capital 


? 
The B & S Shoe Company of this 
city has been incorporated under Massa- 
chusetts laws with a capital of $50,000. 
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The Lindner line of Welts and Turns is the 
product of craftsmen who are recognized as 
Style leaders throughout the retail trade which . 
caters to particular women who demand the 
Newest Footwear Styles each season. 
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Our representatives are now on the road with 
a full line of Fall samples of Turns and Welts, 
which, as always, you can be certain are an as- 
sured Style Gauge for the Autumn season. 


Look these samples over carefully. Give your 
‘closest inspection. Then pick out those styles 
and sizes which will sell most readily to your 
customers. Lindner Quality together with 
Lindner Wear and Style make Lindner footwear 
thoroughly salable. 
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The officers, who are all Haverhill men, 
are: President, Samuel Becker; treas- 
urer,, Maurice Hillson; clerk, Robert 
Becker; and Nathan Gerber. 


CHANGING LOCATION 


Two Local Heel Companies Remove 
to Other Cities 


Two of Haverhill’s heel manufactur- 
ing concerns are planning to remove 
their business from this city to other 
locations. The Keeler Heel Company, 
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which has been in business-here for more 
than 20 years, is removing to Athol, 
Mass., where a factory has been pur- 
chased. This con produces about 
30,000 heels daily, employing from 80 
to 100 hands. T. A. Courtney Heel 
Company is removing to Marlboro, 
Mass., where it has secured the Sears- 
Roebuck factory and will employ about 
100 hands. Both these concerns manu- 
facture leather heels and top lifts. They 
will retain office and sales departments 
in this city. 


Brockton 


REMODELED FACTORY 
Is Now Occupied by Shoe Manufac- 


turing Concern 


In August last, Wall, Doyle & Daly 
Co., Inc., then a newly formed concern, 
purchased the T. D. Barry Company 
No. 2 factory located at the junction of 
Warren Avenue, Spring and Pleasant 
Streets in this city. One of the first 
changes made by the new proprietors 
was to install an entire new front on the 
street floor, giving the effect of practi- 
cally all solid glass and admitting day- 
light freely. In the picture of the re- 
modeled factory shown here the glass 


front is plainly noticeable. An inter- 
esting point in regard to this factory is 
that it was built 30 or more years ago 
by W. L. Douglas Company and that it 
was the first important factory occu- 
pied by the now celebrated concern. 
Wall, Doyle & Daly Co., Inc., since 
acquiring the plant, have increased the 
capacity from 700 to 900 pairs daily of 
men’s welt shoes and have effected 
many important improvements in the 
arrangements of the various depart- 
ments. 

Albert Doyle of the concern is now 
calling on the large city trade with 
Fall samples. 
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THE EATON SHOEHORN 


Featuring 30 Styles of Crawford 
Footwear In-Stock 


C. A. Eaton Company, makers of the © 
Crawford shoe and other lines of men’s 
footwear, have gotten out a Spring and 
Summer issue of The Eaton Shoehorn 
which illustrates and describes about 
30 different styles of Spring and Sum- 
mer shoes in stock for at once delivery. 
There is a great variety of patterns with 
the brogues featured. Oxfords are 
prominent as befitting the requirements 
of the trade for the Spring and Summer 
season. Shoes are shown in colors as 
well as black. The half-tone cuts repre- 
sent photographic reproductions of the 
stock shoes. A large edition of this 
Eaton Shoehorn is sent to retail shoe 
merchants throughout the country. 


MOCCASINS FOR GOVERNMENT 


Extensive Order Received by Mo- 
hawk Moccasin Company 


The Mohawk Moccasin Company, 


- whose factory is located in this city, has 


received an order from the United 
States Government for heavy moose- 
hide moccasins for the use of United 
States soldiers in Alaska and other cold 
climates. This is the second order that 
this concern has received from the War 
Department within a year. Work will 


Remodeled Factory Owned and Occupied by Wall, Doyle &"Daly Co., Inc., Brockton, Mass. 
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ply of black satins, style, last, fit and deliv- 
white satins, gold and silver ery, send your order to us 
cloth operas. —we can deliver the goods. 


Stock No. X296—Peters’ White Reignskin Theo 
Instep Tie, 2 1-8 inch Full Louis Wood Covered 
Heel, 334 inch Vamp, Quarter Toe Last. Price, 


$6. 
Stock No. X309—Same in Gottschalk White 
CO NN a nce hehs a seteathveedsas os 75 
Stock No. X304—Same in: Black Satin. wiee, 


Stock No. X303—Peters’ White Reignskin Flora 
on 1% inch Baby Louis Wood Covered best 
rice. . 
Stock No. X252—Dull Calf Opera, 2 inch Fuil 
Louis Wood Covered Heel. Price $6.00 

~—— No. X252—Same 

rice : 7 
Stock No. X324—Patent Leather Theo Tie, 28 
inch Full Louis Wood Covered Heel. Price. .$6. 
Stock No. X325—Patent Leather Theo Button, 
2% inch Full Louis Wood Covered Heel. 


$6. 
Stock No. X294—Patent Leather Two-Eyelet 
Sailor with Silk Grosgrain Ribbon Bow, 2% inc 
Full Louis Wood Covered Heel. Pri Sao 
Stock No. X295—Same in Dull Calf. Price. .$8.00 
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Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


E. T. Fogg J.P. Murphy oseph Shaw M. C. Oberdorfer Solly Schweitzer 
Boston New York iladelphia Chicago n Francisco 
183 Essex St. 851 Marbridge Bidg. 600 Denckla Bidg. 20 W. Jackson Bivd. 417 Pacific Bidg. 
Great Northern Bidg. 
Harry Wheeler Shoe Co. H. W. Drake 4. Resenthel & Co. Bert Grosskurth 


t . Ala. Kansas City, Mo. ~ Bldg. Fred Fuhrman 163 Yonge St. 
sestents 537 Ridge Bldg, Rizal Ave Manilla. I. Mexico Room 7, Toronto. P. O. 
All goods sold F. O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra. 
Prices and Deliveries Not Guaranteed 
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IN STOCK 


HIS week our, new last “Columbia” carries ‘Speed’ to every live 
shoe merchant. 
*“Speed” is this one strap pattern. Its style and fit are “Correct.” 
Look at the small cut! It’s the same pattern camouflaged with a bow—a 
perfect tie effect, better than a real tie because the bow is not frayed by 
frequent tieing and untieing. 
“Speed” will help your turnover—she is two styles in one. 


The styles which this number represent are as follows: 
Ss No. X313—Brown Ooze Calf Vamp and Heel. Brown Satin Quarter 
% inch Vamp, 2% inch Full Louis Wood Covered oe, 
Stock No. X314 is the same in Stock No. X332 is the same with 
Black Satin. Price $6.25 pe Kid Vamp — ‘ gic) 
tock ‘ i tin Quarter to match. Price $8. 
Fm + Ry A os oa 56.25 Stock No. X317 is the same in Pat- 
. P ent Leather with 12-8 Baby Louis 
Stock No. X321 is the same in eel $6.75 
Peters’ White Reignskin. Price, in 
° Dull Calf. Price. A 
Stock No. X322 is the same in Stock No. X320 is the same in 
Dull Kid. Price $7.75 Black Satin. Price $6.25 
Stock No. X323 is the same in Stock No. X328 is the same in 
Black Ooze. Price $8.00 White Calf. Price $8.15 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. * 


E. T. Fogg J.P. Murphy {ocaph, Shaw M. C. Oberdorfer Solly Schweitzer 
Boston New York iladelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Bidg. 600 Denckla Bidg. 20 W. Jackson Bivd. 417 Pacific Bidg. 
Great Northern Bldg. 
H. W. Drake J. Rosenthal & Co. Bert 
Wheeler Shoe Co. Kansas Coy, Mo. La Cam pide. Fred Fuhrman 163 Yonge St. 
tgomery, Ala. 537 Ridge Bldg. Rizal Ave., Manilla. me a Mexico Ri 
All goods sold F. O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra. 


Prices and Deliveries Not Guaranteed 
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The ORIGINAL 
| Full Grain 
Glazed Horse 


IN BLACKS 
IN COLORS 





Strong as Horse 


—Soft as Kid 





Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 














Manufactured solely by 


B. D. EISENDRATH TANNING CO. 


Chicago Tannery Boston 


130 N. Wells St. RACINE, WISCONSIN 195 South St. 
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begin immediately. The shipment is to 
be made within 60 days. Army mocca- 
sins are made of a special stock with 
reference to strength to sustain the 
hard work to which they are subjected. 
The Mohawk moccasin production for 
the War Department is of heavy 
specially tanned hide, made with par- 
ticular reference to protection against 

w temperature. The boot is 10 inches 

height, made of split chrome tanned 
leather with moosehide lacings. 


MEETING OF MEMBERS 


Recently Held in This City to Dis- 
cuss New Organization 


At the Commercial Club in this city 
there was recently held a meeting of 
local manufacturers to discuss the work- 
ings of the Associated Industries of 
Massachusétts, a new organization in 
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which Messrs. Harbert L. Tinkham of 
W. L. Douglas Shoe Company and 
Perley G. Flint of Field & Flint Shoe 
Co. are executive committee members. 
About 40 local manufacturers attended 
and expressed much interest in the work 
of the association. The association has 
about 1,000 members, including all the 
industries in the State. Brockton will, 
in the near future, be well represented in 
the association. 


SHOE SHIPMENTS 


Good Showing of Footwear For- 


wardings for the Week 


For the past week the shoe shipments 
from Brockton totalled 15,652 cases. 
This is compared with the shipment of 
11,391 cases for the corresponding week 
of last year. Total shipments for 1920 
to April 3 were 184,882 cases. 


Boston 


‘GENERAL SUMMARY 


Business Is Active—After-Easter 
Trade Brisk 


Business in the retail stores has been 
exceedingly good the past week. The 
Saturday preceding Easter was a bright, 
sunshiny day, and those among the 
public who had deferred Easter pur- 
chasing until the last minute rushed to 
the various retail shops to be fitted to 
the many new footwear styles offered. 
The strong buying movement of Satur- 
day was continued right through the 
week of April 4. Local merchants are 
most optimistic and all are looking 
forward confidently to a big Spring 
trade. 

Attractive Styles 

As would be expected, low shoes form 
the bulk of the footwear sold. A 
medium shade of tan is popular in both 
men’s and women’s lines. In women’s 
lines the brogue style with a wing tip is 
a big seller and likely to remain so right 
through the Fall and Winter. Patent 
leather pumps and oxfords are also 
much in demand, as well as the suede, 
while white footwear is a fashion favor- 
ite, with every indication that it will 
continue as such throughout the Sum- 
mer months. 


AT TUTTLE’S 


Windows Showed Men’s and Wom; 
en’s Medium Tan Shoes 


At the store of Henry H. Tuttle 
Company, the windows showed some 
very attractive models in men’s and 
women’s medium tan shoes. In the 
women’s lines, the wing tip was in evi- 
dence, while black patent pumps and 


oxfords and white shoes rounded out a 
well-arranged display. In the men’s 
window, the medium tan shade was at- 
tractive in oxfords; a few dark brown 
shades were also featured, as well as 
some stylish black brogue effects. Here 
there appeared some button styles for 
men. 

It was stated that about three- 
quarters of the sales made at this store 
have been on oxfords. 

An attractive card in the window 
announced “Nature shape models for 
children and misses.” 

The clientele of this store seem to 
have no use for the rounded toe in 
women’s lines, so that this style is not 
carried. Party slippers will be big sell- 
ers from now on; they will be used by 
fashionable people for the dances at 
the Summer hotels. 3 


AT MOSELEY’S 


Attractive Model for Women in 
Camel Shade Oxford 

At T. E. Moseley Co.’s, the women’s 
window featured black pumps and ox- 
fords. There was a goodly showing of 
patent leather shoes and buckles. The 
men’s window featured black and brown 
oxfords. 

An attractive showing of women’s 
camel shade suede oxfords with plain 
tip, 334-inch vamp, military heel, was 
made inside the store; black suede 
shoes also proved big sellers. Some 
button boots for women were shown 
with patent vamps and light colored 
tops. 

A new one-button pump for dress 
wear in dull black kid with black suede 
quarter, turn sole and Louis heel, was 





announced to the customers of this 
store on a little flyer which had been 
sent out with bills, also a tan grain calf 
walking oxford in the brogue pattern, 
with military heel. These seli at $16 
the pair. Black or brown calf, military 
heel oxfords, with perforated wing or 
straight tips, were featured at $11 and 
$14. 

Attractive styles in dress pumps were 
priced at $10 and upwards. A smart 
walking shoe in black or brown calf, 
black kid or patent leather, sells at $14. 
Similar styles in brown or black calf and 
black kid, Cuban or military heels, sell 
at $12 and upwards. 

This store, with its 73 years of careful 
attention to the footwear style and 
comfort requirements of the people of 
Boston and vicinity, is daily adding to 
the high-class reputation and prestige 
which it long ago established. 

Attractive Announcements 

T. E. Moseley Company believes in 
attractive announcements. A street- 
car poster which they have recently 
issued calls attention to their “dis- 
tinctive footwear for all occasions.” 

Easter business was reported as being 
exceptionally good. A big sale was 
made on outdoor shoes of suede in 
black, brown and camel shades. The 
brogue oxford in tan grain, or medium 
tan grain was also a popular seller, 
and gives every indication of remaining 
so right through the Fall. 


Children’s Business 


Children’s shoes in this store are 
moving excellently. The Spring 
sales on oxfords are mast satisfactory. 


AT THAYER McNEIL’S 
Business Is Excellent—No French 
Models Shown 

Business is excellent at this store. 
Easter Saturday brought a number of 
buyers and the past week showed no 
let-up in trade. The public seems to be 
buying the better grades almost ex- 
clusively. This store does not feature 
extremes. Some of the women’s shoe 
models have been reduced slightly as 
to the length of vamp, but no shoes of 
less than 334-inch vamps are either 
exhibited, nor is there any call for them. 
Nothing that savors of the French 
models are shown, not even the slightly 
rounded toes. Sport styles are the big 
fatorites with the women’s trade, both 
in canvas and buckskins. These mod- 
els carry colored leather trimmings 
in red, lavender, brown or black. 

In a woman’s style an especially good 
model is a black patent double instep 
strap turn pump, with Louis heel, 
patent covered. 

This store is doing a tremendous busi- 
ness in hosiery. The question of supply 
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Salesmen Now Showing | 
Fall Samples in the 


“STACO” LINE 
Of Men’s Welts 


THE NEWEST AND BEST ST YLES. 
THE MOST POPULAR LEATHERS. 
THE BROCKTON STANDARD OF WORKMANSHIP. 


see < + g THAT MAKE PURCHASES PROFIT- 


This quartet of merits invites your 
at-once business and Fall orders. 


Stone-Tarlow Shoe Co., Inc. 


BROCKTON, MASS. 
Successors to Liberty Shoe Co., Inc. 
BOSTON OFFICE, 183 ESSEX STREET 


ifr. 


\ 


White Linen Welt 
OXFORD 
IN STOCK 


v) 


Style B 448 $5.00 
Trade papers predict that the coming 


months will herald the greatest white 
season that has ever been enjoyed by the 
shoe industry. 


Will You Be Ready? 
Our In Stock Catalog Sent On Request 


White Ivory Sole, 14-8 Military Heel, 
Imitation Tip. In Stock. 


Terms: Net Thirty Days 


C. P. FORD & CO., -- Rochester, New York 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 
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is the only worry. Beautiful models in 
white and black with desirable‘ colors 
sell as fast almost as they are displayed. 


SALESMEN’S BALL 


Third Annual Event a Big Success— 
Congratulations 


The third annual concert and ball: of 
the Boston Retail Shoe Salesmen’s 
Association was the biggest success 
ever. More than 500 people were in 
&ttendance—at least, so the superin- 
tendent of the building reported, and 
he-is a good judge of numbers. 

C. ‘W. Pollock of Thayer McNeil 
Company took charge of the floor. 
George Horwood of Thayer McNeil 
Company was in charge‘of the music. 


Horwood’s Orchestra néeds no commen- - 


dation for its’ musical excellence, but on 
this occasion it *su#passed all previous 


records for just that delightful,’ snappy 
touch ‘which * made the dancing ‘most ».” 


enjoyable. 


The ‘conéert ‘was all that could ‘be » 


desired. 
' Mitch ' praise Was: given to Paul R? 
Bennett, 


Bennett sang several tenor*solos: He 
possesses ‘a remarkable voice, dnd ‘re- 
ceived ‘a ‘tremendous ‘ovation. _-His 
selections, ‘‘Mother ‘of «Mine” “and 
‘Magic ‘of ‘the: Eyes,” were songs ‘with 
an‘appeal. - Mr. Berinett surely proved 
himself to be a singer of merit. 

Miss Pauline Mason, famous dan- 
seuse, and her star pupil, Miss Eleanor 
Lee, pleased with an exhibition of 
latest and special dancing. They each 
made a big hit. The diminutive Miss 
Lee was arrayed in a full Navy rig and 
danced all of the steps of the sailor’s 
hornpipe to perfection. Her perform- 
ance was designated as a work worthy 
of a much older and more experienced 
dancer. 

Jerome H. Remick’s entertainers 
interpreted their latest New York hits 
in true Broadway fashion. 


Affair Well Handled 


R. L. Upton of the R. H. White Com- 
pany handled the reception in great 
shape. Mr. Upton in his usual genial 
manner made everyone feel right at 
home. 

P. E. Goodhue had a watchful eye 
over the whole event and received many 
congratulations aschairman. Thomas I. 
Carey was also the recipient of much 
praise for the excellence of his souvenir 
program. 

The entire committee deserves much 
commendation for their good handling 
of the affair. They were all “‘there,” 
with genial smiles for everyone and a 
big supply of “‘pep.”’ 


. ‘purchasitig agent ‘for the . 
Engle Shoe Company,’ Everett.. -Mr. : 
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To sum up the whole event, it was a 
complete financial and social success. 
and will furnish a stimulus to the mem- 
bers of the Boston Retail Salesmen’s 


‘Association for further progress along 


educational and social lines, and in a 
better ‘servicé to their employers and 
to the public. 


Wholesale Business 


The wholesale business has been ex- 
tremely ‘good the past few weeks. 
Novelties are moving well. The only 
difficulty is in not being able to get 
enough of them. 

Everything points to a very big 
Spring selling season. 


*““GRADUATION LUNCHEON” 


Pupils Entertained by New England 
‘Shoe ‘and Leather Association 


“The 21 pupils of the Shoe and Leather 
Class ‘of the Boston Continuation 


’ School were entertained at a ‘“‘Gradua- 


tion Luncheon” at the Boston Shoe 


‘Trades’ Club, April 7, at noon, as the 
guests ‘of the New England Shoe and 


Leather Association. 
This évent was unique in the history 


‘of the class, which was-originally organ- 


ized about eight years ago, and was 


\participated in by a large gathering of 


représéntative shoe and leather trade 


**- men. 


“Secretary Thomas F. Anderson of 
the New England Shoe and Leather 
Association acted as master of cere- 
monies, and introduced as the first 
speaker President Harry I. Thayer of 
the association. 

Among other things, he said: ‘“‘You 
young men should work hard and faith- 
fully for your individual success in 
business life, and you can only do this 
by working equally hard for the success 
of those who employ you.” 

Mr. Owen D. Evans, director of Bos- 
ton Evening and Continuation Schools, 
spoke of the remarkable growth of part- 
time education both in the United 
States and in Great Britain. 


List of Graduates 


James W. Dyson explained the course 
of instruction given during the 12 
weeks’ work of the Shoe and Leather 
Class, and at the close of his address 
presented graduation certificates to the 
following pupils: Paul Parent, of the 
A. C. Lawrence Leather Company; 
Joseph A. Kemler; James G. Keith, of 
the C. G. Flynn Company; Fred R. 
Cottle, Edmund H. Hourigan and 
Thomas G. McIntosh, of McElwain, 
Hutchinson & Winch; Charles H. 
Taylor, of the C. Moench Sons Com- 
pany; Edson B. Mellen, Edward L. 
Symonds, of Pfister & Vogel Company; 


Joseph P. Bateman, Arvid R. Hag- 
strom and Francis H. Beaton, of the 
Regal Shoe Company; Albert C. Blev- 
ins, of Rice & Hutchins, Inc.; Kenneth 
R. Bunton and David S. Wood, of 
Richard Young Company; Phillips 
Brackett, of H. O. Richards & Co.; 
Danvers Osborn, of Schoellkopf & Co., 
Inc.; Charles A. Rome, of the Leather 
Exchange; Walter L. McLean, of the 
Boston High School of Commerce; and 
Miss Beatrice C. Blanchard and Miss 
Mary H. Stroupe, teachers at the Con- 
tinuation School of the Thomas G. 
Plant Company. 

In the course of his introductory re- 
marks, Secretary Anderson stated that 
the Alumni Association, organized sev- 
eral years ago by the graduates of the 
class, but interrupted by the war, is still 
in existence with a small balance in its 
treasury, and he suggested that the 
association be reorganized; and this 
will probably be done. 

The pupils were evidently much 
pleased with the special courtesies 
tendered them, and with the oppor- 
tunity to meet with so many of the 
representative men of the trades. 

Altogether, it was one of the most 
pleasurable occasions that has taken 
place at the Boston Shoe Trades’ Club. 


FIFTH SHOE STYLE SHOW 


Scheduled for July 12-15 at Sym- 
phony Hall 


Plans have been completed for the 
fifth Semi-Annual Boston Shoe Style 
Show—a four days’ exposition of New 
England shoemaking—that is to be held 
under the direction of William H. Walsh 
in Symphony Hall on July 12, 13, 14 
and 15. 

Judging by the enthusiasm being 
shown by the manufacturers who are 
co-operating with Manager Walsh, the 
show will surpass even the great suc- 
cess of last July. An unusually attrac- 
tive program has been arranged and 
plans have been made to entertain 
visiting buyers in a royal manner. 


Attractive Program 


Monday, the opening day, has been 
set aside as ‘‘Manufacturers’ Day.” 
In addition to the style show in the 
evening, a well-known speaker will talk 
on the opportunities awaiting New 
England shoe manufacturers. Tuesday 
will be “Shoe Travelers’ Day,’’ with a 
special program for the shoe salesmen. 
Wednesday will be designated as “‘Re- 
tailers’ Day.” Special motion pictures 
will be shown in.the afternoon for the 
benefit of the wives of visiting retailers 
and at the style show in the evening the 
new style shoes and new colored leathers 

(Continued on page 163) 
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Dr. Posner Gets Favorable Decision 


New York Supreme Court Renders Verdict in 
Case of Unfair Competition 


Justice Irving Leiman of the New York Supreme 
Court has handed down his decision in a suit of 
Dr. A. Posner, Shoes, Inc., of Brooklyn, against Posner 
& Schwartz, restraining the defendants from the 
manufacturing and selling of children’s shoes of the 
same style and with similarity of labels and other 
descriptions. 

The words of Justice Leiman are herewith quoted: 

“The plaintiff been engaged for 
many years in the business of manufacturing children’s 
shoes and has built up a large business 
Every style of shoes manufactured by the defendants, 
with one exception, bears a substantial resemblance 
to some style of shoe manufactured by the plaintiff 

In spite of the fact that there were some 
differences in the shoes manufactured, in the color of 
the boxes and in the form of mark placed upon the 
shoes, it clearly appears that the defendants have 
wrongfully attempted to gain the benefit of the 
plaintiff’s good will and reputation, and that their 
acts were calculated to deceive purchasers of their 
shoes into the belief that they were purchasing the 
shoes of the plaintiff The court 
has the right and duty to insist upon honest methods 
in business, and to protect the public against de- 
ception. It may not enjoin the performance of any 
act which is lawful, but it may forbid the defendants 
from doing a series of acts which are calculated to 
produce an illegal and wrongful end.” 


Subsequent Decision 


The decision subsequently issued by Justice Leiman 
under the terms of this decision is also very interesting. 
It commands that Posner & Schwartz shall cease 
“Manufacturing and selling children’s shoes of style, 
labels and description so closely resembling the 
plaintiff’s established styles as to be reasonably cal- 
culated to deceive purchasers into believing such shoes 
to be the product of the plaintiff.” 

They are also enjoined from using the type of sole 
stamp which they have used heretofore, from using 
the plaintiff’s established style numbers, even slightly 
modified, from using the plaintiff’s style of boxes, 
labels, circulars or other printed matters which might 
be conducive to the deception of the buying public. 





Major Hannay Testifies 
The U. S. Army Will Spend $5,500,000 for Shoes 


Washington, D. C., April 5—The U. S. Army will 
spend $5,500,000 for shoes in the current year, if 
prices remain about as they now are. The Army pur- 
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Effective Window Trim 


The Creation of George Berl, Manager of the Super- 
Quality Boot Shop, Rochester, N. Y. 


Most shoe merchants relegate the work of trimming their 
windows to one of their assistants. Not so with George Berl, 
manager of the Super-Quality Boot Shop of Rochester, N. Y. 
Mr. Berl, like other shoe men, has a hobby, his particular 
one being that of making attention-compelling trims for his 
window displays. Every bit of the trim which now holds the 
attention of Main Street pedestrians was made by Mr. Berl 
himself, an unusual task for the manager of any shoe store, 
it must be admitted. 

The heavy pasteboard panel which occupies the center of 
the window is of a deep blue and the drapes on each side are of 
heavy velvet. An incandescent bulb of high power throws its. 
light directly on the shoes displayed and proves mighty 
effective in attracting attention in the evening. 





chasing officers are not expecting any recessions in 
price, according to the testimony of Major R. Hannay, 
who appeared the other day before the House Military 
Affairs Committee when it was considering the military 
appropriation bill. 

The requirements will be 725,000 pairs of shoes and 
the average cost was estimated at $7.50 per pair, 
although the major said: “Bids are higher every 
time we advertise for them.” 
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BOSTON 
(Concluded from page 161) 


will be shown. Thursday will be 
“Tanners’ Day,” with a program of 
especial interest to tanners. 


Tickets for Trade 


Manager Walsh plans to introduce 
many new ideas that promise to add 
considerable to the attractiveness of the 
coming show. Much thought is being 
given to the style show and in order 
that the members of the trade will get 
all the benefit possible from the show, 
the general public will be refused ad- 
mission to the main floor while the 
show is on. Special tickets, available 
to anybody connected with the trade, 
will be necessary to obtain admission 
to the main floor. The two balconies 
will be open to the public. 


UNITED STAY COMPANY 


Export Department Sold to United 
Sales Corporation 


The export department of the 
United Stay Company of Cambridge, 
Mass., has been sold to the United 
Sales Corporation, 18 Tremont Street, 
Boston. 


Three members of the Board of 
Directors of the United Sales Corpora- 
tion, Frederick Somes, Ralph E. Tib- 
betts and Herbert W. Thorndike, are 
directors of the United Stay Company; 
and the United Stay Company at 
present is the largest individual stock- 
holder of the United Sales Corporation. 


The president of the United Sales 
Corporation is Frederick Somes, for- 
merly treasurer of the United Stay 
Company. 

The treasurer is Paul S. Vaitses, for- 
merly New England District Manager, 
Finance Division, Air Service, U. S. 
War Department. 

Umberto C. Zoccola, formerly Export 
Manager of the United Stay Company, 
together with H. Clifford Bean, are 
vice-presidents and managers of the 
merchandise departments of the United 
Sales Corporation. 

The business of the United Sales 
Corporation is a development of mar- 
kets for American goods in foreign 
countries, and the development of 
markets in this country for goods of 
foreign manufacture, together with the 
service of manufacturers in this country 
which will enable them to enter the 
export field and handle their business 
in other countries successfully. 
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Textile Color Card Asso- 
ciation 
One Hundred New Members Added 
in Campaign 


One hundred new members were 
added to the list of the Textile Color 


- Card Association during the past three 


weeks. This is the result of a member- 
ship campaign being conducted for new 
members by the association, and is the 
largest number ever secured in one 
month. 

The new members cover a wide range 
of industries, such as thread, upholstery, 
hosiery, millinery, shoe and leather, 
flowers and feathers, gloves, ribbons, 
braids, dyers and cleaners, dyestuff 
manufacturers and dyers—as well as 
garment producers and retail stores. 
It is interesting to note that this list 
represents a distribution over 13 States, 
Canada and New Zealand. 

The association now has a member- 
ship roster of nearly 500, representing 
every industry interested in color de- 
velopment. The circulation of the 
American Card now reaches into every 
State in the Union, with a constantly 
growing demand in England, Canada, 
Australia, New Zealand, Switzerland, 
France, South America, Holland, Italy, 
China and Japan. 








PLAZA LAST 
(Boys’) 


UP-TO-DATE IN STYLE 


RELIABLE IN QUALITY 


ORDER FROM THIS PAGE 


NEWTON LAST 
(Little Men’s) 


BOYS’ SHOES IN-STOC 


“Honest Wear in Every Pair” 


WEST POINT LAST 
(Boys’) 


354—L. M. eows Del, Newton Fes, Th 
374—L. M. —s Bal, N 


74—I mt 
75—L. Brows: Bal, Fseer Pe, 
Boys’ Brown Calf Oxf Wi 
Heel, West Point Toe, oN 
28—Boys' Brown Ox, West Point Toe, 1-5%.. 
Brown Ox; West Point Toe, 10-1314. 


100—Boys’ Beewe Calf Bal, White Fibre Slip, 
Wingfoot Rubber Heel, West Point Toe, 


5 
255—Boys’ Brown Bal, West Point Toe, 1-6. . 
7— ” Brown Bal, Plaza Toe, 1-6 
259—Boys’ Tan Bal, Toe, 1-6 
| Gun Bal, — Point" Toe, 1-6 
271—Boys’ Gun Bal, Plaza ‘oe, 1 
275—Boys’ Gun Bal, English Toe, 1-6 


MARSTON & BROOKS CO. 


Manufacturers 


HALLOWELL 





MAINE 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 
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Lynn, Mass.—Fierman-Alfond Shoe Co., shoe 
manuf: tye i Se on sot 
- hoe The co gen 
ety ae Simon 
gat benasd Plamen, teemmuer: iT. 


. §. Girardin, succeeded by Lynn Shoe 


Belden 
ylesville Mercantile Co., 
etc., succeeded by Russel-Henderson 
York, Soo Gurdon, chess, Gd: get ool out os 


West > Ark. Ble ay T Co., 
rading shoes, 


etc., ital 
.—Black Springs. B Me tile Co., 
shoes, etc., surrendered charter. — 


Fort Collins, Col.—The Pan Mercantile Co., 
shoes, etc., reported dissol 
Dawson, Ga.—D. H. Ozier, on etc., 
PTI ite, Sa. ies 
e 
sold out to Lewis & Co. 
Chicago, Ill.—A. E. Helens, ne 9, Chinage 


ve. whe ’ 


ra- 
tanina a & a 
, pe He Herele, shoes, etc., reported 
Robert ‘Finley shoes, etc., suc- 


Parent BGO. soon, ete. 
business. 








ceeded by Morris 

Coon Rapids, cee Shey Scott, shoes, etc., 

reared sid sat go Sete 8 Rudge 

Horse Cave a —R etc., suc- 
ceeded . Pidigo. 

Louisville, Brothers Store No. 4 
shoes, a. | incorporated with a capital 
$6,000. 

The ve Shoe Co., shoes, incor- 
porated wi a capital of $75,000 to manufac- 
vase footer . David Easdan, Julius Kaplan 
aai J. incorporators. 

Monroe, La. - Wolf, shoes, etc., suc- 

Coloma, rag fs ther the w. Srant.GSaan, Dam, 

Detroit,’ Mi ich.—Louis Gordon, shoes, reported 

Alex Stein, shoes, eto. stock to be sold at auction 


Crookston, Minn.—Jacobson Mercil Clothing Co., 
shoes, etc., P. A. Egeland admitted into the 


business. 
Drew, —y +> dmeeee shoes, succeeded by 
St. — 7 — Peoples’ Commercial Co., shoes. 
with a tal of $10,000. 
Doniphan, .—Henry — 


etc., re- 
Seek sald aun te resents 
Newark, N. Ne —Ben Cohen, Cohen, shoes, removed to 








Co., incorporated 


incorporated 

witha caaleal ef Se foot- 
ee ee hs 
ew q 

Singer & Sclaway, Broadway, wholesale 

partnership dissolved. 

New Y ty nn 787 Columbus 
rime, Ee by Henry Schle- 
oudonith & Kline's Bootery, Inc., shoes, in- 

ited with a capital of $20,000. 

‘The Wolnicar Shoe Co. has filed notice with 
the Secretary of State of an increase in its 
capitalization from $75,000 to $100,000, to 

sac Seer ae i, 
out to Coleman Brothers Co. s 

Pilot Moun . C—O. N. Swanson, shoes, etc., 
cold ost $0 & Hobson. 


. M. Basinger, shoes, etc., re- 
sold out. 


Okla.—L. M. Wolk Mercantile Co., shoes, 
ers’ Copal taaseueed ts 850.900. 


Knoxdale, Pa.—M. R. J etc., sold 
mate. Fe. ones, shoes, out 


Pa.—Isaac M & 
mon, ms b wy Son, shoes, sold out 





ercantile 
etc., ca increased to $3,000. Will 
pana Pay Shy =F say 





Wittenberg, Wis.—Johnson Nor Co., shoes, 
capital increased to 
Martinsville Va--Walthall- te Walthell Co., 
Petersbar, V; Sot, shoes, etc. _ 
a. 
are Va. fol Coo 


Death of William Bridgeo 


Vice-President of the Allen & Brid- 
geo, Inc., Lynn 


William E, Bridgeo, vice-president of 
Allen & Bridgeo, Inc., and ‘one of the 
best known shoemen.on the North 
Shore, died Easter Sunday at his home 
in Marblehead. 

Mr. Bridgeo, ‘who was 47 years of age, 
became a meniber ‘of the firm, then 
known as e _Allen-Foster-Bridgeo 
Company, enh few years ago, having 
risen to the vice-presidency from the 
position of traveling salesman. In 
spite of the additional duties assumed 
when made a member of the firm, Mr. 
Bridgeo continued in active charge 
of the firm’s sales to big retail merchants, 
making long trips each year. 

Mr. Bridgeo is survived by his wife 
and two children. The funeral was held 
Wednesday. 


Gisler Store Sold 


The Gisler Shoe Store, of Sisterville, 
West Virginia, Charles L. Géisler, 
proprietor, has been sold to an Ohio 


man. i 
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Des Moines 


GOOD EASTER BUSINESS 


Weather Interfered Somewhat, but 
Sales Were Satisfactory 


Despite the unfavorable weather, 
Des Moines merchants did a good 
business last week. 

Robert Sturgeon, manager and buyer 
of Elwell-Fields Shoe Company, reports 
that all records were broken on Thurs- 
day, Friday and Saturday. “Our sales 
on these three days,’”’ he said, “have 
equaled the total of the whole month. 
We have never seen a greater volume of 
business in preparation for Easter in 
the history of the shoe game.” 


Baby Louis Heels Popular 


Mr. Lomodge, manager of the W. L. 
White Shoe Company, said: ‘‘Business 
during the past week has been quite 
good, though it has been spoiled to some 
extent by the rainy, cold weather. 
However, on the bright, warm days, 
our store has been well filled every 
minute. We are having a very strong 
call for Baby Louis heels in pumps of 
both black patent and dull leathers.” 

W. F. Breck, proprietor of the Walk- 
Over Boot Shop, said: ‘Business has 
been very good during the past few 
weeks, though of course the weather has 
affected it to some extent. We expect 
avery heavy business during the months 
of April and May. We are having a 
heavy run on our stock of brown kid 
oxfords in the military and Cuban heels. 
Nevertheless, 70 per cent of the low 
cuts we have sold have been blacks. 
We have arranged quite an attractive 
display of our white canvas and kid 
shoes and are finding a very wide sale, 
even though it is early in the season. 


Will Buy Mostly High Shoes 


“The women of Iowa are conserva- 
tive and I am going to buy 75 per cent 


of my Fall stock in black and brown 
high shoes. Only the ‘chicks’ among 
the, college, high school and working 
irls will wear oxfords here next Winter.” 


IOWA SHOE MEN MEET 


Plan to Raise $5,000 for National 
Association 


The Iowa National Shoe Men’s Asso- 
ciation met April 3, for a dinner at the 
Hotel Fort Des Moines. After dinner, 
President L. D. Ream called the meet- 
ing to order. The main business of the 
meeting was to discuss ways and means 
of getting together the $5,000 which is 
the Iowa portion for the national asso- 
ciation. It was decided that the Des 
Moines Branch should give a big dance 
at the Coliseum on Saturday, May 1 
The question of hotel accommodation 
and overcharges was discussed and a 
committee appointed to bring com- 
plaints to the attention of Fair Price 
Commissioner Lorimer. 


Notes from Indianapolis 


Regarding Ben Falk and Roberts 
Shoe Store 


Ben Falk of 112 West Main Street 
put over a successful shoe sale recently 
by using motion picture slides. 


The Roberts Shoe Store, of 1414 Cal- 
houn Street, is conducting a remodeling 
sale preparatory to making alterations 
in the building. 


New Shoe Stores 


F; rank A. Jusko, Wakefield, Mass. 
W. M. Belliveau, Fitchburg, Mass. 
Stewart Shoe Shop, Tullahoma, Tenn. 


Haverhill Shoe Store, Concord, New 
Hampshire. 
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Bear Brothers, Kenosha, Wis., shoe 
department. 

Modest & Virott, 598 Columbia 
Road, Dorchester, Mass. 


Statement ¢ Sunes. inagement, etc., of 
the “Boot and Shoe Ri Me. 7 h 


ee weekl 
at Boston, Mass., + aie 1, “9 required by the 


act of August 24, 1 
io Wwe : ©. Aadeteen: 207 South Sirens, 
mn, Mass.; Business Everit B. 
Terhune, P eboes mag = Manes Paubishes Bor 
and Shoe R: ler iol Pabbason nieces 
Mass.; Owners: United Corporation. 
Stockholders: Chas. Beidenkopf, iw West 
39th Street, New York Bie Edmund D. Carey, 
239 West 39th Street, New RCS City; Fritz 
Frank, 239 West 39th Street, ork City; Geo. 
H. Gri fiths; 2 239 West 39th oth Buncet, New York City; 
W. H. ao, 5 231 West 39th Street, New York 
s6th: } McGraw, Jr., 10th Avenue and 
Street, New York City; Elizabeth S. Mekeel 
0 Upper Mountain Avenue, Montclair, N. J.; A 
& Pearson, 231 West 39th Street, New York City; 


Chas. G. Phillips, 171 Avenue, U; 
Montclair, N. J.; ennte Pe 171 Cosper 
Pillip, U; Chas. Swayne 


1 West og Ral ‘New York City; 
alph, 231 Weor 33 39th oye New York City; 
r. ‘* Root, Bronxville, N. Y.; Olive Root, Bronx- 

, N. inifred Root, New Po Se, N. Y.; 
Chas. T. Root, New York city, N. * ae Fe ene 
Sly, 231 West 39th Street, ¥ Yon s big 

Swetland, Mon q 1 Briand 


s 
Trustee for Grace Swotiand, Mua wo: 
W. H. Taylor Upper Montclair, N. i (ry ee B. 
Terhune, mee out Street, Beston, M ass, 

(Signa tant Treasurer 


ture of 
ys Le Brecht. 
worn to A ooeedibadl before me this 3lst day 


Sw. 
of March, 1 
” James F. Wells. 
My commission expires Nov. 21, 1924 











MISCELLANEOUS 


LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

ine tol ae 
scription and 
SS 





THE BICYCLE 
STEP LADDER 
61 Randolph St. 
Chicago - - Til. 














Trade-marks in Foreign 
Countries [ee 


dealer. 








At all jobbers. 


The Narrow Fabric Co. 
READING, PA. 


Blind Eyelet 
| Shoe Laces 


Fit .even the smallest blind eyelets. 
Satisfy the most particular customers. 
And there’s a liberal profit for the 


Samples upon request. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 
page per issue: 
Space 1 time 
1 inch... .$4.00 
2inch.... 8.00 
8 inch... . .12.00 
4 inch... .15.00 


ONS WAR TED eit erate pat wast Se each insertion. 
=. For other “Want” ad- 


52 times 
$2.00 
4.00 
6.00 
8.00 


26 times 
$2.50 
4.75 
7.00 
9.00 


13 times 
$2.75 
5.25 
7.75 
10.00 


7 times 
$3.00 
6.00 
9.00 
12.00 














Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


TO LET 








NTED—Experienced salesman to carry 
MV etenet- Whitten line ladies’ in-stock shoes 
in New York State outside of New York City. 
Westcott-Whitmore Company, Syracuse, N. Y. 
ANTED—Sal with established retail 
trade to carry, as side line, baby cotycoed 
shoes on commission in New York, Michi 
Indiana and Kentucky. Washington Shoe -—~ 
pany, Georgetown, Mass. 
Small bat « WANTED to carry as a side line a 
but comprehensive line of rhinestone shoe 
Charles H. Patten Company, 47 Clifford 
bee 4 R. I. 
ANTED—Salesman with established trade in 
Kansas, Missouri, Iowa, Nebraska, North and 
South Dakota, Texas and Oklahoma, to sell-men’s 
dress welts on commission. Address B774, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ili. 
Wiviichigan first-class man Ohio and 
to sell the famous FOX LINE of 
lafanta .. Ten Dd cent commission. 
y sample outfit. And’ the strongest 
" apply unless ae yeu 

















Salesmen Wanted 


ANTED-—Salesmen calling on the retail trade 
to carry our line of boudoirs and strap sandals 
as a side line, li commissions, following terri- 
tory: New England, New i Ohio, Pennsyl- 
vania, Missouri, Louisiana, Michigan, Kentucky, 
Alabama, Colorado and the Carolinas. e Baker 
Shoe Company, Haverhill, Mass. 











POSITION WANTED 


HARLES OPPENHEIM, a soldier who re- 
cently returned from overseas duties, w 

like to connect with some shoe wholesaler with an 
idea of thoroughly learning the jobbing Solem 
and later going out on the road. en gem 
ing the arm; j had seven weg 
leading retail shoe stores. A B771, cutest 
Shoe Recorder, 207 South St., Boston, Slices 


GALESMAN would like to t with a reliable 

of shoes for city or out 
of town. Address K289, care Boot and Shoe 
Recorder, 127 Duane St., New York. 

















ANTED—We apy gon orm ag 
salesmen with established 


trade in West- 
ern and. Southern territory to our line of 
s flexible turns, i and 


children’: wortelgheet ‘urns, 
popular-priced line of welia.” Ev deg ty os 
ST Samples Staud Shoe 
Corporation, 296 State St., Rochester, New York. 
EXPERIENCED SALESMEN ‘to handle in- 
ee ae ae Eng- 


Sou 
Begg elornee 207 South Se, 


VERGAITER SALESMEN wan for high- 
peat ne line of ovesnestons, Must e = 


Commission basis with dra 
Sie B755, care Boot, and Shoe Recorder, 20 207 
South St., Boston, Mass. 











trade in 


with. first letter. 
Address B611, care Boot and Shoe Recorder, 207 
South St.. Boston, Mass. 


ALESMEN WANTED—Good experienced shoe 
salesmen for high-grade Western line of men’s 
work shoes in the followi 
Pennsylvania, Iowa, South 
yay and Arkansas. 
with an established 
Adagoee B744, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 


LEADING MEN’S LINE 
AVAILABLE FOR 


TEXAS SALESMAN 


Man with ability and confidence of substantial 
Texas merchants can make this one of biggest 
sellers in State. For real quality—at the 
right prices—our line has no equal. The 
chance of a lifetime to connect with a business 
| in which you may ultimately share. Only men 
with high record will be considered. Address, 
in confidence, B772, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 




















HELP WANTED 


Witt sublet front part of — large windows. 
Premises occupied by Dr. 
H. Blume, 2669 Broadway, iow York City. 








OFFICE WANTED 


7 








An office or office room in 
the shoe district on South, 
Lincoln, or Essex Street— 
about 600 square feet or more 
required, to be occupied as 
soon as possible. . Address 
B763, care Boot and Shoe 
Recorder, 207 South St., Bos- 
ton, Mass. 














HOE ARTIST WANTED. Must be experi- 
enced - + in line and airbrush work. Reedy 

4 ver- 

Orme Pamela Broadway, New York. 








LINE WANTED 


| ig ge: ee ee SALESMAN, hoes. stron 
of childre n’s shoes in State of I ois, Wi 
iaaient in Chicago, can handle to advantage 
a om non-conflicting line direct from factory. 
references as to ability and sy. 
Address B775, care Boot and Shoe Recorder, 
189 Madison St., Chicago, Ill. 








FOR RENT 


BUSINESS OPPORTUNITY 


PARTNES WA WANTED—Have $10,000 to invest 
business. ns roe years’ ¢: i- 

ence in » the eae line, wholesale State 
Address B764, care Boot a ane Shoe 

Record ecorder, on, 307 South St., Boston, Mass. 


 tyrye fone A SALESMEN—Will you consider 

rv ey may double your present 
Pec $10,000 if 00 rel conducting a 
eg = yt rand as of wl 

















SHOE SAMPLE ROOMS 
AVAILABLE MAY Ist 


Sample cases and office furniture 
in good condition. For full particu- 
lars, address E. T. WRIGHT & 
CO., 183 Essex St., R. 410, Boston. 














FOR SALE 


FoR SALE—A eet & lease, just begun, for 50- 
foot di ent . first floor. Beautiful 
Women’s Ready-to- or "Store. City 100,000. 
Vous Be 3 corner in the city. covers shoes 
and hos' ive man with $5,000 or more 
can find jlendi opening. Address B773, care 
and Recorder, 207 South St., Boston, 





Mass. 
DPETROIT—Retiring from shoe aie aie 
ten years of successful upbuilding ; Tense’ good sales 
po gees B pad ay aol Fay two, stores: 
mendous good opportunity for AF ‘Dick- 
man’s, No. 824 Kercheval Ave., Detroit, Michigan. 





WANTED TO PURCHASE 
DO YOU CONTEMPLATE 


R ti out of business? 
~ aes “= entire or surplus 


deg he term to run taken 


I, OLENICK 
413 Broadway, New York Tel. 9531 Canal 


CASH it a 








Leases ha: 
over. 




















April 10, 1920 BOOT AND SHOE RECORDER 
WANTED TO PURCHASE SALESMEN WANTED 


: SALESMAN FOR HIGH-GRADE 
3 EUROPEAN SHOE LINE 
A first-class shoe salesman to sell the best retail and depart- 


ment shoe houses a line of high-grade men’s, women’s and 
children’s shoes (equal to any shoes made in the United 
We Buy y for Cash States). These goods are manufactured by one of the 
nll Surplus Stocks, Jobs, largest and most important shoe manufacturers in Con- 
NO QUANTITY TOO LARGE tinental Europe, of high financial standing, who is desirous 
We also purchase entire stocks . ° ° : : 
from or manufacturers. of introducing their goods in American markets. Samples 
Send us particulars of what you ests ° : 
have for sale. sg tak can be seen within two weeks. Excellent opportunity is 
We pay Highest Cash Value offered to the right party having the ability to place these 
| VAN PRAAG & CO. goods among the best retail houses. Goods to be sold on 
ay eendenr Nee wah ne. a commission basis. Address B769, care Boot and Shoe 
Telephone 2248-2249 Spring Recorder, 207 South St., Boston, Mass. 
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Highest Cash Prices Paid MISCHELANBONE Boot and ShoeRecorder 


for entire — ~ my a ie buy entndioun 

your surplus or slow sellers an- 

tities no object. Retail or wholesale. aT o |ORI E LA 0 0 E R 5 BROCKTON OFFICE: 224 Moraine St., Geo. W- 

Short term leases taken off your ony a Manager. ie wt Ms 507. ane 
Main Cc. 


hands. 
Wire or Phone us a OUIS OFFICE. 1627 Locust St. “B. C. 
Correspondence Confidential Veda being clear to oe NEW YORK QFFICE: 108, Bide.. 
tablished 1890 . en 7 Duane St, Hi aby Seg ta 


GLAUBERG & CO. ETRE el Rattet nd Implgment Howse eritDe SER’ O ice, 929 Cuenant 8 5. 


387 Broadway, New York, N. Y. GZ \\ta\Z ; Walter Scott 
Shanda AWA mon ink ne HAVERHILL | OFFICE: Chamber of Commerce 





7) 


- | 


\ ue 








We also purchase clothing, IAN |: cnet OFFICE: 501 First National Bank 
hats, furnishing goods, etc. <4 N Bldg. C. Bowen, Manager. Telephone 





Ne) ROCHESTER OFFICE: 609 Powers Bldg. 
a |e . eee as a 
WANTED FOR EXPORT Y LYN ich pen Telephone eee See 
Sellers = \ : ad MILWAUKEE OFFICE: B. C. Bowen, Manager. 
ri Office: 2 Rue des Italiens. L. Hubbard, 
London Office: John C. Curtiss. popege. Maa- 
Chambers, on, E. 


sion House 








NEW YORK EXPORT 
PURCHASING CORPORATION 
$15-517 Broadway, New York City, N. Y. 








P We buy and pay pighess cash price ) BRAZIL: ay: 3? Combacau, Ruaide 
tg rota aad sha ree CHILES eee 1123-1127, Otte 


Metal Shoe Fitting Stools ou Ee cs otk: tebe % 


and Floor 
BROOKLYN PURCHASING SYNDICATE Mirrors 
FRANK WALKER, Pro 


610 Broadway, 
Phone, Stagg 1757 

















MISCELLANEOUS DISPOSE OF 
7. W. GODSOE, Pres UNSALABLE SHOES 


W.G. DONALD, Vico Pres. ne 
F. E. JONES, Treas. and ODDS AND ENDS 


F. E. JONES COMPANY 7 Sars 
COLORS MAT KID No. 141 | | , f 
95 South Street, Boston write fr THE CHICAGO fer to ange National Hank 
cafeicé WIRE CHAIR CO. | eae 
No matter what policy you may pursue 


fy salting so the cline wails, wevertiatons, 621 N. LA SALLE STREET Gans Stevens Mercantile Co. 
you need the “BOOT AND fae WEST MONROE ETRRET CRG 
a. CHICAGO, ILL, 



































Annual Subscription in United States, $3.50! per copy, 25 cen Canadian, $6.00. Foreign, $10.00. 
Member of the Associated Business Papers, Ine. Member of the Root Newspaper Ass'n. Member of Audit Bureau of Cireulations 


Each issue copyrighted by the Boot and Shoe Recorder Pubtishing Co. Entered at the Post Office, Boston, Mass., as second-class matter 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 
Cable Address BOOTRECO 











Ryedale te the interest of the Retai) 
Shoe Merchant, by the 


INDEX TO “WHERE TO B ta BOOT AND SHOE RECORDER PUB. CO. 


BOOTS AND SHOES Pedigo-Weber Shoe Co., St. Louis, Mo. . a a a 
pre Shoe Co., Manchester, p CAPITAL $150,000 


OFFICERS OF THE CORPORATION 


le t 
EVERIT Treas. and Gen’l Mgr. 
GEORGE WR HILL. let Vie-Preideet” 
H. WALTER SCOTT, Vice-President 
ARTHUR D. ANDERSO AND) IN, Secretary 


SW. ‘AIN, CARPENTER & | & NAY, Counsel 
101 Tremont Street 


ARTHUR_D. ANDERSON, Editor 
WALTER C. TAYLOR 
' E. C, LOGAN 

















M. HANEY 





Co., St. Louis, Mo. 
euke Cover, 57-58-59 
Chenoweth, R. A., & Coe 118 
Alden‘ 





top 





ive lela Ne te} 





144 
Haverhill wereer 100, oe | 











Tweedie Boot Top Co., St. Tests, Mo. ..2d Cover 
United States Rubber Co., New ane ont Cov 
‘over 





2 bet 
Wohl Shen David P., Bi: Cauis, Mo. 
Wright & Co., E. T., Rockland, M 


LEATHER AND OTHER MATERIALS 


Agoos, L., LP pt anes Boston 1 
Amalgamated ther Companies, Inc., Wil- MACHINERY, _ LASTS MERS." SUPPLIES, 
5 DRESSINGS, ETC 


Albany Shoe Re 
Armstrong Corl 
Beckwith os 








Mass 
Elliott Mach. Co., Grand Rapids, Mich. . 
Everett & Barron Co., Providence, R. I 
Griffin Mfg. Co., Inc., New York Ci 
Monroe Calculating Machine Co., 


City 
. : National Shoe Polish Mfg. Co., Philadelphia 
y, New York City 46 tler, Lesh Leather Co., Boston. . . United Shoe Machinery tion, a cast 








Milwaukee, Wis. 
MISCELLANEOUS 

Atlantic Printing Co., Boston 

Boot & Shoe Recorder 











Shoe Saleamen’s ee Boston 
1 to 86, met 


s., Worcester, Mass. . 
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BROGUES? 


: 
i 


: 
be) 


All ready to start your way 


the same day you say ‘‘go 


to it. 


Either of these styles we 
show will get an answer 
from the young fellows and 
their dads who believe in 


keeping young with them. 


Made the way all Parker 
Holmes: Shoes are—Right. 


Parker Holmes & Co. 


The House That Helps 


Boston, Mass. 


eT eT UL SLL U LU LLL LULU Sot 


X3190 
Mahogany ~~" Oxford 


Price $7.65 


OT eLTeLITTHTeMITTelMiMieliiiiiiie: 


X3211 
ene Side Bal. 


year Welt 
Single Sole 
Sizes 5 to 11 

Widths 3, 4, 5 
Price $7.85 
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Entered as second-class mail at the Post Office at,Boston, under the act of May 24, 1918 
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The Shoe That 
Has the Call 


The | 
Cleo Tie 
























3% Inch Vamp 
Leather Louis 


or- 
Military Heel 














A,4to 7, B, 2% to 8 
C, 214 to 8, D, 2% to8 





Made With Infinite C are—None Better Made 


Dull Kid 
Lunar Glazed Kid 
White Levor Kid 


DELIVERY Patent Leather AT ONCE 
Mahogany Side 


Sold Only in Case Lots 
36 Pair to the Case 







Attractive Prices on Request 


CUSHING SHOE COMPANY 


Makers of 


48 Oxford St. WW ox Lynn, Mass. 







ELTS 









































For 
Trim Feet—-VODE KID 


HIS is our message in tne April 24th Saturday 

Evening Post to millions of feminine shoe 

, wearers. Why stock shoes of an unadvertised kid 
leather when you could sell more customers, shoes of 

Vode Kid at the same price? Simply ask your manu- 

facturers to use it in your next order. They will 


gladly do so. 


Write us regarding our interesting proposition for dealers 


Stanparv Kip Manuracturinc Co., Boston, Mass. 


Agencies in New York, Philadelphia, Rochester, Cincinnati 
Chicago, St. Louis, and Montreal 
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VODE KID — THE LEATHER 
FOR QUICK SELLING SHOES 
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A BEAUTIFUL DARK 
RUSSIA LACE OXFORD 
ONE OF OUR STYLE 
LEADERS FOR SUMMER 


* & * * * 


Stock No. 975—‘‘Lakewood Last” 
Dark Russia Calf Lace Oxford, 
Single Sole, ‘“‘Wingfoot” Rubber 
Heel. A, 7-11, B, 6-11, C and D, 5-10 


Le OR Oe OR IO OAC 
Se5 


a 


xs &* ad al * 


ALL STOCK STYLES UNBRANDED. 
ON REQUEST WE WILL SEE THAT 
ANY SHIPMENT CARRIES THE 
“BARRY” TRADE MARK. 


Price - - - $9.35 


TERMS NET 30 DAYS 


T. D. BARRY COMPANY 


BROCKTON, MASS., U. S. A. 
ADDRESS ALL COMMUNICATIONS TO BROCKTON, MASS, 
rON NEW YORK CHICAGO LONDON 
Pe nny 200 Fifth Ave. 187 West Madison Street 44 St. Mary Ave. 


SAN FRANCISCO 
Market & Fourth Streets, Pacific Building 
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EXTENDING A HELPING HAND 





We are launching our Advertising Campaigns in waves that sweep the country and wash the shores 
of foreign lands. 

The effectiveness of these Campaigns is attested by the inquiries that pour in on us by every mail 
from all parts of the English, French and Spanish-speaking World. Every one of them represents a 
business prospect seeking a Retailer or Manufacturer to whom his business will go. 

The business of the “F. B. & C.” Institution is too widespread and far-flung for our policy to admit of 
favoritism or discrimination. 


We create UNIVERSAL interest and confidence in 


“F. B. & C. Kid” 


and depend upon the keenness and initiative of the Manufacturer and Retailer to capitalize 
this interest in his business. 

We deliver the business at your door—You must store it away in your bank accounts. 

We play the ball into your hands—you must make the goals. 

To the astute the idea at once occurs of telling the customer that they have shoes made of 
the most talked of leather on the market. 

Couple your local advertising up with our National Advertising and arrive with 
“F. B. & C. Kid.” 


SOME FAMOUS LEATHERS: 
“F. B. & C. White Washable Kid No. 81” 
“F. B. & C.” Bronze No. 00 
“F. B. & C.” Light Chestnut No. 7 
“F. B. & C.” Dark Chestnut No. 98 
“F. B. & C.” Smoke No. 24 gy 





Amalgamated Leather Companies, Inc. 
(Formerly F. BLUMENTHAL COMPANY) 


Wilmington, Delaware 


of Glazed Kid and 







of high classraw material 


Write us for 1920 Color Card and Electros for your own use in local advertising | 
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The GOLDEN RULE 


As Applied to Shoes 


If you were making a pair of shoes for 
your own personal use, would you hesitate 
at any reasonable expense in order to 
assure yourself that each dollar you put 
into them would yield at least a dollar’s 
worth of wear? 


YOU WOULD NOT 


And if you knew that by investing a little 
more in some one item of raw material, 
you would get more than a dollar’s worth 
of wear out of the shoes for every dollar 
you put in, would you make the invest- 


ment? 
YOU WOULD 


By applying this theory of investment to 
shoes made for the other fellow, would you 
increase your capital of Good-Will? 


YOU WOULD 
So that, in the final analysis, the Golden 


Rule as applied to shoes, recoils and results 
in benefit to you, does it not? 


IT MUST 
How can extra value (which means/more 


service) be put into the shoes you sell? 
One positive way is by using 


“DOUBLETWILL” Shoe Lining. 





mr 


W. H.HOLBROOK 
COMPANY 








DOUBT WILL 


SHOE LINING 





pe? SOUTH GT. 
BOSTON,MASS. 





“Doubletwill” is the result of the most careful study applied to the problem of producing a shoe 
lining with the maximum of durability in combination with an appearance which takes it completely 
out of the realm of the ordinary. 


The reciprocal or balanced weave eliminates the weakness Universally present in ordinary twills, viz.: 


the uneven bias stretch which inevitably results in slackness: and slack linings wear themselves out 
regardless of strength. 

Add to this characteristic the volume of cotton and tensile strength employed, as well as the beautiful 
effect produced, and the worth of ‘‘Doubletwill” becomes obvious. 

There can be no question but that the value of a shoe lined with “Doubletwill” will be materially 
enhanced on the basis of return on investment regardless of its initial cost. 


If you have not seen it, Let ‘‘Doubletwill” speak for itself. SEND FOR SAMPLES. 


“ DOUBLETWILL” Shoe Lining is made 
in but ONE quality. It is sold ONLY by 


W. H. HOLBROOK COMPANY 
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OHNSON BROS. 


SHOES FOR FALL 





















































OUR NEW 114 WALKING LAST 
THAT CARRIES AN 8-8 HEEL 
ae 
- ” 
fade fn the Pine Tree State 
= € la 

& S 
a THE DIVERSITY OF JOHNSON BROS.’ STYLES IS EXCELLED ONLY BY THE THOR- 
OUGHNESS OF WORKMANSHIP THAT ENTERS INTO EACH AND EVERY PAIR OF 
SHOES. THE FALL LINE IS UNUSUALLY BROAD IN ITS STYLE RANGE AND IN- 


CLUDES BOOTS AND OXFORDS—THREE NEW LASTS, HIGH HEELS AND LOW 
HEELS—AND EVERY DESIRABLE KIND AND SHADE OF LEATHER. NOT WITH- 
OUT REASON DO MERCHANTS CALL THIS THEIR “BREAD AND BUTTER LINE.” 


OHNSON BROS. SHOE MFG.CO. 


H ALLOWELL, MAINE 
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shoes you buy means that the 

highest standards of leather value 
have been incorporated. It means 
careful consideration by the manu- 
facturertand the shoe buyer—both the 
dealer and consumer. 
Character and style in shoes are en- 
hanced by the use of P & V Leathers, 
which are the result of three genera- 
tions of quality leather production. 


\ NY of the P & V Leathers in the 
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Beals-Pratt Shoes 


Think about the best styles, quality and values 
you know of in shoes for men and you'll probably 
think of Beals-Pratt Shoes, and you’re right, for 
they are most exceptional Shoes at the prices. 


Building business with Beals-Pratt Shoes now 
is assurance for the future. Invariably wearers 
of B-P Shoes are not satisfied to “try” any other 
kind. It isa line of Shoes that your store can 
safely stock at all times. 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee Watertown 
Wisconsin Wisconsin 
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"THOUSANDS of customers daily ask for VICI 
KID shoes, — many such, doubtless, in your 
own store. 


Do they always get what they ask for —from you? 
May we remind you that VICI KID can only be 


had by your manufacturer from the company that 
originated it and has made it for thirty years,— 


Robert H. Foerderer, Inc. 


Sell your customers shoes of the real VICI KID: 
made only by Foerderer. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid , 
Philadelphia - - - Pennsylvania 
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THERE IS ONLY ONE VICI KID 
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THERE NEVER HAS BEEN ANY OTHER 
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“Oh! My Dardanella” 


A Beautiful Creation 











A leader in the “‘E. & M. line of Quality,”’ 
Style Number 161. Our “Dardanella”’ 
turn strap pump of brown “Nubuck.” It 
carries a full Louis heel. The shoe makes 
a favorable impression wherever shown. 





Sameer” 











Emery & Marshall Co. 


Haverhill, Mass. 


New York Throughout the Middle West LARRIE H. SASS 





1068 Marbridge Building * On the Pacific Ceast 


CHARLES L. MARKS WARREN H. TUCKER 
Eastern City Trade and In New England 
Southern Territory with J. B. LAUGHLIN Office at 183 Essex St., Boston 
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‘Insist on 


Snyder’s Leathers 


We have made it possible for you to obtain 
Good Leather for your medium priced 
shoes at a reasonable figure 


Atlas Kid 


Black and Colors 


Ebony Cabrettas 
In 
Black and Colors 


For Men’s and Women’s 
Welts, Turns and McKays 


Largest manufacturers of semi chrome kid 
and cabrettas in the world 


H. S. & M.W. ro Inc. 


65 SOUTH ST., BOSTON 


Capital and Surplus over ‘$1,000,000 
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Kip Sides 


For Men’s and Women’s Brogue Oxfords 


N face of a confirmed big demand for wo- 

men’s brogue oxfords next Fall, you will be 
interested to know that big city buyers are 
specifying our new CHESHIRE CALF and 
KIP SIDES for such shoes. 


fi TANNERIES 
DANVERSPORT 


WOLFENSTEIN & SHANAHAN 


39 SPRUCE STREET 
NEW YORK 





THE above is a photographic reproduction 

of the CHESHIRE grain and from it you 
will see at once the sure attraction it gives to 
a smartly designed brogue oxford. 


We offer it in both Tony and Brown. 


CREESE &©COOK CO 
adiiiiine CREATORS OF NEW CALF LEATHERS gqumechtemey- 


SALES ROOMS 
95 SOUTH ST. BOSTON 


P.A.HENRY « CO. 
706 BROADWAY : CINCLNNATLO. 
LEATHER TRADES BUILDING, 

ST.LOUIS, MC. 
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A Proper Pride 


in your wares is a definite, visible 
business asset. 


9 ok : 

“Onyx” @} Hoste 
identifies your shop at once as a 
place where “Quality Goods” are 


to be had. 


It will pay you, not only in in- 
creased sales, but in growing satis- 


faction with your own shop, to 
feature “ONYX” Hosiery. 


Emery & Beers Companylne, 


Sole Owners of “Onyx” Hostery 
BROADWAY AT 24th STREET 


NEW YORK 
Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 
San Francisco Office 210 Pearl Street, Mutual Life Building 


259 Geary St. Buffalo, N.Y. 
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OAK and HEMLOCK 


Sole Leather 


SIDES BACKS BENDS SHOULDERS BELLIES HEADS 


Sole Selling Agents Sole N. E. Selling Agents 
ALPENA LEATHER CORP. JANNEY & BURROUGH,, Inc. 








ALPENA WISSINOMING 
HEMLOCK SWIFT RUN 
TANNAGE | OLD VIRGINIA 


(Oak Tannages) 


RIVERVIEW 
PACKER HIDE OAK TANNAGE 


MAIN OFFICES 
SOUTH ST., BOSTON, MASS. 


Cable Addgess—* Tabwheel,”’Boston 
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A NEW CREATION DISPLAYED BY 


SLADE SHOE SHOP, Des Moines, Iowa 


(Made Sf 





New CrstleHovanalyroun Kia 
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Sudgo It by Its l[sers” 


New Castle Leather Company. Inc. : 


NEW YORK 
BOSTON MONTREAL. CAN. CHICAGO 


and the Principal Leather an@ Shoe Centres Gverywhere 
Factory, Wilmington,Del. 
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e Fastest Growing White Shoe ' 
House in the United States 


“THEO” Te 


Just one of the present day novelties which will 
be a feature of the Hartman line for 1921. 
Specializing in popular-priced White shoes the 
House of Hartman is ready to show you a 
range of styles for 1921 which will meet with 
your approval. 


Samples Sent on Request. 


Line Up With Us 
Now 
For 1921 


HARTMAN SHOE 
COMPANY 


HAVERHILL, MASS. 


WHITES. 
THAT ARE 
INIT OVERS 
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Copyright 1920, by The Goudyear Tire & Rubber 
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Trade Mark Reg. U. S. Pat. Off. 


URABLE - WATERPROOF 
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“What About Those Neolin-soled 


Shoes In Your Windowr’” 


The mail man stops a moment to inquire whether you have 





a more comfortable, long-wearing shoe for him. He wants it 
flexible, for he walks many miles a day. It ought to be water- 
proof, too, for he’s out in all kinds of weather. Also, his 
work naturally makes him a critic of shoe economy. 


You have exactly the shoe he needs, when you carry a complete 
line of service shoes with NeGdlin Soles. You assure him that 
Ne@dlin Soles will return him foot comfort, protect him from 
moisture underneath and wear exceedingly well; you show 
him the Goodyear guaranty of better soles at lower cost. 


Your attractive window reminded him to ask about these shoes. 
Why not display in your window and in your store typical 
models from the 500 representative styles manufacturers now 
offer with Nedlin Soles? 


If during the present season you wish to buy Neédlin service 
shoes—with the soles uniformly applied and guaranteed— 
Goodyear will be glad to advise you direct as to where you 
can obtain a Boy’s, Man’s, Woman’s, Growing Géirl’s’ or 
Child’s Service Shoe of the type you wish. 


THe GoopyvearR Tire & RusBBerR Company 
Offices Throughout the World 


Good yearWingfoot Heels are the guaranteed walking mates of guaranteed 
Nedlin Soles. They’re so good that more than eighty per cent of all 
shoes made in this country with branded heels are fitted with them. 


Soles 


a COMFORTABLE 
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103— Ma 
any Bal., rome 
year Welt, Ace Last, 
3, 4 and 5 
Single Sole, Good- 

year Wing 
Foot Rub- 








No. 90—Tony Red 
Bal., Goodyear 
Welt, Ace Last, 3 
a hg 

ingle Sole, 
Goodyear 


Wi 
Rubi 


No. 104—Mahog- 
any Whole Quarter, 
Blucher, Clyde Last, 
3, 44and 5 Wide, 
ood year Welt 
Single Sole, 
Goodyear 
Wing ot 
Rubber,Heels 
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Famous American Shoes 
MADE WITH 


| Barbour Grooved Endless Welting 


Number six in the series . 
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Number 6 
THE CRAWFORD SHOE 
By 
Cc. A. EATON COMPANY 
BROCKTON, MASS. 


BROGUE LAST 536—BAL. 
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| HE illustration is the sixth of a series of models from representative 
| American shoe manufacturers who use Barbour Grooved Endless 
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Welting in their shoes. 




















Mt The far-reaching importance of high-grade, first quality welting is Wy 
eM: recognized by manufacturers of this class. he 
(ad 





Not the cheapest welting on the market but the most economical and’ 
satisfactory in final results. 


: Barbour Grooved Endless Welting 


MANUFACTURED BY 
BROCKTON RAND COMPANY 


BROCKTON, MASS. 
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BY INVITATION 
MEMBER OF 
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NEW YORK ,U.S.A. 
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129 SOUTH ST. 


SHEEPSKINS 





BLACK ‘AND COLORED 


VICI 





LUCIUS BEEBE & SONS 


BOSTON, MASS. 


CHROME SOLE 
FINDINGS 












PATENT 
COLT 












AYER TANNING CO. 
MANUFACTURERS OF 


RUSSIA CALF 


H 

; 
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BOARDED AND SMOOTH | 
BLACK AND COLORED SIDES a 
CALF LININGS : 
| 

a 

z 
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MAT CALF 
METAL CALF 








April 17, 1920 BOOT AND SHOE RECORDER 25 








_—— a os I 3c —— — - s = 
——-_ a a ae ae ae toes — _—— = 
_— a _. 1c ee ae aie eae fee eee a a a a ooh cn a jo at ae ah ate ake bus ate ste he ste ate Seis ats ate sie ate ae fete ae ue sta ae Take ste ste she ate ste su a she's 





5 











+ FOR 


THEO TIES 








Illustration Shows Our Pattern 1920----Number 8. 
Colors: Black, White, Seal, Mahogany, Chestnut Brown. 
In Stock for Immediate Delivery 











GROS GRAIN BRAID SATIN 
All Qualities All Widths All Colors 
“CHANDLER’S SHOE NOVELTIES” 
C. A. BROWNING CO. 


(Sole Agents) 
30 FRANKLIN STREET BOSTON, MASS. 
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Don't use Doubttul 
White Leather. 
_Select a White Leather 
Thats Right. 5 a 
Specity The Whitest White LEVORS. 


G. LEVOR & CO,, Inc. 
TANNERS OF CABRETTAS 
. CLOVERSVILLE N.Y 


NEW YORK 











April :17,.1920 BOOT AND SHOE RECORDER 27 











“Decidedly Thompson” 
CARRIED IN STOCK 








No. S$-616 


CODEWORD 


“NELLIE” 
HAVANA KID OXFORD, “IAINJTIA” 
LAST. 








WIDTHS, AA TO C 
SIZES, AA 5-8, A 4.8, B 4.8 
C38 


PRICE $8.75 
PER PAIR 








No. S-614 


CODEWORD 
“NURSE” 


[AN CALF BROGUE OXFORD, ‘‘PRIN- 
CESS” LAST, PERFORATED, PINKED TIP. 
FOXING AND LACE STAY. 


WIDTHS, AA TO C 
SIZES, AA 5-8, A AND B 4-8 
C 38 


PRICE $8.50 
PER PAIR 





‘SOR sSOn BROS .SHOE fo 


MEN'S FINE SHOEMAKERS - 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn St. 


Address all cummunications to Brockton (Campello), Mass. 
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| 
GLAZED-MAT- coOLORED 
OR that luxury appearance and silky softness that . 
stamps a shoe with unmistakable quality specify 7 
HECO KID. 
HECO KID makes all the difference. 
BETHEL, CONN. “NEW YORK 





-F. HECHT & COMPANY seruce st. New York City =| 
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"THE WHITE SHOE CLOTH PAR EXCELLENCE 


STRENGTH . 


Long staple combed white cotton only is used in the manu- 
facture of Polar-Kloth. Long staple cotton insures the 
initial strength of the woven fabric. 


Bleached, mercerized and finished by a superior established process, 
resulting in a beautiful mellow white with a lustrous finish, with no loss 


of strength in the fabric. 


FINE FACE 


The use of long staple cotton makes possible a fine count three-ply combed yarn, 
closely woven to get weight, and produces a very fine faced fabric with individual 


character. 


EVEN WEAVE 


For over two years the manufacture of Polar-Kloth has been confined to one establish- 
ment. Only the most skillful and experienced operatives are employed in its production. 
This continued employment on one fabric has developed a manufacturing efficiency that 
reveals itself to our many satisfied customers. 


You can safely specify Polar-Kloth. Your manufacturer will not 
have to pay an excessive price 


Thomas, Lake & Whiton, Inc.. 


Bedford and Lincoln Streets . BOSTON, MASSACHUSETTS 
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FOR Fir FORSTYLE FORWEAR 


BEACON SHOES | 


THERE ARE NO BETTER 





Stock Styles Can Be Shipped With Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 








to onl 


Below we illustrate some of our STOCK STYLES READY TO SHIP 












(50 STYLES IN STOCK } 









TREND LAST 






No. B510 Price $8.35 


Cordo Russia Calf 
Trend Last 
Square Throat Oxford 
Leather Heel 











AandB 6I1 Cand D 5-11 






, \ 






SIGNET LAST 






Price $6.45 





Cordo Russia Side 
Round Throat Oxford 
Wingfoot Rubber Heel 







BandC 6Il 


F. M. HOYT SHOE CO., Manchester, N. H. 
STOCK DEPARTMENTS LOCATED AT 
18 South Wells St. Manchester Havana 
Chicago, Ill. New Hampshire Cube 
Order from nearest point. Latest catalogue sent on request 
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3105 Select Dull Kid Eve Pump. Hand 

Turn, 2% inch Covered Full Louis Heel. 

Silk Tailored w. Cincinnati made. 
DINE 3 3 Wed ck ibaa ed 24520265048 $8.00 






3109 Select Black Glazed Kid Iris Pump. 
{mitation Turn. ozs inch Full Louis 
—- Heel. Cincinnati made. 


REPEL ESIC ME LY 
S103 "Baten Colt Iris Pump. Hand 
Turn. 2 inch Full Louis Covered Heel. 
Cincinnatimade. AAAtoC............ 
3104 Same. Barnett’s No. 808 Brown 
Russia Calf. AAA toC.. . $8.75 













3009 Black Regent Kid Strip Pump. 


Style—Quality. 
eM EE 6d N atty Footwear 


EMININE footwear in the latest styles and a most 
complete stock is what you get when you take ad- 
vantage of Midwest Service. 


: More and more merchants have become acquainted 
3223 Patent Leather Opera Pump. Turn. with Midwest Service and have found it of unquestion- 


12-8 Baby Full Louis Covered Heel. . " - 
Haverhill made. AAA toC.. able advantage to, use it. A trial convinces. 


3224 Same Dull Calf. AAA toC......... : $6.85 





Catalog showing Fashion’s Smartest Footwear—in 
stock—Sent upon request. 


You need the prompt 
Midwest Service 





3100 Select Dull Kid Lace Oxford. Hand 
Turn, 18-8 covered Full Louis Heel. 


Cincinnati made. AAA eet $8.50 
3101 Same. Blumenthal’s No. 53 Brown 
2” eee em $9.25 


3113 Select” Black Suede Calf Whole 
Quarter Lace Oxford. Imitation Turn. 
18-8 Covered Full Louis Heel. Imitation 
oe CR ah pee $10.00 
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It has taken 35 years 
of hard work to develop 
the organization making 
National Cash Registers 


TARTING with two employees in one little 

room, The National Cash Register Company 
now has a making organization of over 7,000 
people working in 21 big buildings. 


It has taken 35 years to develop this tremendous 
organization. 


Many obstacles had to be overcome in those 
years. Money, time, and energy were thrown 
into the enterprise by large-visioned men who 
believed that cash registers were a necessity in 
stores of all kinds. 


Slowly, but surely the business grew. Building after 
building sprang up to house the expanding organization. 


The National Cash Register factory of today is the result. 
It is built on a foundation of faith in the cash register as a 
business necessity. It is dedicated to the making of a labor- 
saving machine that helps merchants, clerks, and customers. 


The National Cash Register Company 


Dayton, Ohio 


Offices in all the principal cities of the world 
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[F the salesman tells you, “It’s 
made of NAVONOD 
CALF,” you may pretty safely 
dismiss all further question about 
the quality of the shoe. 


Manufacturers who use NA VO. 
NOD CALF can usually be re- 
lied on for quality shoes through 
and through. 


“NAVONOD CALF is the 
outward evidence of quality 
within.” 











DONOVAN, BROTHERS Inc; ) 
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Increased 
137% 


Greatly increased interest 


in Educator Shoes is shown by the number of 
people who wrote to us for dealers’ names. 


137 per cent more such letters reached us in March, 1920, 
than in March, 1919. 


The shoe retailer who is not selling Educator Shoes is let- 
ting a golden opportunity slip through his fingers. 


The Rice & Hutchins Companies 
Distributors of Educator Shoes 


192 Duane Street, New York City 
233 W. Monroe Street, Chicago, IIl. 
101 Hopkins Place, Baltimore, Md. 
1025 Washington Ave., St. Louis, Mo. 
Cor. Third & Race Sts., Cincinnati, O. 
210 St. Clair Ave., N. W., Cleveland, O. 
90 South Pryor Street, Atlanta, Ga. 
Joseph I. Meany & Company, Inc., 
16 North Fifth St., Philadelphia, Pa. 
The Atlas Shoe Company, 
614 Atlantic Avenue, Boston, Mass. 


Rice & Hutchins, Inc. 
10 High St., Boston, U.S. A. 











